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“Churchill Gets Denver Welcome— 


| One of the deolerships visited by Studebaker-Packard President Harold E. Churchill, | 
“center, on a Denver-Colorado Springs trip was Buckley Brothers Motors, Inc. Raymond | home-town 
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Volume Hits Peak 
In Allout Drive 


By Sanford Markey 
Staff Correspondent 

LEVELAND.—The Euclid Ave. 

blues gave way to the ring of 
dealer cash registers in a Cleveland 
Automobile Week promotion that 
already is blazing a trail for the 
| rest of the nation. 
Community and industry effort, 
pride and generous 


“Buckley, left, and Robert Buckley also handle Mercedes-Benz in a prime import-cor| helpings of “you can’t take it with 


- market. 


_ Medium Makes Grabbing 


| Larger Share 


By Robert M. Lienert 
Associate Editor 

7 sales stumbling along 
Ps below expectations, dealers 
| generally agree that uncertainty 
) and recession fears have combined 
» to keep many buyers out of the 
|" new-car market. 

4 Among persons that are buying, 
' however, there is no evidence of 


Car Output to Top 
90,000 This Week 


' Inerease Follows 
f Smallest 58 Week 


By Martin L. Whitmyer 
Staff Writer 

S. CAR output is expected to 
* top 90,000 units this week after 
| sagging to the year’s lowest point 
| last week. 
' This week’s total will be boosted 

by renewal of five-day operations 
at Ford division’s Dearborn as- 

sembly plant, resumption of opera- 
~ tions by American Motors and re- 

adjustment of work schedules at 
_ Dodge and Chrysler division plants 
- in the Detroit area. : 


Fe 


The 83,182 cars produced last 
week répresented 64.3 percent of 
Automotive News’ three-year index, 
and was 8.7 percent below the pre- 
vious week’s operations, which pro- 
duced 91,442 cars. The previous 
week’s output represented 71.8 per- 
cent of the index. 

r * * * 
(Fae drop in output from the 
previous week also will delay 
the assembly of the millionth car 
of 1958 until Tuesday (tomorrow). 
The corresponding car of 1957 
rolled off the lines on Feb. 23, or 
nearly 12 workdays ahead of its 


Affecting the decline were 
Bieen's oe assembly plants at 
ta, Memphis, Minneapgjis-St. 
Paul, Mahwah, N. J., Dearborn and 
San Jose, Calif., which wers down 

{Continued on Page 61, Col, 3) 


of Market 


tight purse strings. There are 
more cash deals and the cus- 
tomers are choosing more expen- 
sive models. 

Some sales analysts claim this is 
to be expected: That persons now 
in the market are those whose eco- 
nomic situation is not directly 
affected by the current business 
downturn. 

> > > 
ANALY&Is of new-car sales fig- 
ures thus far available for 
1958 shows that the share of the 
market taken by low-priced cars 
is somewhat smaller than it was in 
the corresponding period a year 


ago. 

At the same time, a bigger 
chunk of the market has gone to 
medium-priced offerings and the 
sales share claimed by high- 
priced units has gone up even 
more sharply. 

Most recent figures-show that 
the combined 1958 market penetra- 
tion (excluding import-car sales) of 

(Continued on Page 4, Col. 1) 


Inside Automotive News... 


| you” all played their part in the) 
|new-car and used-car dealer pro-| 
| motion. 

Automobile Week wound up an 
unqualified sales success. Mo 
cars were sold in the Feb. 
March 1 period than in the rest pf 
February, and the week’s 
ing was far and away the 
of the year. 

Not only that, but the momentum 
of the promotion carried ovey# into 
March, Closing rooms and -car 
|lots were crowded with ying 
shoppers all through last week. 

> 


i ee Lake Erie town of 

bula, O., 60 miles away, s 

\its own auto week and reported 
equally heartening sales results. 


Akron already is copying the 
Cleveland stunt. The Rubber City’s | 
“Sell-O-Rama” is scheduled for 
later in March, and Akron dealers) 
are organizing a salesman’s incen- 
tive honor club that may spread 
into other areas. 

R. Earl Burrows, executive 
vice-president of the Cleveland 
Automobile Dealers Assn., said 
President David L. Blaushild and 
other association organizers of | 
the week had received calls and | 
letters from numerous cities, all | 
asking how it was done. 
Participating in the initial plans| 

(Continued on Page 58, Col. 4) 
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t 2,000 Shops in 
Richfield Chain 


By Jack Weed 
Service Editor 


NITED MOTORS SERVICE, 

division of General Motors, has 
appointed Richfield Oil Corp. of 
California, which operates approx- 
imately 4,500 stations in six western 
states, as a distributor for batteries, 
ignition, carburetion and brake 
parts. 

Richfield Oil is setting up as 
many of its stations as can 
qualify to perform tuneup and 
brake service. The firm expects 


2,000 te 2,200 will qualify to send | 


men to United Motors service 
schools. 


Thus, GM will have in this Rich- 


| field setup alone more retail out- 


lets qualified to do tuneup, carbure- 


|tion and brake work than it has 
| franchised auto dealers in those six 


states, according to latest informa- 
tion. 


While E. L. Lape, United Motors} 


general sales manager, said UMS’ 
prime objective is to add Richfield 
retail outlets to points of sale for 
Delco batteries, Richfield is looking 
to increasing service-station reve- 
nue by adding tuneup, carburetion 
and brake work to offset dwindling 
(Continued on Page 4, Col. 5) * 


‘Captives’ Test Small-Car Market 


By Kenneth C. Kelley Jr. 
Staff Writer 

OR several months now, General 
Motors has been feeling out the 
horizons of the economy-car market 
with its Opels from Germany and 
its Vauxhalls from Britain, while 
Ford has had its English models 
testing this market for several 

years. : 
Just these 
field 


Khrushchev is on discussing what 

he hears from Sputnik. 

In the case of the English Ford, 
the records reflect its success. Its 
sales rose from 4,230 in 1956 to 
17,062 in 1957, as total import sales 
rose to 206,827—some 10 timés what 
they were six years ago. 

. * — 


D°Es this mean that the Big 
Three makers will tool up for 
production of a small economy car 
in the U. S8.? There are many 
rumors to the effect that they 


a U. S. maker does discuss the 
small car, he discounts such 
rumors. 

For example, Edward N. Cole, 
Chevrolet general manager, said 
the other day that the U. S. market 
for small cars will never be big 
enough to warrant domestic pro- 
duction. He said he noted a flatten- 
ing out in demand for such cars. 

¥ * * . 


OST concrete word to be heard 
from Ford is that clay mock- 
ups of small cars are under study 
at Dearborn. Chrysler has expressed 
interest in a small car, but it has 
insisted that this is for production 
(Continued on Page 54, Col. 1) 
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Other Cities Urged 
To War on Blues 


By Maynard M. Gordon 
News Editor 
ONVINCED that all the new-car 
market needs is a new shot of 
confidence, dealers and factory 
executives were redoubling their 
market promotion efforts last week. 


Addressing an Edsel dealer meet- 
ing in New York, Mercury-Edsel- 
Lincoln Division General Manager 
James J. Nance called for “hard 
sell” to overcome consumer worry 
over the recession. 

Pinal reperts on Cleveland 
Automobile Week showed that 
mew and used-car sales reached a 
volume equal to that in a normal 
sammer month. Akron dealers, 
among others, picked up the 
Cleveland promotion and 
launched plans for their own 

Rama 


outh Sales Vice-President Jack W. 
Minor declared that the “elimina- 
tion of any remeining general con- 
|cern about business conditions is 
all that stands in the way of an 
early upturn nationally.” He re- 
| ported evidence that the “turn 
about” in consumer psychology al- 
ready was under way. 
> 


> 7 

Epzarers contacted by 

Automotive News were less 
sanguine about chances for a March 
upswing in sales, but there was 
common agreement that consumers 
were holding off in anticipation of 
a spark in the form of “spring 
| weather,” guarantees that layofls 
will not spread or “lower prices.” 

An “early spring sale” promotion 
was launched by Chevrolet dealers 
in northern California and western 
Nevada. The sale will end Baster 
| Sunday. 

In Buffalo on a nationwide 
dealer tour, Cadillac General 
| Sales Manager F. H. Murray pre- 
| dicted that April or May would 
bring the long-awaited business 
upturn. 


“We feel the public has perhaps 
a slight lack of confidence in the 
economy,” Murray said, “but with 

(Continued on Page 60, Col, 1) 


Top Cars 


New-car registrations, 24 states 
for January: 
1958 





1957 
Make Pos. 
Chevrolet 36,063— 2 
Ford 37,447— 1 
Plymouth 15,902— 3 
Oldsmobile 11,282— 5 
Buick 12,9389— 4 
Pontiac 8,754— 6 
6,905— 7 
6,793— 8 
4,182— 9 
2,957—12 
3,393—11 
3,424—10 


Pos. 


1— 36,359 


1,605 
1,446 
979 
102 


2,019—13 
1,148—14 
848—15 
138—17 


Lincoln 
Imperial 
194 Met. 

110 Packard 174—16 
4,903 Misc. 2,118 
Tota’ All Makes 
133,926 156,576 
Further details on Page 40. 
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Ads Feature Attention-Getters . . . 


‘$1 a Day Buys a Chevrolet’ 


INCE the beginning of install-: 


ment selling, there has been 
magic in offers of merchandise for 
$1 payments. Advertisements which 
chanted “a dollar down and a 
dollar a week” moved countless 
home appliances and other items 
even during Depression days. 

Now the $1 payment has ap- 
peared in the auto field. In 
Charleston, W. Va., Roger Dean 
Chevrolet utilized a full-page ad 
te shout: “For only one dollar 
per day, you can own a new 1958 

t six-passenger sedan.” 

The figure “one” also was used to 
good advantage by Lou Ehlers 
Buick, Milwaukee, in an entirely 
different kind of advertisement. 
Ehler’s five-column ad featured a 
huge “one” surrounded by white 
space. Copy explained that Ehlers 
is the nation’s largest Buick dealer. 

s + ” 


Bot ads were attention getters, 
and both served to attract and 
hold the reader’s interest while the 
sales message was put across. Here 
is how some other dealers are bid- 
ding for attention, traffic and 
sales: 

In Alliance, O., Sarchione & Sons, 
Inc., and Mahoning Auto Sales 
staged a “Crusade for '58” and said 
that Ray Narleski, Cleveland Indian 
pitcher, would spend two days at 
the dealerships. Both are Dodge- 
Plymouth outlets. 

A flop-eared pooch peered out 
of an ad by Walsh Ford, Inc., 
Lambertville, N. J. Billed as the 
“Sputnik dog,” he informed 
readers, “I’ve been around the 


The cowboys have taken over 
television, and many dealers are 
using these familiar specimens in 
their ads—without horses, of course. 

* > > 





, Bennie Blau- 


Inc. donned 


(Dodge-Plymouth), 








Stetson and six-guns to announce: 
“Have Dodges—Will Sell.” 

Another Western type informed 
Pittsburgh readers that “Wild Bill 
Miller’s shootin’ straight from the 
hip, and he’s talking money differ- 
ence on ’58 Chevrolets.” Wild Bill 
heads Miller Chevrolet. 

In Dallas, Boedeker-Verner 
Motors spoke of a “stock dupli- 
cate clearance” on new Dodges 
and Plymouths. “Discounts to 
$1,300” were offered on “any twin 
or triplet in our stock.” 

Turner-Harper, San Antonio, 


Scotsman Trek 
To Be Basis of 
New S-P Contest 


SOUTH BEND.—Two Studebaker | 
Scotsman caravans will cross the) 


nation during April as the basis for 
a new consumer 
contest based on 
the vehicles’ miles- 
per-gallon per- 
formance, Sydney 
A. Skillman, gen- 
eral manager, 
said last week. 

The cross-coun- 
try run will be 
called the Stude- 
baker Scotsman 
Mile-a-Thon. A 
Scotsman two- 
door sedan and a Scotsman half-ton 
pickup, the new-family will be in 
each caravan. 

These cars will travel over every 
kind of road and in all types of 
traffic conditions, including heavy 
city traffic. 

Skillman said the Mile-a-Thon is 
only one phase of Studebaker- 
Packard's spring selling campaign. 
Routes and other information re- 


S. A, Skiliman 


| B. W. Blaushild Motors, | garding the Mile-a-Thon will be| Minor convertible at Waco Interna- 


made public later this month. 


Auto Paper Down Again; 
Decline Hits $170 Million 


WASHINGTON. — Auto paper 
* outstanding at the end of January 
dropped $170 million from the De- 
cember level to $15,326 million, the 
Federal Reserve Board reported. 


It marked the third straight 
monthly decrease after nine suc- 
cessive monthly increases. The 
January dip also was four times 
greater than the December de- 
cline of $46 million. 

During January consumers cut 
their total outstanding installment 
debt .by $368 million to $33,737 

? ~ ener slash than in Jan- 

n the decline 


“illion, 
““ment-credit 
~wn in 
-wn 


.- 





$100,000 Collection— 


L. L. Colbert (left), president of Chrys- 
ler Corp., presents Mayor Lovis C. Miriani 
of Detroit with a collection of war-scene 
paintings which have hung in the corpora- 
tion's main offices. The paintings will be 
placed in the Veterans Memorial building 
in Detroit's new Civic Center. 


loans, $12 million, and service 
credit, $42 million. 


Charge accounts dropped 
million, and repair and moderniz- 
ation loans were down $21 million. 
In December charge accounts were 
up $625 million. 

Total consumer credit at the end 
of January amounted to $43,966 
million, up $2,828 million over the 
similar period in 1957 and down 
$810 million during the month. 

The FRB said that when adjust- 
ment is made for the fact that in- 
stallment credit dropped less this 
January than it usually does, the 
$368 million decrease in January 
appears as a “seasonally' adjusted” 
increase of $83 million. 


Lincoln Account 
arded to 
n-Eckhardt 


3ORN.—The selection of 
& Eckhardt, Inc, 
Lincoln’ and Continental 
ising was announced last 


by Joseph E. Bayne, Lincoln- | 


ury general sales manager. 

ae agency also handles the Mer- 
vury account and Ford Motor Co. 
institutional advertising. It was the 
nation’s 10th largest agency last 
year with gross billings of $86 
million. 

Kenyon & Eckhardt had the Lin- 
coln account from January, 1948, 
until the introduction of the 1956 
model in September, 1955, a factor 
which figured prominently in its 
selection at this time, Bayne said. 

Young & Rubicam succeeded 
K & E in 1955 and resigned the 
account last January. Gross billing 
of the Lincoln account is estimated 
at $5 million a year. 

Bayne said K & E will establish 
a separate staff and facilities to 
service Lincoln, completely apart 
from the Mercury account. 


to | 


Tex., said all Plymouths sold during 
February would be “TV-equipped.” 
A 14-inch television set was to ac- 
company every sale. 

* * + 


oti cars for the price of one 
new model was the lure at 
Duane Horst Ford Sales, Inc., Peru, 
Ind. Buyers of new Custom 300s 
could choose a free ’50 Chevrolet 
or Ford or '49 Dodge truck, and 
buyers of the two top Ford series 
could choose a ’53 Pontiac or ’49 or 
51 Buick as a gift. 

“Auto show floor samples” were 
offered for “$99 over dealer costs” 
by Ennis Motors (Chrysler 
Plymouth), Milwaukee, Ennis said 
it had purchased the Chrysler and 
Imperial display cars from Chrysler 
Corp. 

Jonnet Mercury, Monroeville, 
| Pa., appealed to persons who are 
expecting income-tax refunds. 
“Buy your car now; pay later 
when you get your check,” Jonnet 
urged. 

On the price front, Mel Parnell 
(Plymouth), New Orleans, adver- 
tised a 58 Plymouth Plaza for $1,- 
649, while Bellaire Motors (Chevro- 
let), Houston, said, “We must liqui- 
| date—these cars must go.” New 
| Chevrolets were mentioned for $1,- 
| 645. 
= = > 
| FMPORTED-CAR dealers also are 
telling the price story in their 
| advertising. Lewis Boggus, Corpus 
| Christi, Tex., listed English Fords 
at $1,645 and said: “$2.50 fills the 
gas tank; $6 buys the license.” 

It was $1,695 for an English Ford 
at Corbitt Motors, Memphis, while 
the same amount would buy a 
Renault Dauphine at Auto Imports, 
Inc., Lynchburg, Va. 

For $1,697, a buyer could choose 
|a Hillman Husky station wagon, 
| Hillman Minx sedan or Morris 





| tional:Salon, Miami, or a Simca at 
| King Motor Co., Fort Lauderdale, 
Fla. 


Money apparently was unim- 
portant at Valley Plymouth, | 
Reseda, Calif.. which calls itself 
the “world’s biggest small-town 
dealer.” 

| “We hate cash,” Valley screamed 
|in green ink. “Leave your old cash| 
| at home. It clutters up our safe and | 





$496 | confuses our new cashier. You need | car’” 


no cash at Valley. Just bring your 
good credit.” 

The dealership added: “Be a car 
dealer! If you can get a new Plym- 
| outh for less money elsewhere, buy | 


|it and sell it to us for a profit.” 
| 


| Business Barometer 


|| Automotive News Economic |! 


96.9 Percent of Last Week 
88.4 Percent of Like Week Last Year 


|| Auto Production 

Truck Production 

|] Auto Registrations— Year to date. 

Truck Registrations—yYear to date. 

Steel Production—Tons 

Lumber Production—Board Feet... 

Paperboard Production—tTons.... 

Soft Coal Output—tons 

Oil Refinery Output—Boarrels .... 

Electric Output—Kilowatt hours .. 

Barometer Freight Car Leadings 

Department Store Sales Index .. 

|| Stock Market Price index 

U.S. Government Spending 
—Fiscal year to date 

Commercial and Industrial Loans 

Savings Deposits 

Used-Car Prices—Average 

Business Failures 


$ 


March 5 Feb. 26 

8% 
Chrysler... 50% 51% 
Diam. T.... 30%. 29% 
39%, 39% 
344%, 34% 


Common 
Stocks 


‘57-'58 Range 
9%- 5% 
82%,-50 
30-18% 
595% -35% 
47 2-33 Ye 


| 





| Kansas City was the last 1957-58 | 


133,926 85.5 British occupation gove 
22,774 ee 92.0 after the war, VW has been lena 
7 107.4 61.2 controlled by Heinz Nordoff, ; 
ana : was appointed by the British 
218,666,000 96.8 93.2 handle the operation. 7 
264,351 97.0 99.3 Technically, VW is the respons 
6,795,000 85.3 69.0 bility of the Government of -" 
98.6 95.2 | Saxony, acting under instruc . 
—— : F lof the Federal Government 
11,803,000,000 95.7 100.1 Bonn. 
291,324 93.5 776 || Last May, when Chancellor Kor: 
4 82. | rad Adenauer was camp 
wane a on | for reelection, his Christian ~ 
; P . cratic Party passed a reso = 
that VW should be sold to 
$54,623,338,000 ee 107.2 | public. The proposal was root 
$30,006,000,000 100.0 100.5 | dimly by Nordhoff and denati me 
2 zation did not get beyond the 
'5,768,000,000 100.6 113.9 ing point. 
$1,006 101.3 105.6 Observers doubt that Nordbef 
331 104.4 116.5 could block such a step this 
Co if the Government decides to 
Stocks. March S Feb, 26 'S7-'S8 Range || denationalization. = 
y 1 - 
, uae Fire Hits Arb Motors 
25 32%.19%, ||. EAST LIVERPOOL, O.—A $20 
h- fire swept the interior of Arb 
3% 3 8%- 2% |\tor Sales Co. (Lincoln-Mercuf) 


* Kaiser Industries, parent firm of Willys Motors. 
(March 10, 1958) 




































































Cars Attracted Them in Spokane— 


Shown is a portion of the crowd that attended the 1958 Spokane (Wash) 


Show. Attendance for the five-day show was a record 31,454. 
= 


Crowds, Sales Are Brisk 
At Closing Auto Shows 


the show’s history, Egelhoff 
Last year’s show drew 14 

Another highlight of the o 
night stage show was the ¢ 
tion of Jeannine Hutchings, 
pendence, Mo., as queen of] 
show. She received a bouquet) 


By John E. Walsh 
Staff Writer 


ROSPERITY staged a comeback 
during the five-day Spokane 
auto show, which General Manager 
Charles Stoltz said drew a record 


31,454 visitors. hid 4 ici ; 
: orchids and a kiss from 
Everything was rosy in SORRONS | ohesteen, star of TV's 


City, too. Basing his estimate on a) F . 
turnout of 45,000 for the first two| Fargo” show. 

days, William V. Egelhoff,|, One salesman reported that i> 
secretary-manager, predicted the! ‘terest in autos i a ths 
city’s 41st annual show would have | Y°@" than in —_ . 4 e last four 
a total attendance of nearly 150,000.| Others said they had made mor 
The show closed yesterday (March | 800d —— _— — 

9.) 

Stoltz said business on the N STEUBENVILLE, 0., Robert 
floor of the Spokane show was up | _Cattrell, chairman of the com 
30 percent over last year, Ex- | mittee which cancelled a February 
hibitors reported greater interest |Show because of frigid weather 
in autos, more prospects and announced a project to be sponsored 
sales, he added. | by the Tri-County Automobile ad 


Dennis D. radio and TV sing Truck Dealers Assn. 

nnis Day, > , : 
ing star, headlined the stage re- = ee memere San ud 
view. The previous attendance | UNG@erprivileged you y purchas- 


|ing several memberships for boy 
record of 30,000 was set last year! i. the Steubenville YMCA sa¢ 


; Catholic Community Center. 
EROUS floor sales in Kansas 


: The only show scheduled to open 
City were reported by Egelhoff. | this week gets under way 


(March 13) for three days in the 
State Armory at Brockton, Mas. 


‘cal See 


auto show staged in a city of over) 
100,000 population. 

“Apparently show visitors were 
following the advice of singer 
Margaret Whiting.” he added. “In 
closing the final stage show on 
opening night, she said to the 
audience: ‘Good. night now, buy a) 


Public Ownership 
Of VW Reported 
Planned for 1958 


LONDON. — Volkswagen is & 
revert to private ownership before 
the end of this year, according © 
reports published here. (The report 
| was confirmed in Detroit last week 
| by a visiting West German neve 
man.) 

The reports credited the Wet 
German minister for federal pror 
lerty with making the announce 
|ment in Bonn. He reportedly 
|gested a capitalization of DM ue 
| million (about $95 million). 
Since resuming production afte 
'the war, VW has had no leg! 
owner. Established in the mid 
by a Nazi organization, Volkswage 
collapsed in the course of Worl 
War IL. 

Brought back to life by & 





Opening-day visitors totalled 
20,432, up 900 over the first day 
in 1957. More than 25,000 visited 
the exhibits in Municipal Audito- 
rium the following day, one of 
the largest Sunday turnouts in 














ndex — 








Percent of 
Percent of Like Week 
Last Week Last Year 


101.6 65.1 
97.7 78.6 












































here, destroying one new Car, PY 
supplies and tires. Six other = 
were damaged. Howard Arb is 
owner, 


43g 44%, 535%-34% 


















1) CRACK newspaperman, dis- 
A cussing headline writing, once 
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“Pont think of words in writing 
headline. 
‘Think of painting pictures in 


the reader’s mind.” 
for more than headline 


riting. It applies to the dealer 










in to see his used cars, or a sales- 
man talking to a customer. Don’t 
kink of the words. Think of the 
picture you are painting in the 
customer's mind. 

Herman Schaefer, veteran man- 
ager of the Auto- 
mobile Dealers 
Assn. of Indiana, 
brings up an as- 
pect of this in an 
item in his busi- 
ness management 
bulletin. 

He saysthat 
dealers and their 
personnel paint a 
picture unfavor- 
: able to themselves | 
Herman Schaefer when they use the | 
trm “wholesale” in referring to| 
the customer’s tradein. 

“No prospect,” Schaefer says, 















Okmulgee Dealers | 


Honor Retiring 


Riley Brothers | 


OKMULGEE, Okla—W. W. and 
E. B. Riley have retired, closing) 
the 40-year-old Riley Motors Co. 

The Okmulgee Automobile Deal- 
as Assn. presented plaques to the) 
others, recognizing their 40 years | 
‘of ethical business practices,” at 
the group’s annual banquet. 

W. W. Riley opened the dealer- 
thip in the spring of 1918 in part- 
nership with Clay Smith. E. B. Riley 
replaced Smith in the partnership 
in 1922. 

The dealership at first sold Hud- 
son and Essex, later handling Ter- 
raplane, Wichita trucks, Oakland, 
Packard and Studebaker. 

The brothers’ link with the auto 
industry goes back to the days 
when their father handled Ford! 
and Oakland in Holt, Mo. 

E. B. Riley will continue to oper- 
ate the firm’s used-car lot while 
W. W. Riley is leaving the auto 

ness. 


Orr Again Heads 
Portland Dealers 


PORTLAND, Me.— William M.| 
Orr has been elected to a fourth 
term as president of the Portland 
Automobile Dealers Assn. Other 
Oficers for 1958 include: 

Samuel E. Pattison, vice-president; 
Harold F. Hutchinson, association 
Secretary for 18 years, and Philip 
Gemmer, treasurer. 
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Dealer Forum 


by Robert M. Finlay 


sriting an ad to attract prospects| | 






“willingly concedes to ‘wholesale’ 

for his tradein when he’s buying 

a new or better used car at 

retail ... 

“‘Cash value’ is more easily 
understood and more acceptable to 
him, and. he doesn’t resent it... 
it simply means that you ‘are speak- 
ing of the money value of a tradein 
. The term ‘cash value’ tends 
to deemphasize the doubts and 
suspicions and resentment which 
usually accompanies the unaccept- 
able ‘wholesale.’ ” 


= 
The Spoils 
NOtiuse this bit of good advice 
in the Indiana bulletin recalled 
a chat we had with Herm in Miami 
during the NADA convention. We 
were talking about the effect of 
nonfranchised sales of new cars. 
“In numbers,” he said “the por- 
tion of the market sold by the non- 
franchised dealer handling all 
makes at a discount has little con- 
sequence to the industry. 
“But the portion of the market 
that this dealer spoils for the 
franchised dealer is terrific.” 


Schaefer was referring to the 
advertised “thousand-dollar- 
discounts,” which most people know 
are nuts but the ads nonetheless 
plant a seed of doubt in the cus- 
tomer’s mind. 

“The big lie on auto row is as 
difficult to combat as it is in in- 
ternational politics,” Schaefer 
said. 

In combatting the open-lot dealer, 
some dealers give the impression 
that the service dealer throws in 


* * 


service for free—even after the 


warranty period. 
Of course, they don’t mean to 


|do this. They are simply pointing 


out that at considerable outlay of 
capital they are providing extensive 
service facilities to maintain and 
repair cars at reasonable rates. 
But here again we have that 
business of the picture painted in 


the customer’s mind. 


Service Misconceptions 


A» there is a lot of monkey 
business as well as public mis- 


|conceptions about service. Dealers 


who take an interest in service 
know that compared with other 
services they are giving the public 


|a bargain. 


By and large, they offer the car 


|}owner a shop equipped with special 


tools and trained men at a rate 
lower than that of the plumber who 


arrives with a bagful of tools (from | 


which, usually, the most important 
tools are missing). 

That's how the dealer sees it. 
But how about the customer? We 
heard one talking to a friend in the 
elevator the other day. He said: 

“And so the dealer charged me 
$5 to tell me that I would need 
$350 worth of work. But I got the 
job done at the shop down the 
street for $28.50.” 

Obviously, the customer was con- 
fusing two different costs—that of 
putting his car in top performance 
and that of fixing up the immediate 
trouble so that he could get by for 
the moment. 

In his mind, however, he tended 
to think that he got the $350 job for 


50. 

Might be a good idea for dealers 
to hold a monthly session with 
department heads on “painting 
pictures in the customer’s mind.” 

This is more important than ever 
today. With new-car sales having 
slowed up, many dealers will keep 
in the black through a good service 
and used-car operation. 


Fuller Cadillac Dealership 


Opened in Massachusetts 

BEVERLY FARMS, Mass. — 
Alvan T. Fuller jr., former Dodge- 
Plymouth and Packard distributor 
in Boston and son of a former 
governor of Massachusetts, has 
opened the North Shore’s exclusive 
Cadillac outlet, Alvan T. Fuller Jr. 
Cadillac, Inc., 715 Hale St. 
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Fire Razes Kile Motor— 


Fire gutted the building of Kile Motor Co., Inc. (Oldsmobile-Cadillac), Cleveland, 
Tenn., destroying five new Oldsmobiles, 13 used cars, the parts room, the service 
department and equipment. Damage was estimated at $175,000. 


Pickets March in Canada . 


First Strike Called 
By Toronto Salesmen 


By Frank Gawronski 
Staff Writer 
Aw salesmen were walking 
the picket line in Toronto last 
week in what is said to be Canada’s 
first such strike against an auto- 
mobile dealership. 

Members of Teamsters Local 930 
struck Regent Motor Sales (Lin- 
coln) to enforce demands for a 
guaranteed minimum wage, bigger 

commissions and a 

shorted work week. 

To back up their 

demands, they have 

thrown up picket 

lines around the 

company’s main showroom and a 

branch office. Regent Motor has 12 
fulltime salesmen. 

L J. Thompson, Teamsters 
representative, said the strike 
was called because the company, 


‘Safety, Service’ 
Theme of Contest 
In South Dakota 


PIERRE, S. D. — “Safety with 
Service” is the theme of the Safe 
Mileage and Maintenance Contest 
being conducted by the South 
Dakota Automobile Dealers Assn., 
according to H. A. Billion, presi- 
dent. 

The safety angle consists of ask- 
ing persons who have driven at 
least 2,000 accident-free miles to 
present their cars for a 30-second 
inspection and to make an affidavit 
as to how many miles they have 
driven without an accident. 

The service feature is incorpor- 
ated because the dealership service 
manager has a chance to sell lube 
jobs and minor maintenance when 
the car is presented. 

Billion said more than 5,000 per- 
sons have entered and that they 
have safe-driving records up to 
875,000 miles. “We plan to issue 
news releases pointing out that a 
tremendous number of people can 
and do drive safely,” he added. 


Indiana Dealers 


Set 5 Conferences 


INDIANAPOLIS.—Five business 
management conferences have been 
scheduled by the Automobile Deal- 
ers Assn. of Indiana. 

Principal speaker at the meetings 
will be Stanley Pressler, a Bloom- 
ington dealer who is vice-president 
of the state association. Pressler 
also is professor of accounting in 
the University of Indiana School 
of Business. His topic will be “Ex- 
pense Control and Profit Reten- 
tion.” 

Each meeting will begin with a 
luncheon at noon. The schedule is: 
March 24, Whiting; March 25, 








South Bend; March 26, Huntington; 
March 27, Indianapolis, and March 
28, Princeton. 


since last October, has refused to 
negotiate with the union. 

“We have gone through all the 
legal procedures required by law,” 
he said. “There was nothing left 
to do but strike.” 

The striking salesmen want a $75 
weekly salary guarantee against 
commissions, an eight-hour day, six- 
day work week and a larger share 
of commissions. At present, sales- 
men work up to 14 hours a day. 

Oscar L. Joseph, owner of Regent 
Motor, said sales personnel cur- 
rently get a 20 percent commission 
plus bonuses based on the number 
of cars they sell. They also are 
placed on informally arranged 
drawing accounts. 

* > > 


Four Dealers Sign Pact 


HOMPSON said the local was 

certified by the Ontario Labor 
Relations Board last October. He 
said the Teamsters union had 
negotiated contracts with four 
Toronto dealers and is awaiting an 
OLRB decision on three other ap- 


plications. 

Joseph accused the union of 
using strongarm tactics toward 
his employes and threatened to 
beat up salesmen who refused to 
join. 

Toronto is the only Canadian 
city where auto salesmen are or- 
ganized. 

Thompson said the picket line at 
the dalership may be reinforced 
by member-salesmen other than 
the employes who walked off the 
job. 

He said the strike could even- 
tually involve 100 union personnel. 
He did not say where they would 
be recruited from or what propor- 
tion would be salesmen. 

In Kitchener, Ont., a contract 
between Teamsters Local 879 and 
Wendell Motors, Ltd., has brought 

* (Continued on Page 61, Col, 1) 





Bell Sees Need 
For Hard Selling 


‘Inter-Boom’ Years 
At Hand, He Says 


PHILADELPHIA.—The nation is 
not confronted by a recessionary 
period which will deepend into a 
depression, but as far as the auto 
industry is concerned “demand and 
a will to buy on the part of the 
consumer must be stimulated and 
encouraged by hard-sell efforts on 
the part of dealers,” Frederick Bell, 
executive vice-president of NADA, 
said here. 


Speaking before the local chap- 
ter of the American Marketing 
Assn., Bell said “we have begun 
an era which may be termed the 
‘inter-boom’ years, years of 
somewhat slower growth and 
higher levels of unemployment.” 

In 1958, assuming no strike takes 
place in the industry, auto sales 
should be about 5.6 million units, 
he said. In 1959, the automobile 
market “will again absorb 6.0 mil- 
lion new cars, and a 7.0 million unit 
plateau will be initiated by 1965.” 

Problems confronting the in- 
dustry are: Reasonable margins 
which will permit dealers to survive 
during this “inter-boom” period; 
elimination of union monopoly 
powers, and the immediate elimi- 
nation of the 10 percent manufac- 
turers excise tax on automobiles, 
trucks and parts. 

Bell outlined the NADA pro- 
gram, which was established at 
the recent convention in Miami 
Beach, and also told of the results 
of a survey conducted among 
members of the General Federa- 
tion of Women’s Clubs and the 
National Student Assn., on auto- 
mobile construction, sales, service, 
advertising and cost. 

A large percentage of the 
answers to questions on automobile 
advertising by both factory and 
dealer indicates that “in spite of 
the hundreds of millions of dollars 
that manufacturers and dealers 
spend every year on advertising 
their products and services . 
both Detroit and dealer have a 
great deal of room for improve- 
ment in communicating to their 
customers.” 


Francis Heads 
St. Louis Dealers 


ST. LOUIS. — Lester Francis, 
Francis Chevrolet Co., was elected 
president of the Greater St. Louis 
Automotive Assn. at a meeting 
marking the golden anniversary of 
the group. 

Other new officers are Ben Lin- 
denbusch, Ben Lindenbusch Stude- 
baker, vice-president; C. A. Gilbert, 
Gilbert Buick, Inc., treasurer; Fay 
Hahn, secretary, and the following 
directors, Lawrence Goldbeck, 
Goldbeck Motors, Inc.; Earl C. 
Lindburg, Lindburg Cadillac Co.; 
Ray E. Nolting, Ray E. Nolting 
Oldsmobile Co.; Francis and Lin- 
denbusch. Ed Hayward is associa- 
tion manager. 


Mace Motors Burns 
CANTON, N. Y.—A $100,000 fire 
destroyed the garage, office and 
showroom of Mace Motors (Olds- 
mobile). Also lost in the blaze were 
10 cars, including three 1958 models. 


On the House. . . 


association notes 
dealers who are | 


selling cars will 
ful for clarification of the dealer license law 
which was intended to prohibit firms from operat- 





Wemhoft ing in the auto 


Milwaukee reports that, with the exception of 
two makes, all dealers are now eliminating price 
packs in line with a nationwide trend to end de- 
moralizing car price schedules. . 


. North Dakota 
that, among some of the state’s 
easing cars, the individual leasing 


business “is no good” with customers going bad 
credit-wise and the dealer taking the losses. 


First Los Angeles case against a discount house 


be heard March 31; dealers hope- 


business without a license... J. 


Cavendish Darrell, manager of Maryland dealer association, plans 


to file for reelection as Baltimore county councilman . 


. . John 


Gregg succeeds Wally Flint as South Dakota association director; 
Flint recently sold his business .. . 


Utah association will stage a mid-year business management session 


May 12 in Salt Lake City...Ac 


ustomer does us a favor when he 


calls; we are not doing him a favor by serving him. 





—Pertre Wemuorr, Editor, 
Automotive News 
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Cash Deals Also Up... 


Medium Makes Grab 
Larger Market Slice 


(Continued from Page 1) 


Chevrolet, Ford, Plymouth, Ram-| gossip floods the economic grape- 
bler and Studebaker is 59.5 percent. | vine. 

A year ago, it was 60.63 percent. In the high-priced field, Cadil- 

* * «*# lac, Imperial and Lincoln have a 

is a decline of 1.86 percent.| combined domestic-car penetra- 

While this is not a large set- = of 4.19 percent, eyo 

back in itself, analysts say the This reps 4 a> an i year 

significance lies in the fact that it a: an tes an ~ ay sd 

is a reduction in demand for low-| °, 475 percent in penetration for 


this price class. 
price units at a time when recession Lumping all other makes in a 


medium-price field shows 1958 de- 
mand running at 36.31 percent, 
Tucker Sues Four compared with 35.37 percent a year 









March 5 
Prices very firm for second week 
in a row, Sold 63 percent of 278 cars 
entered. 

BUICK—’57 Special Hardtop, $1,940* 
(ps), $1,885* (ps). °56 Special Hard- 
top, $1,565*, $1,225* (ps); club coupe, 
$1,190*; sedan, $1,115*. °55 Special 
sedan, $860*, $835*. '54 Super 2-dr., 
$775*; Century sedan, $640*; Special 
2-dr., $505°. 

CADILLAC—’' 56 coupe de Ville, $2,660* 
(ps); (62) sedan, $1,775* (ps). °55 
(62) Hardtop, $1,800* (ps). °54 se- 
dan, $1,375* (ps). 

CHEVROLET—’57 Bel Air (8) Hard- 
top, $1,795*, $1,705*; sport coupe, 
$1,450*; Two-ten station wagon, $1,- 
605, $1,560; sedan, $1,390, $1,355*. 
’56 station .wagon, $1,205; Bel Air j 

sedan, $1,100*%; Two-ten 2-dr., $1,- 

| 
| 
| 
| 






















ago. This represents a gain of 2.66 070*, $825; One-fifty 2-dr., $675. '55 
For Balance of percent in the market share held ae wee, Se a Ee 
by medium-priced makes. $725. '54 Two-ten Delray, $480, '53 


Bel Air Hardtop, $385*; 2-dr., $300; 


* 
Franchise Fees Foreign cars, of course, show the 
sharpest gain. With 3.72 percent of 
CHICAGO. — Four businessmen | totaj sales thus far in 1958 and 1.30 
who signed notes for Tucker dealer-| percent for the year-earlier period, 
ships are being sued by-the bank-| ,onetration of imports has soared 
rupt firm for the balance of unpaid upward 186.15 percent 
franchise fees. o> =. 


Two-ten 2-dr., $360°*. 
CHRYSLER — '56 NY conv., $1,780* 
(ps). "51 club coupe, $200*. 
DODGE—’57 Coronet 2-dr., $1,600*. °55 
Royal Lancer club coupe, $840. ‘54 
sedan, $450. '53 sedan, $100. 
FORD—'58 Fairlane (8) 500 Hardtop, 
$2,400*. °57 Fairlane (8) sedan, $1,- 


Nathan Yorke, who filed the suits RE it not for the stellar ¥18*, aS ia ee’ ian 
in Circuit Court here as trustee in showing of Chevrolet in the ’58|| Custom 300 sedan. $1,640. $1,400: 


bankruptcy for the firm, said hun-/ sales race, the share of the market 
dreds of others face similar suits. | claimed by low-priced cars would| 
He said businessmen who sought! be even smaller. 
dealerships paid a portion of the Chevrolet is ahead of its year- 
fee in cash and signed promissory; ago mark in unit sales, while 
notes for the balance. When the| Ford is off nearly one-third. 
cars were not delivered, they did| Rambler also is up over last 
not continue their payments. | year’s level, but its volume is 
Attorney Norman H. Nachman,| 20t great enough to match the 
representing Yorke, said the fran-| impact on the market achieved 
chise agreements did not obligate| by Chevrolet. 
Tucker to produce the cars. “A| No other make has managed to) D 9 Ri h 
study of the agreements shows the| top year-earlier sales figures. Gains | © oto a7 ig t 
purchasers paid merely for the|in penetration in the high-priced | 
privilege of selling the cars, if and| field have been achieved because | 


Ranch Wagon, $1,485; Custom (6) 
sedan, $1,125. '56 station wagon, $1,- 
360° (ps); Fairlane Victoria, $1,240*, 
$1,210* (ps); sedan, $1,235, $1,055°*; 
Custom sedan, $1,180*. ‘55 station 
wagon, $1,150*, $1,120*; Fairlane (8) 
Victoria, $990*, $980°; 2-dr.. $1,055*; 
Custom sedan, $970*, $750°, $680. "54 | 


*Indicates automatic transmission or 





Used-Car Bulletin from Detroit .. . 





Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


Aptco Auto Auction. Sale every Wednesday and Friday. 


Other Auctions Are on Pages 48, 50, 51, 52, 56 









Crest Hardtop, $590*; Custom 2-dr., 
$460; Main sedan, $250*. °53 Main 
2-dr., $275. ’52 Custom sedan, $225; 
Main sedan, $250*. 

LINCOLN — ’57 Capri conv., $2,800* 
(ps). °56 Premiere club coupe, $1,- 
650° (ps). 

MERCURY — ’57 Montclair Hardtop, 
$1,800*; Monterey Hardtop, $1,750*. 










‘56 Monterey station wagon, $1,520; 
club coupe, $1,280*, $1,270; Mont- 
clair conv., $1,300*. ‘55 Montclair 
club coupe, $825*; Monterey sedan, 
$690; Custom sedan, $775*, $640. '54 
Montclair club coupe, $505*, °50 club 
coupe, $115. 

NASH—’52 Ambassador 2-dr., $270*. 

OLDSMOBILE—’57 (98) Hardtop, $2,- 
300° (ps); (88) club coupe, $1,780*. 
"56 (98) Hardtop, $1,775* (ps), $1,- 
700°, $1,450°; (88) sedan, $1,500*. 
(ps), $1,370*. '55 (88) 2-dr., $1,210*, 
$1,150*; (98) Hardtop, $1,200*, $1,- 
200* (ps), $1,175*. ‘54 (88) Super 
club coupe, $960*; 2-dr., $770*, $760*. 
"53 (88) sedan, $265*. ‘52 sedan, 


























$225. 

PACKARD — ’55 Clipper club coupe, 
$900. "52 2-dr., $100. 

PLYMOUTH —- ‘57 Belvedere sport 


coupe, $1,775*; conv., $1,770*; Sa- 
voy Hardtop, $1,350*. ‘56 Savoy se- 
dan, $825, $710; Plaza sedan, $645", 
$575. "55 Belvedere sedan, $900*. ‘54 
sedan, $340, ‘53 sedan, $190*. 

PONTIAC — ’'56 Star Chief Hardtop. 
$1,140*; Chieftain Hardtop, $870. °'55 
Chieftain Catalina, $865*; sedan, 
$680*, $625°. ‘54 Star Chief club 
coupe, $635*. °53 club coupe, $250*; 
sedan, $140. 

RAMBLER—’56 2-dr., $805. °55 sta- 
tion wagon, $840°*. 

MISCELLANEOUS '55 Ford F-100, 
$515; Express, $590. 


overdrive and (ps), power steering. 


on Hand 


when they were manufactured,” he| all of the high-priced cars have To W elcome Hernando 


said. held very near year-ago levels 


He said the trustee is seeking the while the overall market has de- By John K. Teahen Jr. 
money to pay creditors and U. §.| “lined sharply. ™ Staff Writer 


Gov s t lq| _ Dealers reporting an increase in| 
saad hase malian | map ee cou’\ the number of cash deals suggest} BRADENTON, Fla. — DeSoto 
: : that they are not all really for| hooked up with DeSoto last week 


The four defendants are Alexan-| : 

: |eash. More buyers, they say, are| in a successful promotion that was 

jc ee ona oo doing their own financing, particu-|@ natufal for the auto company. 
: r, Yorkville, sh ario * | larly through credit unions. The occasion was the 12th an- 
a ae — =" and| ‘Credit unions’ traditionally under-| nual DeSoto Celebration, which 
P, ae Se standing policy on delinquencies| commemorates the landing of 
Ss |has a growing appeal for many —_— oan a a 

. ° | buyers concerned about their! * on No American soil in 

Auto Lubrication (prs sense about, thelr! ‘isa. He later pushed on into the 
° year hence. interior and discovered the Mis- 

To Be Discussed 


> “6 2 sissippi River in 1541. 
N THE used-car field, the demand A group of factory officials jour- 
CHICAGO.—The Chicago sections continues for more moderately| neyed from Detroit to this Tampa 
of the Society of Automotive Engi-| priced units. In fact, high-ticket| Bay community to pay their re- 
neers and the American Society of! jate models are suffering, and some | spects to the memory of the auto 
Lubrication Engineers will sponsor) auction operators report that cur-| firm's famed “patron.” Heading the 
an automotive lubrication sympo-| -on¢ models are bringing far less| contingent were J. B. Wagstaff, | 
sium tomorrow (March 11) at the! than dealer invoice. vice-president, and J. L. Wichert, 
Knickerbocker Hotel here. There was enough action in | advertising and sales promotion 
Symposium chairman will be Dr.| older units last week, however, to | chief. 
Austin B. Wilder, E. I. du Pont de! pull up the overall average whole- They were received warmly by) 
Nemours & Co. Robert M. Lade-| sale price to $1,006, according to | the Bradentonians, and the spirit 
vich, Standard Oil Co, (Indiana),| Automotive News’ index. This | 0f welcome was perhaps best typi-| 
will head the morning session, and| was the biggest weekly gain in | fied by William B. Davidson, gen-| 
Dr. W. C. Witham, Armour Re-| six weeks’ time. ‘oe cena mecemeeaneeeme mans 
search Institute, will direct the! The price of 58s was reduced $24 | o 
afternoon session. to $2,804, while ’57s fell $18 to Hearing Slated 
Dr. Daniel P. Barnard will ad-, $1,673. 
dress the symposium dinner. Bar-| All other models showed in- On State-Level 
nard is research coordinator for) creases: ‘56s were up $34 to $1,205; | C 
Standard Oil of Indiana and for-/|'55s were up $31 to $922; '54s were 
merly was deputy assistant secre-| up $10 to $600; 53s, up $27 to $384; Safety ompacts 
tary of defense for research and|’52s, $30 to $260, and ‘Sls, $6 to WASHINGTON.—A public hear-| 
development. $197. ing on a resolution empowering the 
r a states to negotiate and enter into 
: , compacts relating to highway 
safety has been scheduled for today 
(March 10) by the special House 
subcommittee on traffic safety. 


Such safety promotion compacts 
would include the enactment of 
uniform traffic laws, driver edu- 
cation and training, coordination of 
traffic law enforcement, research 
into safe auto and road design and 
research into human factors af- 
fecting safety. 

The resolution was introduced by 
Rep. John V. Beamer, Indiana Re- 
publican and member of the safety 
subcommittee. 

The subcommittee also scheduled 
a hearing March 17 on legislation 
banning the use in commerce of 
motor vehicles which discharge un- 
burned hydrocarbons in an amount 
deemed dangerous to health by the 
U. S. Public Health Service. 

Under the bill, put forward by 

r Rep. Paul F. Schenck, Ohio Re- 
A Sales Stimulato publican, the U. S. surgeon general 

An example of the efforts dealers are making to stimulate sales is this “tradein'| would conduct research and pre- 
ponts” promotion staged by Paulin Motor Co. (Oldsmobile-Cadillac), Tucson, Ariz.| scribe standards as to the amount 
The entire sales staff was dressed in Levis for the occasion. Pants were lettered with| of unburned hydrocarbons which 
“tradin’ pants’ and-the backs of the jackets bore the source—Paulin Motor. Attention-| is safe. Vehicles emitting more 
getting circulation by salesmen all over the city, backed by aggressive radio and | couldn't be operated in commerce. 























newspaper advertising, generated extensive trading activity and brought the firm a| Schenck is also a member of the 
noticeable amount of word-of-mouth publicity. | safety subcommittee. 


val. 

Wishing to show off Florida’s 
fabled greenery—which has been) 
dulled by unusually severe winter—| 
Davidson had the lawn and! 
grounds of his home sprayed with 
a green vegetable dye prior to a 
party honoring the Detroiters. ] 

Highlight of the week-long ob- 
servance was a pageant reenact- 
ing the landing of the Spanish 
grandee. 

DeSoto, portrayed by E. S. Rea- 
soner, a local businessman, waded 
ashore surrounded by his scarlet- 
and-gold-attired conquistadores to 
claim the land “in the name of God 
and Charles V.” 


He was met by a band of amazed 
Indians and 5,000 delighted citizens 
and tourists, including Florida Gov. 
LeRoy Collins. The governor had 
proclaimed the March 2-8 period 
“Hernando DeSoto Week” for all 
of Florida. 


Earlier, at a luncheon attended 
by 200 civic leaders, Wagstaff de- 


| clared that his company was happy 


to have a hand in the celebration. 
“We're in the act already,” he| 
said, “through constant repetition | 


|of the name ‘DeSoto.’ More than 


one million of our products are on 
the road. 
“We have a great stake in this 


(Continued on Page 61, Col. 4) 
* * * 


Hernando's Helpers— 


J. B. Wagstaff, right, DeSoto vice- 
president, thanks Bradenton (Fia.) Mayor 
A. Sterling Hall, center, for a key to the 
city as J. L. Wichert, DeSoto advertising 
and sales promotion director, looks on. 
The Detroiters attended the 12th annual 
DeSoto Celebration which commemorates 
the landing of Spanish Explorer Hernando 
DeSoto in North America in 1539. 





UMS Franchises 
Richfield Stations 


2,000 to Sell Parts, 
Service in West 
(Continued from Page 1) 


profits from gasoline and oil. It now 
takes the sale of 5,000 gallons y 
gasoline to support one man jn, 
station, Richfield said. 
a * * 
peer eged announced the pn. 
gram to its dealers March 7 and 

is now in the process of equipping 
qualified stations with the mos; 
modern tuneup and brake equip. 
ment. By the first of the year Rich. 
field expects each qualified Station 
will have at least one mechanic 
trained as a tuneup expert. 

While Richfield has en 
its stations to do as much repair 
work as possible, this is the firs 
time Richfield has had the 
portunity to sell genuine factory 
parts in its promotion, 

Richfield pointed out that in th 
last 10 years, only about 700 new 
garages have been added to the 
national service picture, while the 
automotive-vehicle population has 
increased about 2% times. 


While there may be some risk in 


| featuring such highly specialized 


service as tuneup and carburetion, 
since much of this work will be 
charged on fuel customers’ credit 
ecards, Richfield believes the train. 


jing its men will get from United 
| Motors will be such that they will 


be able to turn out work compars- 
ble at least to that of the franchised 
dealers. 
= t = 
ICHFIELD will distribute Deleo- 
Remy and other GM ignition 
and brake parts through its own 


| wholesale organization of 180 bulk- 
eral chairman of this year’s festi-| plant operators. The latter will pass 


| them on to the retail outlets. 


Training facilities also are 
planned at each of these wholesale 
outlets. United Motors field men in 
the area covered by Richfield out- 
lets will aid in the program when 
requested. 

It is felt that this program will 
open up numerous additional out- 
lets for GM parts. 

It is understood that Delco-Remy 
also is planning to furnish Richfield 
and other wholesale outlets of 
United Motors with replacement 
ignition parts for Ford and Chrys- 
ler vehicles. 


Foreign-Car Bids 
Fail to Show Up 


In Erie Buying 


ERIE, Pa.—Fears that the City 
of Erie had put itself in a position 
where it would have to accept low 
bids on small foreign cars prove 
groundless when bids were openet 

Low bidder was Dailey’s Cher 
rolet in a field of seven bidders 
with not a single foreign-car among 
the offerings. Dailey’s quoted * 


| gross price of $22,171.75 on the nine 
|ears, and offered a $7,084.28 allow 


ance for tradeins, ending with a lor 


| net price of $15,089.47. 


Harris Ford, Inc., next-lowes 
bidder, quoted a net figure of 
$15,648.62. Other net bids were: 
Oatess Motors (Ford) $16,1072: 
American Motor Sales (Plymouth) 
$16,258.67; Manufacturer's Truck 
Leasing Corp. (Studebaker) $l 
516.22; Shade’s Auto Sales (Rat 
bler) $16,608, and Dahl Motor 
(Plymouth) $15,838. 

Safety Director Michael 4 
Cannavino thus carried out? 
pledge to conduct an auto pu 
without setting any specific 
as to type of car desired. 

“For the first time there were ™ 
cut outs; no one was frozen 
the safety director said. 


Connecticut Dealers 

To Meet in November 
HARTFORD, Conn.—The execu 

tive board of the Conn 

Automotive Trades Assn. has 

to hold the organization’s 1958 co 

vention Nov. 12 in the State 

Hotel here, according to Carl BR 

Lanes executive vice-president. 
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get through that 
smoke screen of objections 


Almost every car buyer has a subconscious fear of not 
being able to meet monthly car payments in case of 
emergency. Many times this real objection is hidden by 
amake-believe smoke screen of manufactured excuses for 
not buying. It’s possible that you may lose a deal and 
never know the real reason. Dig out this buried objection 
and overcome it by explaining the financial peace of mind 
that Associates’ HAL (Health, Accident and Life Insurance) 
can provide to every prospect on every deal. 


VELMA ame 


HAL protects your customer’s investment and 

makes his payments if sickness or accident occur, 

pays off the balance of the contract completely in 

il case of death. Point out to your prospect that this 

/ : ° i peace-of-mind insurance would cost much more if 

[] [7% bought separately. Get to know HAL, you'll find he 

can help you “‘get through that smoke screen of objections” 

...and close a sale you might otherwise lose. Phone the 
“man from Associates” today for full details on HAL. 


SOUTH BEND, INDIANA 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 











Chevrolet's Fleetside Pickup— 


Fifty percent more load space for bulky cargoes is said to be provided by Chevro- 
let's new Fleetside pickup trucks which have boxes more than two feet wider and 
slightly deeper than present models. Offered in 6% and 8-foot box lengths, the 
three new models feature double-wall side construction, 64)-inch slam-fit tailgate, 
integral fenders with wheelhousings that bolt to the floor, and hardwood floors with 
steel stripping. Chevrolet said that the plastic-paneled Cameo Carrier is being dis- 
continued since the Fleetsides embody the style concept formerly provided by the 
Cameo. 





In CCC Hearing... 
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Status of Auto Loans 
At Stake in Kansas 


KANSAS CITY, Kans.—Commer- 
cial Credit Corp. does not make 
loans to new-car dealers, it merely 
purchases notes from them at a 
discount, a District Court judge 
was told last week. 

This testimony was furnished 
during the cross-examination of 
T. Bailey Mourning, CCC district 
mianager, at a hearing in which 
the State of Kansas is challeng- 
ing finance practices in new-car 
sales. 


The legal distinction between 
making loans and purchasing paper 
appears to be the key issue in the 
case. Attorney General John Ander- 
son jr. contends it is part of the 
basic question which must be de-| 
cided by Judge Raymond H. Carr.| 

Anderson is seeking to place CCC 
under receivership in Kansas for | 
“making illegal loans” and to ob-| 
tain a temporary injunction against | 
“certain practices” in the state. 

It is the State’s contention that} 





CCC is a principal agent in the 
financing between purchaser and 
dealership, providing funds for the 
purchase. 


Defense attorneys argue that 
CCC only acquires the notes from 
dealers, which prevents its fall- 
ing under state consumer-credit 
statutes limiting financing costs. 


The hearing has detailed some of 
the intricate relationships between 
CCC and the 120 car dealers in 
Kansas with whom it has financial 
agreements. Mourning said that 
some agreements are written and 
some are oral. CCC currently is 
handling purchase contracts on 
4,000 to 5,000 cars, he said. 

In the course of the hearing, An- 
derson asked Mourning the total 
amount of finance reserves of CCC 
for Kansas dealers. 

Mourning replied that since in- 
formation on reserves is detailed 
by the dealers, it would take two 
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A Division of Monsanto Chemical Company 
Dept. AN-3 


El Dorado, Arkansas 


Please send me complete information about Lion Nokorode, 
and how it can increase underbody coating profits. No 
obligation, of course. 


Name 
Street. 
City. I iti 


‘ 














No 


LION OIL 


A Division of Monsanto 
Chemical Company 
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reporting they save many 
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UNDER-CAR SEALER AND SILENCER 


Undercoat each new car with Nokorode and reduce costly servicing 
of break-in period squeaks and rattles. The job costs you little, 
adds profit dollars where they count most. Undercoating, in your 
shop, builds profits both directly and indirectly. Many dealers 
“do it for free,’ 
keeping service shops relatively free of customers who tie up 
expensive personnel on non-profit body complaints. 





times their cost by 


You need undercoating profits in your shop—but make sure your 
brand is Nokorode Under-Car Sealer and Silencer. Nokorode’s 
patented process results in a coating of greater density...a 
coating uniquely tough. Heavy wet film thickness, such as is 
recommended for other nationally advertised brands, is abso- 
lutely unnecessary. Nokorode’s low-shrinkage actually gives equal 
or heavier dry-film thickness, added protection and higher 
sound-deadening efficiency with outstanding abrasive resistance. 
This gives you nine perfect jobs at the cost of six! 


MAKE MORE MONEY ON USED CARS, TOO 


Undercoating with Nokorode gives them new-car comfort and 
quiet—increases re-sale value. 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2,393,774 








COMPANY 


EL DORADO, ARKANSAS 


* TRADEMARK OF MONSANTO CHEMICAL COMPANY 





months for CCC to obtain 
information. 


With Mourning in the witp 
chair, the hearing also touched , 
the alleged variation of discoy 
rates from dealer to dealer and 4 
use of CCC rate books in estabjjs. 
ing interest rates on loans, 

Earlier in the week, as 
State completed presentation of 
its witnesses, Judge Carr Over 
ruled a defense countermo / 
that the case be dismissed, 


One of the State’s witnesses 
Russell Bradt, a professor of 
ematics at the University of Kap, 
sas, testified that interest rates on 
typical finance arrangemen 
ranged from 14 to 120 percent, 


In earlier testimony, a State wit 
ness, James R. Bates, a car des 
in Olathe, testified that each tr. 
saction handled through CCC wa 
slightly different. Bates said he haj 
an oral agreement with CCC ag}, 
handling conditional sales contrac 
and that on each transaction ) 
checked purchase arrangement; 
with CCC. 

Another witness presented by 
the State alleged insurance over. 
charges on policies placed with 
Calvert Insurance Co. a 0 
subsidiary. The witness said th 
conditional sales contract pro. 
vided $250 for insurance cover. 
age, although the insurance firm 
said later the policy cost $196, 

Other state witnesses told o 
signing blank contracts and o 
loans made for unnecessarily long 
terms. 


Prior to the start of the hearing 
Mourning, in a letter to all cr 
dealers doing business with CCC i; 
Kansas, wrote, “We are only the 
nominal party being sued. The at- 
torney general's attack ... is a 
attack on the whole system of 
motor-car financing .. .” 

Mourning told the dealers that 
if the State wins the case, “it wil 
mean the end of all time selling in 
Kansas... .” 
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U.S. Investigation 
Of Unemployment 
To Start Apr. 15 


WASHINGTON.—“Seemingly un- 
necessary” unemployment will be 
the subject of a full-scale Congres- 
sional hearing in Washington 
beginning Apr. 15, it was an- 
nounced last week by Rep. Brent 
Spence, Kentucky Democrat and 
chairman of the House Banking 
and Currency Committee. 

Spence said the committee will 
delve especially into the economic 
problems of unemployment in the 
areas which are certified as surplus 
labor areas. 

More than 40 bills dealing with 
unemployment in chronically de 
pressed areas have been referred 
to his committee, Spence said. At 
the same time, he added, other 
areas are suffering from mounting 
unemployment and the committee 
will look into “the overall problem 
of general cyclical unemployment 
as well as the unique unemploy- 
ment problems of the chronically 
depressed areas.” 

“A year ago,” said Spence, “there 
were 19 major labor areas certified 
as labor surplus areas (areas will 
6 percent or more of the labor 
force unemployed). At present 
there are 45 of these hard-hit 
areas.” 


Scheduled to appear at the heat: 
ing are a number of governors 
from states with heavy unemploy- 
ment, along with top labor an 
business leaders, administration o 
ficials and other qualified w* 
nesses. 


Floyd Rice Adds 
Rambler in Detroit 


DETROIT. — Floyd Rice, high 
volume Ford and Edsel dealer 
calls himself the “world’s t? 
trader,” has added a Rambler fran- 
chise to his string. 

The Rambler deal is located # 
21730 Michigan in suburban Dear 
born, which is the home of Rice’ 
Edsel dealership. The two lines 
be handled from the same loca 

The Rice organization also oper 
ates three Ford dealerships in 
troit at 100 W. Vernor in the down: 
town area, 8055 E. Seven Mile on 
the East Side and 14300 Livernois 
in the Northwest section. 
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woGEST STATION WAGON None bigger at any price! 





\OWEST-PRICED HARDTOP in the low-price seg?) 


LOWEST-PRICED V-8 CONVERTIBLE on the market today! 
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7 for 1958 it’s Plymouth ... with 











| THE BIG 3 IN THE LOW-PRICE “3” 


of 
wit- 

In addition to ‘The Big 3,”’ Plymouth offers the best- 
vit built car in its field, the most competitive prices in years, 
igh- styling called ‘‘unmatched’”’ by the experts and dozens 
> of mechanical features not available in the “other two.” 
. That’s why alert, aggressive Plymouth dealers are call- 
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America’s biggest automobile value... 7 7 GH0OG 


ing this year of 1958 their Year of Great Opportunity— 
opportunity to sell successfully against competition, to 
build enduring prestige in their communities, to enlarge 
their circles of prospects and, more importantly, to 
earn substantial profits! 
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Market Penetration Analyzed .. . 





How Makes Sold by States in ’57 


By Robert M. Lienert 
Associate Editor 

IG THREE domination of the 

overall U. S. new-car market 
was reduced considerably during 
1957. 

The Big Three’s percentage 
dropped to 93.58 last year, com- 
pared with 94.71 percent in 1956 
and 95.20 percent in 1955. 

By individual states, lessened 
sales pressure by the Big Three was 
even more marked. In: only three 
states last year—Kentucky, Louisi- 
ana and Mississippi— did the Big 
Three's penetration exceed 97 per- 
cent. A year earlier, nine states 
topped 97 percent for the Big Three. 

= * * 


| epee ceee mage the Big Three’s 
penetration fell below 90 per- 
cent last year in nine states. Not 
a single state saw the Big Three's 
share fall below 90 percent in the 
previous year. 

The Big Three hit bottom in 
1957 in Vermont, where its pene- 
tration was a flat 87 percent. 
Other states below 90 percent 
included California, Connecticut, 
Maine, Nevada, New Hampshire, 
Oregon, Rhode Island and Wash- 
ington. 

The foreign-car market, of course, 
is particularly strong in the states 
named above. 

These and other detailed views 
of the 1957 new-car market are 
provided by Automotive News’ 
annual statistical analysis of regis- 
trations. 

The accompanying table shows 
how each make and each corpora- 
tion fared in each state, as well as 

on the national average. 
> = > 
LTHOUGH Ford was the na- 
tional sales champion in 1957, 
the deepest market penetration in 
any state was scored by Chevrolet 
—31.10 percent in Mississippi. 

Ford’s best showing was in 
Georgia, where it accounted for 
30.24 percent of all new-car sales. 
In 1956, Chevrolet also led the 
field with 34.05 percent in Alabama. 
Ford’s best performance in 1956 
was 28.30 percent in North Carolina. 
Although it trailed Ford in the 
overall market, Chevrolet was the 
No. 1 seller in 25 states last year. 
In 1956, Chevrolet was on top in 
46 states. 

> * > 

HEVROLET’S smallest penetra- 

tion in 1957 was 20.02 percent 
in Nevada. Nevada was also Chev- 
rolet’s least popular state in 1956, 
when its penetration there was an 
even 21 percent. Penetration of 
Chevrolet fell below 21 percent last 
year in three other states, also— 
Connecticut, New York and Rhode 
Island. 

Ford’s low point in 1957 was 
20.65 percent in Pennsylvania. A 
year earlier, its smallest market 
was in the District of Columbia, 
where its share was 18.66 percent. 


Reynolds Named 
NSPA President 
At 58 Convention 


LOS ANGELES.—John Reynolds, 
vice-president of Straus-Frank Co., 
Houston, was elected president of 
National Standard Parts Assn. at 
NSPA’s convention here. 

He succeeds Edward Gammie, 
sales vice-president, Victor Mfg. & 
Gasket Co., Chicago. 

Reynolds has served the associa- 
tion previously as senior vice- 

resident in 1957, junior vice- 

resident in 1956, and a director for 
three years. 

J. A, Wheatley jr., sales manager 
of Grey-Rock division of 
Raybestos-Manhattan, Inc., Man- 
heim, Penn., was elected senior 
vice-president. Victor L. Toft, ex- 
ecutive vice-president, Sidles Co., 
Omaha, was chosen junior vice- 
president. 

Newly elected members of the 
board are: Chester Klein, Republic 
Auto Parts, Inc., New York; A. L. 
Levine, Towers Motor Parts Corp., 
Lowell, Mass.; L. T. White jr. 
Motor Bearings & Parts Co. of 
Raleigh, Inc., Raleigh, N. C. 

Roger S. Heidenheim, McQuay- 
Norris Mfg. Co., St. Louis; Wayne 
Rapp, Walker Marketing Corp., 


Racine, Wis., and E. N. Robinson, 
Stewart-Warner Corp., Chicago. 


Ford was below 21 percent in 
1957 in only one other state— 
Idaho. 


Ford’s biggest margin over 
Chevrolet last year was 6.10 per- 
centage points in Rhode Island. 
Chevrolet’s widest lead over Ford 


was 2.79 percentage points in New 
Mexico. 

In 1956, Ford’s best margin was 
2.00 points in Nevada, while Chev- 
rolet’s top advantage was 9.22 
points in Alabama. 

oa 


At™ THE corporation level, aver-| 


age market penetration last 
year was 44.86 percent for General 
Motors, 30.39 percent for Ford 
Motor Co.; 18.33 percent for Chrys- 
ler Corp., 1.96 percent for American 
Motors, 1.13 percent for Studebaker- 
Packard and 3.34 percent for 
miscellaneous. 
This compares with 1956 figures 
of 50.78 percent for GM, 28.45 
percent for Ford Motor, 15.48 
percent for Chrysler Corp., 1.93 
percent for American Motors, 1.76 





Ruling on Stickers 
Clarified in New York 


BUFFALO.—Dealers no longer 
will get into trouble with State 
Police by transporting cars with 
dealer plates, four years old or 
less, which lack inspection 
stickers. The cars may have been 
taken in trade from customers 


or the dealer may be transport- | 


ing them back from an auction. 

A ruling by State Commissioner 
of Motor Vehicles Kelly has 
clarified this regulation and 
makes it legal for dealers to 
operate these cars on dealer 
plates without the inspection 
sticker. The inspection must be 
made and the sticker affixed, 
however, prior to sale of these 
cars for use on the highways. All 


cars more than four years old | 


should bear stickers. 








| year earlier, its span had been 0.48 
|to 5.13 percent. S-P penetration 
| started from a low of 0.64 percent 








for S-P and 1.60 for miscellaneous, 

GM’s best showing in 1957 was 
51.55 percent in Mississippi. Ken- 
tucky was the only other state to 
show more than 50 percent for GM. 
GM’s slimmest sales last year came 
in Rhode Island, where it claimed 
39.40 percent. A year earlier, GM’s 
penetration among the states 
ranged from 46.73 to 56.36. 

cd * + 


| pene MOTOR did best last year 
with 35.37 percent in Arkansas, 
while it fell to 26.12 in Pennsyl- 
vania. Its 1956 range was 23.06 
percent to 33.13 percent. 

Chrysler’s deepest penetration 
was 24.60 percent in New Jersey; 
its shallowest, 12.63 percent in | 
Mississippi. In 1956, Chrysler 
ranged from 10.55 to 21.74 percent. 

Chrysler exceeded its avowed 
market goal of 20 percent of sales 
in six states last year, in addition to 
New Jersey. They were Connecti- 
cut, Maryland, New York, Ohio, 
Pennsylvania and the District of 
Columbia. 

AMC ranged from 0.54 percent in 
Mississippi to 4.70 in Wisconsin. A 


in Alabama and rose to 2.44 in 
Indiana. It had ranged from 1.08 
to 4.11 percent a year earlier. 
> * = 
ISCELLANEOUS makes, com- 
prised largely of foreign cars, | 
did best last year in California, 
where they accounted for 8.80 per- 
cent of all sales. Lowpoint was 0.74 
percent in Kentucky. 


Other states which had a high 
ratio of miscellaneous registra- 
tions, and their respective percent 
of penetration, were: Arizona, 
5.12; Connecticut, 643; Florida, 
6.13; Nevada, 7.98; New Hamp- 
shire, 6.10; Oregon, 7.50; Rhode 
Island, 5.20; Vermont, 6.75, and 
Washington, 7.02. 





(Gontinued on Page 57, Col. 1) 
* > > 
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Designed to Attract— 


A children's playground equipped with swings, slides, sand boxes and encloses 
with picket fence for safety, an outdoor patio and open air showrooms are just ¢ 
| few features of the new building constructed for Bill Garrett Chevrolet, Inc., Slides, 
| La. The building is set 40 feet back on a plot of ground with 250 feet front and 5 


feet deep. 


Edsel’s Vertical Front End 

























To Be Retained in ’59 


By John K. Teahen Jr. 
Staff Writer 


DETROIT.—The 1959 Edsel will 
have a new body, but the current 
vertical front styling and horizontal 
rear styling theme will be retained, 
James J. Nance, 
| general manager, told Midwest 
dealers and sales managers here 


last week. 


He also said the car would take 
special aim at the 
lower end of the 
medium-priced 


James J. Nance 
The retailers also heard of an 
As noted above, Chevrolet was| intensive spring advertising and 


M-E-L division 


portion of which will be tied » 
Edsel’s “Wagon Train” television 
show. 

Each dealer will offer a pony tp 
the child who picks the best nam 
for the animal. Parents must tak 
a demonstration ride—in the car 
to make their youngster eligible for 
the contest. 

The contest starts this week ani 
will continue through April. A cash 
award will be given instead of th 
pony if the winner so desires 

Nance told the group that & 


field or the upper! 1959, Edsel would emphasize 


end of the low- 
priced field next 


year. 


| “advanced engineering and & 
sign.” 
“The Edsel is our ‘idea’ car,” be 


| 


Nance’s Detroit| declared. “The basic target is to 
speech was one of; continue to give the public out- 
a series during| standing performance and operat- 
which he will|ing economy. 


address dealers in 


“The loyalty of our 1958 owners 


every section of| proves that we have provided those 
the country. 


| merchandising campaign, one 





features this year, and we will d 
even better in the future.” 
A dealer reported that there was 
‘Continued on Page 60, Col, 3) 





How Car Makers Fared on Percentage of Industry in Various States in °57 Sales 
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Pontiac 

GM TOTAL 
Packard 
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New Mexico ....../1.31] .22] .03) .11] 1.67] 1.76] .46] 1.57) 4.02] 7.66) 15.47] 24.76) .55| .04| .56) 4.49) 
New York ........| 1.61| .18| .08| .13| 2.00| 2.70| .79| 2.39| 5.46/11.10| 22.44) 21.40) .39| .06| .70) 4.51| 
North Carolina ....|1.03) .17| .04| .11| 1.35] 1.53] .32| 1.44] 3.26] 8.61| 15.16] 29.73) .36| .02| .40] 3.74! 
North Dakota ..... |2.24) .09| .08| .33] 2.74] 1.94| .40| 1.56] 4.39] 8.47| 16.76| 28.57) .55| .03) .49| 4.28] 
| era ee 1.17| .17] .08) .14] 1.56] 1.91| .54] 2.04) 5.59|10.93|) 21.01) 24.84] .52| .04| .55| 4.92 
Oklahoma ........ 1.22| .13] .06| .12! 1.53] .99| .37| 1.23) 3.16) 8.46] 14.21| 27.86] .35| .05| .36| 4.45 
 —a eee 2.54| .38| .09| .23] 3.24) 1.41| .44] 1.82] 4.08] 7.76) 15.51] 23.42) .62| .01| .62| 4.29 
Pennsylvania ..... 1.52! .14] .13] .20| 1.99] 2.40] .65| 2.48| 5.53/13.03/ 24.09| 20.65] .35| .03| .55| 4.54 
Rhode Island ..... 3.19| .28] .19] .42] 4.08] 1.98} .73] 1.85] 4.00|11.03| 19.59] 26.56] .53] .04| .64| 2.95 
South Carolina ....| .71| .20| .02) .08] 1.01| 1.22) .24| 1.29] 2.75] 9.29| 14.79] 29.44] .35] .02| .28| 3.87 
South Dakota ..... 2.36| .03) .11] .27| 2.77] 1.41] .26) 1.32] 4.02] 8.27] 15.28] 28.58! .31) ..| .41| 3.98 
Tennessee ........ 1.01| .12| .04| .12| 1.29] 1.10] .33] 1.27| 3.68| 8.61| 14.99| 28.52] .44| .02| .35| 4.16 
SY ee ree .73) .13] .03} .09| .98] 1.29] .49] 1.17] 3.01] 8.89] 14.85] 27.93] .38| .03| .37| 4.18 
NN SL eas arte 1.70| .04] .12|] .17| 2.03] 1.90] .61| 2.40) 3.98] 9.40] 18.29| 24.34) .42) .03| .71| 5.53 
MOND: 6c sconces 3.45| 44] .14] .37| 4.40] 1.51] .27| .96| 3.90) 8.79] 15.43] 24.07| .21| .07| .33| 3.64/ 
SAR... wh oeues 1.26| .22| .06| .13| 1.67 on .38| 1.64] 3.64|10.33| 17.50] 25.96] .36| .03/ .42| 4.39 
Washington ...... 2.98) .54| .10] .31) 3.93] 1.44] .42| 1.48) 4.37] 8.35| 16.06] 24.97| .49| .03| .55| 3.58 
West Virginia ..... 1.13] .11| .06| .16] 1.46] 1.71] .42| 1.54] 4.97|10.09| 18.73) 25.56] .48| .02| .34| 4.81 
Wisconsin ........ 3.93] .10| .20| .47| 4.70] 1.57) .42] 1.59] 4.36] 7.58] 15.52] 25.31] .44| .03| .50| 4.27 
Wyoming ........ oe -10 a .24| 2.20] 1.45] .44| 1.72] 3.67| 7.65| 14.93] 23.49] .83| .04| .78| 5.31 
District of Columbia [1.09] .27| .10| .08| 1.54] 2.06] .71| 1.78] 5.01/11.51| 21.07] 21.89] .28] .06; .75| 4.21 











32.96) 7.29 
32.04) 5.57 
35.37| 5.91) 
31.06] 5.05 
31.02] 5.90 
27.85| 5.84 
29.73) 5.93) 
30.21| 6.36) 
34.66| 6.24 
26.95| 8.05 
29.38| 7.55) 
30.60) 8.13 
31.79) 7.11! 
31.28) 6.72! 
32.09| 7.56) 
33.83) 5.48 
29.14| 6.43 
27.84) 5.29 
28.43| 6.43 
32.57| 6.68 
31.93) 6.96] 
33.09| 6.95 
30.48) 5.97 
28.66| 6.77) 
34.72) 7.21) 
30.97 
27.47) 
27.17) 
30.40) 
27.06) 
34.25 
33.92) 
30.87 
33.07 
28.96 
26.12 
30.72 
33.96 
33.28 
33.49 
32.89 
31.03 
28.32 
31.16 
29.62 
31.21 
30.55| 8.04 
30.45| 8.32 
27.19] 5.11 














1.52 
2.57) 
1.70 
3.03 
2.07 
2.46 
2.51 
3.38 
1.84 
2.48 
2.74| 
2.12 
1.72 
1.91 
1.52) 
171 
1.79 
1.78 
2.26) 
2.82 
1.74) 
1.63 
1.96) 
2.38) 
1.84) 
3.11) 
1.76 
3.08! 
2.06 
2.85) 
1.98) 
1.34 
2.11 
2.13) 
1.80) 
2.32 
2.67 
1.84 
1.48 
1.65) 
2.11) 
2.29! 
1.70 
1.79 
1.58 
1.34 
2.07 
2.43 
3.09 





Twelve-Month Sales 


29.65| 5.67| 4.78) 48.91) 
25.68) 5.95| 5.13) 44.90 
27.89| 5.66 5.23) 46.39 
22.10) 5.35| 4.67) 40.20) 
24.80) 5.77) 5.01) 43.55) 
20.50| 5.76) 5.94) 40.50) 
25.14| 5.88) 6.87 46.33 
25.93| 5.64) 3.94 45.25 
28.18 5.73) 6.05| 48.04) . 
22.50} 6.07) 6.21 45.31! . 
25.16, 7.08 5.64) 48.17) . 
23.23) 6.89) 5.63) 46.00) . 
27.16| 6.11| 5.44) 47.54 
27.90| 6.35) 5.57) 48.45) . 
28.84) 6.72) 5.43| 50.07) . 
30.13) 6.32| 6.18) 49.82) . 
24.46, 4.76 5.86| 43.30) . 
25.85| 5.77) 5.90) 44.59) . 
21.68| 7.46] 5.35] 43.18) . 
21.99| 6.03! 5.24| 42.76] . 
24.74| 7.00) 4.98) 45.42) . 
31.10) 5.96) 5.91) 51.55) . 
28.59| 5.98| 5.41| 47.91 
24.31| 6.20] 4.56) 44.22| ‘ 
27.69| 5.63) 4.80) 47.17) . 
20.02) 6.80) 6.35| 41.75] . 
24.82| 4.97| 5.89| 42.76 
21.30} 6.22) 5.10) 41.88 
27.55| 6.05| 6.07| 47.89) . 
20.90| 6.96| 5.40| 42.78) . 
25.88} 6.21| 5.47| 46.86) . 
27.52) 6.10| 3.83) 43.99) . 
22.20| 6.36| 5.84| 43.80) . 
27.48| 6.62| 5.46] 48.20) | 
25.24| 5.23| 5.16| 43.20) . 
22.95| 5.96| | 43.86) . 
20.46) 6.42| 4.47| 39.40) . 
26.51| 5.49} 47.42| . 
27.66| 5.62 45.65| . 
27.57| 5.87 48.28) . 
28.55| 6.70! 48.93) . 
21.24| 6.84| 42.87| . 
24.70| 4.66] 43.25] . 
26.01| 5.05) 45.47| . 
24.76| 4.68] 41.39] . 
25.94| 5.10 45.05) . 
23.82| 6.96 46.14] . 
25.63| 7.16 49.24| .10; .96) 
23.09} 6.70] 6.54/ 44.53] .10| .58| 
Data Supplied by R. L. 
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AUTOMOTIVE WASHINGTON 
Politicos Argue Blame 
For 58 Recession 


By William Ullman 

Washington Correspondent 

® {RGUMENTS over who’s to blame for the nation’s most 
) A high-priced recession and what to do about it have 
ed other national news into second place as the business 
jownturn begins to shape up as a major political issue. 


Already, Democrats have begun to blame it on the Eisen- 
wer Administration; Re-@— 


blicans are charging that|them the priority over tax cuts 


femocrats are prophets of | which my colleagues do.” 
and are undermining public . & * 


confidence. Exchanges so far have C of Cs Favor Tax Cut 


relatively mild, but they will 7 

met sharper if the economy doesn’t |"J.HE Council of State Chambers 

wart to get back on its feet in a of Commerce also wants tax 

month. fon _ but it Gann ae 
tas : : __| Douglas agrees wi e rest o 

ro. tot thet the esem the council’s ideas. The group also 

in pu basically strong calls for reductions of $3.7 billion 

—— in the 1959 budget. 


i t 
diver 20 ane ae Gane The council launched a two-fisted 


to listen to the people who are 
men of little faith and of little 
girit. Now is the time when 
courage, common 
sense and sound- 
ness will prevent — 
a slackness in| ney 
employment and| 
a dip in the econ- 
omy from becom- | 
ing serious.” 

So far, however, | 
the biggest argu-| 
ment in Washing- | 
ton is not over} 
Willtam Uliman the cause of the| 
recession, but what to do about it. | 
On one side are those who favor | 
cutting taxes as a boost to spend- 
ing; the other side calls for more 
Federal spending for public works 
—and no tax reductions now. The 
two camps cut across party lines. 


Against tax cuts are most mem- 
) bers of the Congressional Joint 
Economic Committee, which rec- 
ommends the following monetary 
and “pump-priming” actions in- 
stead: 

1. The use of monetary controls 
“without hesitation and in such 
degree as the situation requires.” 
2. Acceleration of a number of 

Federal expenditure programs, in- 
cduding navigation and flood con- 
: trol, water and soil conservation, 
z and reclamation. 

The committee also called for 
expanded grants for the Federal- 
aid highway program, stepped-up 
urban renewal programs, new 




























| 








i Ss. 
) bo public and private housing pro- 
215 grams, and “a higher level of par- 
| 40 ticipation by the Federal Govern- 
| og ment in the nation’s school and 
| gi health plant.” 
| a 3. Expanded Federal public as- | 
/ 3s “Stance grants to states and| 
1 liberalized unemployment compen- 
1M sation. 

LM ; > > > 
1 Tax Cut Urged as Last Resort | 
ys T= joint committee advised 
14 Congress in its majority report 
= that tax-cutting should be tried as 
i & recession remedy only if these 
| other measures failed to spark a 
20% business upturn. 

= One committee member, however, 
ee Senator Paul Douglas, Illinois 
e Democrat, filed a vigorous minority 
ue a = doing so, he rey himself 
; ame camp on this issue as “RQ; 
| - a number of Republicans. Big hauls are our 
os “The quickest and most effec- 
ut way” to climb out of the 
+ economic dumps, Douglas in- 
“a sisted, is to reduce individual in- 
ut come taxes right now. 

2 His Proposal seemed modest 
i enough. He suggested raising the 
a penal tax exemption from $600 
can $700, or, as an alternative, reduc- 
3 be Pan Em ate on the first $1,000 

come from 

i ome. 20 percent to 15 
= Even such a small reduction 
= would pump about $3 billion into 
1 the economy over a year’s time, 
= uglas claimed. 


Douglas’ dissent said in part: 
While I am certainly not op- 





7M Posed to the expansion of needed 
Wd Public works in periods of economic 
I@ recession, I do not have the same 
20@ faith as my colleagues in the wy 





ability (of public works) to help 
matters quickly, nor would I give 







attack against plans to increase 
Federal outlays for public works. 





TRANSPORT® SUPER MILEAGE 
TRANSPORT 
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“These are pump-priming pro- 
posals offered by their proponents 
for the stated purpose of halting 
and reversing the present busi- 
ness recession,” said the council 
indignantly. “And they are being 
offered again despite their failure 
to produce the desired result in 
the seven years of experimenting 
with them from 1933 to 1940.” 

The council would throw out a 
number of Federal programs, in- 
cluding the four-year program of 
scholarships and grants to states 
for science and general education. 

It would make cuts in TVA, civil 
defense assistance to states, and 
Federal assistance to depressed 
areas. It would toss out all new 
mutual security spending, as well 
as urban renewal grants. 

. oa = 


SBA Abolition Proposed 
OT even the Small Business 
Administration escaped the 
council. It would do away with 
it, and use the money saved to give 
more tax relief to small business- 
men. 
Former President Herbert 
Hoover also favors lower taxes 
and reduced Federal spending as 


lied, the tig te SB ae 
ent Bie peste 5 heer 
nt we 


we ee 
ie pee ores 


os 


business,” says Carl T. Hess, 


President, Hess Cartage Co., Melvindale, Michigan. 
Here Hess proves it with one of the biggest loads on 
record—90,000 Ibs. and 156 ft. of steel girder for 
Detroit’s expressway system. Every day the Hess 
fleet puts more than 5,000 Firestone tires on the 
road! According to Vice President Edward H. Hess, 
—‘Firestones take more miles, more punishment, 
more recaps. Our tire records prove it!” 


Firestones stand up and wear better, because 





SUPER MILEAGE 
LUG 


SUPER ALL 
TRACTION 














“the greatest possible stimulants 
to recovery.” He also called for 
a moratorium on price and wage 
increases. 

“I may mention,” the one-time 
president said, “that once upon a 
time my political opponents hon- 
ored me as possessing the fabulous 
intellectual and economic power by 
which I created a world-wide de- 
pression all by myself, At least I 
might claim from these tributes 
that I must know something about 
depressions.” 

Finally, the Administration also 
admitted that it is thinking about 
the possibility of tax cuts, but only 
if the recession gets much worse. 

+ > * 


Cut Under ‘Constant Study’ 


ECRETARY of the Treasury 
Robert Anderson said the White 
House has a tax reduction pro- 
posal under “constant study and 
review,” adding that he would “not 
rule out the possibility of a tax 
cut” this year if conditions dictate. 
Even more explicit, Secretary 
of Labor James Mitchell said he 
expects the Administration to 
recommend a tax cut if the job 
situation doesn’t improve this 
month. 


9 


of a surprise, since the White 
House previously indicated it would 
wait for the expected upturn 
around July 1 before taking any 
drastic action. 

But Mitchell added that he didn’t 
think it would be necessary to ask 
for tax cuts, since he expects un- 
employment to decline this month. 
(Unemployment figures for March 
will not be available until mid- 
April.) 





Javits Poses a Question 


aaa. a question that a 
lot of Americans have been 
asking has been posed by Senator 
Jacob Javits, New York Republi- 
can. 


How come, he wonders, the 
country finds itself in a reces- 
sion at the same time that living 
costs are rising? 

Calling it a “strange paradox,” 
the veteran lawmaker points out 
that “normally, when there is a 
downturn in the economy, prices 
soften and people start buying 
again. We have a situation now 
where the reverse is true.” 

Javits wants a Senate probe to 
search out the answer to his 


His statement came as something | question. 





90,000-LB. GIRDER ALL IN A DAYS WORK 
FOR FIRESTONES AT HESS CARTAGE CO. 


Firestones are built better. Take Firestone S/F 
(Safety-Fortified) nylon. Firestone treats nylon for 
stamina like nobody else. Firestone tempers nylon, 
but doesn’t stop there. Firestone gum-fortifies every 
fiber for a permanent lock between rubber and cord, 
measures each ply with electronic precision. 


The result is nylon cord so rugged, resilient and 


resistant to abuse that it 


stands up under the 


heaviest weights and the longest pulls. Firestones 
with S/F nylon cord are the pride of the fleets! 


YOU CAN'T BUY A TIRE THAT costs LESS PER MILE THAN FIRESTONE 
Firestone 
BETTER RUBBER FROM START TO FINISH 


Enjoy the Voice of Firestone every Monday evening on ABC television 
Copyright 1958, The Firestone Tire & Rubber Company 









Nationally advertised prices: 
Triumph TR3 $2675* 
4-Door Sedan $1699* 
5-Door Estate Wagon $1899* 


*at U.S. Ports of Entry, 
taxes. Slightly higher Wiest Coast. 


RIUMPH SALES 


No wonder the new, British TR3% 
soared to second place in Ameria 
sports car sales... it’s the greate 
performance value in the wol 
Famous TR3 suspension, él 
brakes, power, handling qualiti 
and beauty give your custome 
more of everything for their mom 
And the new '58 Triumph Sedané 
Estate Wagon are more than 
to this value story. These beaut 
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FROM 5" 10 2” PLA 


TRIM have out-performed everything in 
their class all over the world... a 

@ unique engineering tradition since 
1903. Now this great British line 
opens an even wider volume sales 

@ Market for you, backed by national 
advertising and promotion that’s 

ong Dreaking records everywhere. f P 
a Write for full information now: Mg 
 Standard-Triumph Motor Co., Inc. 

@ 1745 Broadway, N.Y. 19, JU 2-4866 
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Auto Credit May Face 


Big Test in Summer 


By Kenneth C. Kelley Jr. 

Staff Writer 
UTOMOBILE credit has come 
through the current recession 

virtually without a scratch so far 
but there are some indications that 
the big test lies ahead. 

The annual reports of the major 
finance companies noted nothing 

alarming about de- 

News linquencies and re- 

of possessions through 

the end of 1957. A 

Pennsylvania Auto- 

motive Assn survey 

of dealers early this year found 

repossessions about even or a little 

higher than in the same period 
of 1957. 

The American Bankers Assn. 
surveys on bank loans for auto 
purchasing indicate slightly in- 
creased delinquencies. However, the 
banks’ report that delinquencies on 
auto loans still remain well below 


Finance 











Partner 









to America’s 
DOCTORS 
OF MOTORS... 


those on all other types of loans 
they make. 

Checks with individual bankers 
indicate that few have found any- 
thing to worry about yet. An ex- 
ample is Robert B. Bradley, vice- 
president of the giant Marine 
Midland Trust Co. in upstate New 
York, who said that the bank’s 
auto financing business is “in ex- 
cellent shape.” 

All this indicates that even 
those out of work or on short 
work weeks keep up their auto 
payments as long as possible. The 
auto payment apparently has 
joined the food bill and the rent 
among the necessary expenses 
which are the last to be cut. 

The annual report of General | 
Motors Acceptance Corp. hinted 
that repossessions were rising 
faster than delinquencies, particu- 





larly repossession of new cars. 
There have been some reports that! 


AUTOMOTIVE NEWS, MARCH 10, 1958 


voluntary repossessions have taken 
an upswing. 

Any important increase in re- 
possions would pose a threat to the 
market for new and late model 


used cars. 
* = = 


Main Worry Is Long Dip 


_— major question on auto fi- 
nancing is: What will happen 
if the downturn stretches on into 
summer? 


One Detroit banker observed 
that current delinquency and re- 
possession figures might not tell 
the whole story. If the downturn 
continues into the summer when 
unemployment compensation will 
be exhausted and savings of the 
unemployed and underemployed 
are reduced, there may be some 
trouble, he said. 


The Pennsylvania dealers’ group | 


put it more bluntly: 

“Many dealers expect a sharp in- 
crease in repossessions in the next 
six months. The die is cast for 
those who gambled on short down- 


| payments with too many months | 


to pay.” oe 


Comments on Saving 


._ apt comments on the saving 


spree which is tied in with the 





Automobile Dealers Assn. that » 
nation might be giving in to 
attack of economic hypochongs, 
worrying about imaginary 
nomic illness. 

A Detroit observer suggested 
the public is no longer Saving f, 
the well-known rainy day— 
are now saving for a rainy seagy, 


At any rate, the saving goes 
at a rapid pace. Savings accounts 
at Federal Reserve member 
in major cities went up by $ipy 
million in the five weeks for mid. 
January to mid-February — , 
average of about $202 million ; 
week. 


In the like period of 1957, say. 
ings in the same banks increased 
by $206 million, or an average 9 
about $41 million a week. Th 
represents just about a fivefoy 
increase in the rate of saving in 
@ year. 

While these major banks hoj 
only a part of the nation’s Savings, 
details on their transactions a, 
available quickly and are cp. 
sidered a good indicator of trend 
in most banking fields. 


Vigorous, consistent saving of 












“Business is supposed to con- 
tinue a sideways movement before 
it takes a gradual upward move- 
ment. In the meantime, I hope I 
haven’t been forced to move out- 
ward!” 








| 
|current recession have been heard 


|in recent days. this magnitude has not been om 


Walker A. Williams, vice-| of the traits of the American peo- 
chairman of the Ford Dealer Policy| pie as a group in recent decade: 


Board, suggested to the Louisiana; When this saving spree has mm 





its ‘course, the average consumer 
will have an abnormally large 
amount which will be burning 4 
hole in his bank book. 


* * + 


Business Failures Up 


ppvaiass failures in January 
amounted to 1,279, the second 
highest monthly total in the post- 
war period, according to Dun & 
Bradstreet. 

The failure total topped the 1- 
148 failures in the like month 
last year by 114 percent. 

The automotive group of retail 
trade saw 86 failures in January, 
compared to 59 a year earlier, a 
gain of 45.8 percent. 


Associates Lists 


Record Year 


Associates Investment Co., has 
announced record high earnings of 
$20,531,453 in 1957 according to 
Robert L. Oare, chairman. This 
represents a gain of $1,023,157 from 
the $19,508,296 earned in 1956. 


“The volume of finance business, 
amounting to $1,681,865,716, reached 
a new peak surpassing the previ- 
ous record of $1,560,672,229 estab 
lished in 1955. The improvement 
was possible through an expansion 
of activities into new operating 
territories and a continuing devel- 
opment of new business throughout 
the entire branch system. Retail 
automobile installment financing 
held up well in spite of a rather 
sharp drop in automobile sales in 
the last quarter of the year,” Oare 
said. 

Outstanding receivables of $%#4- 
145,001 were at a record high # 
year end. The decline in the m 
tional economy toward the end of 
1957 had the effect of slowing down 
the collection of the receivables and 
as a result, losses sustained in the 
liquidation of the accounts wef 
somewhat higher than usual, Oare 
said. 


Sales, Profits Off, 
L-O-F Reports 


Libby-Owens-Ford Glass Co. I 
ported 1957 profits dropped 4 pe 
cent from the previous year, while 
sales declined 8.5 percent. 

Net earnings of $28,005,489 were 


For many, many years, Perfect 
Circle has been a champion of the 
thousands of skilled mechanics 
who keep America on wheels. 

In promoting this public recog- 
nition of the importance of the 
skilled mechanic, Perfect Circle 
also recognizes a responsibility. 
This is the responsibility of help- 
ing mechanics keep up with the 
constant improvements being 
made in the modern automotive 
engine. To this end, Perfect Circle 
joins PC distributors in conduct- 


ing Doctor of Motors Clinics like 
the one pictured above. 


The tens of thousands of me- 
chanics who attend these sessions 
receive valuable technical infor- 
mation, and upon passing a written 
examination are awarded Certifi- 
cates attesting their qualifications 
as Doctors of Motors. Plan to at- 
tend the next Doctor of Motors 
Clinic in your area! Perfect Circle 
Corporation, Hagerstown, Indiana; 
The Perfect Circle Co., Ltd., 888 
Don Mills Road, Don Mills, Ont. 


Since 1903... partner in progress to the automotive industry 


PERFECT CIRCLE /isron nines 





reported, compared with $29,1620% 
in 1956. Sales totalled $237,199,08 
compared with  $259,146,423 the 
previous year. , 

The company reported capitd 
expenditures of $10,899,524 in 19) 
and said it plans more than &” 
percent increase during the currel 
year. 


Eaton Mfg. Reports Drops 
In Sales, Profit for Year 


Dollar sales of Eaton Mfg. Co. for 
1957 amounted to $221,844,339, the 
second highest total in the om 
pany’s history. This volume com 
pared with the record high of $221, 
196,703 for 1956. 

Net income after taxes totalles 
$11,067,720 in 1957, compared 
net income of $12,980,828 in 
preceding year. 
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Power... get action...to move 


people ...to sell goods 





THE CHICAGO DAILY NEWS 


Si ran more new car advertising in January, 
he na- . ° 

. 1958, than any other Chicago daily paper 
les ° ° . 

as ever ran in any January in Chicago 

, Oare ° 

; newspaper history * 

9 

ate *k The Daily News also carried more total national ‘sigs in January than 
‘= in any January in its history! 


USE THE POWER OF THE “NEWS” 
IN CHICAGO 
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Capsule Comments 


Exhibitors dub Pacific Automotive Show the best after- 
market exhibition since the war. 


The makings of a good year in dealer backshops. 
> > * 
Sales of imported cars have increased tenfold since 1951. 
“Won't you come with me, Lucille, in my tiny Goggo- 
mobil?” 
> * © 


Industry observers doubt that 1958 will see any relief 
from 10 percent excise tax levied on new cars. 


Government’s view: Autos are a luxury; the tax yield is 
a necessity. 


Survey shows 12 percent of farmers in eight states plan 
to buy a new car in 1958. 


.Now, for the city folks .. . 


Dealers across the country fight the sales slump with a 
variety of promotions and gimmicks. 


And spring is just around the corner. 


© 


Auto loans are still in line with income, says a major 
finance agency. 
But savings are running ahead of sales. 


Chrysler spokesman says the corporation will decide 
shortly whether to offer a small car in the world market. 


Best guess: “Yes.” 
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Coming 
Events 


Dealer Conventions 


March 13-14— Northern California Motor 
Car Dealers Assn., Fairmont Hotel, San 
Francisco. 

Apr. !0—Annual Banquet, Rhode Island 
Auto Dealers Assn., Sheraton-Biltmore 
Hotel, Providence. 

Apr. 10-Il—Illinois. Automotive Trade 
Assn., Springfield, Ill, 

Apr. 15—Annual Meeting, Brooklyn and 
Long Island Automobile Dealers Assn., 
Garden City Hotel, Garden City, Long 
Island, 

Apr. 21-22—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

April 27-29—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 
Miss. 

May 57 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 

May 89— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 

May I1!-13—Idaho Automobile Dealers 
Assn., Lewiston, Ida. 

May 11-14—3éth annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 

mr 12-13—Pennsylvania Automotive Assn., 

adden Halil Hotel, Atlantic City, N. J. 

May 17-19—South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, 
Myrtle Beach, S. C. 

May 18-20—Texas Automotive 
Assn., Galvez Hotel, Galveston. 

May 28-29—Kansas Motor Car Dealers 
Assn., Town House Hotel, Kansas City, 
Kans. 

June 6-7—New Mexico Automobile Deal- 
ers Assn., Ruidoso, N. M. 

June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 
Aug. 89—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 

Mont. 

Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 

Sept. 7-9—Wyoming Automobile Dealers 
Assn., Lander, Wyo. 


Dealers 


Automotive Cartoon 


Of the Week 










OUR PROFIT 
US 0.8 percent 


WHAT'S YOURS? 





Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 


Sept. 21-22—Kentucky Automobile Dealers 


Assn.. Inc., Sheraton-Seelbach Hotel, 
Louisville. 
Oct. 19-2i—Florida Automobile Dealers 


Assn., Eden Roc Hotel, Miami Beach. | 


Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 
> > > 


Auto Shows 


Macebucl. Parting “Loh Monroe, ts," |The Financial Jungle 

March 13-15—Brockton Auto Show, State So much is being written about 
Armory, Warren Ave., Brockton, Mass. | the present decline in sales of auto- 

March 26-30—imported Auto Show, Civic | mobiles, and conflicting predictions 


Auditorium, Seattle, 

March 26-30—West Texas National Auto 
Show, Municipal Coliseum, Lubbock. 
Apr. 5-13—International Auto Show, New 

York Coliseum, New York. . 
Nov. 5-i6—Turin Auto Show, Turin, Italy. 
Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 
e . . 


General 
March 20-23—Spring Executive Confer- 


being made as to the prospects of 
an upturn during 1958, that it 
seems rather ridiculous that very 
little thought is given to what may 
well be the key to the whole situ- 
ation. 

What about the relation of the 
automobile industry to the financ- 
ing facilities, wholesale and retail? 


‘Key to Upturn? ... . 


This is an open forum for the discussion of any subject of interest to ow 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





ence, National Truck Leasing System, 
El Mirador Hotel, Palm Springs. 

March 31-April |—N-A-P-A National Busi- 
ness Conference. Sheraton Park Hotel, 
Washington, D. C. 

March 31-Apr. 2—Canadian Automotive 
Wholesalers’ & Manufacturers’ Assn., 
Winnipeg, Man. 

Apr. 23-25—i958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
facturers Representatives, Bon Air Hotel, 
Augusta, Ga. 

May !-8—American Society of Tool En- 
oo, 26th Annual Meeting and Tool 
how, Convention Center, Philadelphia. 


Running the gamut from the 
time that an automobile leaves 
the assembly line to the final de- 
livery to a retail buyer, a network 
of money is laid by some finance 
agency to make possible payment 
to the factory and ultimately to 
the selling dealer so that the 
customer can end up making 
monthly installments on his pur- 
chase. 


Let us give a little thought to 


the major points involved: 1. The 
factory must have its payment for 
the car, either in cash or equivalent, 
and this generally comes from an 
established finance company or 


May I1-l4—Annual Convention, Automo- 
tive Engine Rebuilders Assn. Sheraton- 
Park Hotel, Washington, D. C 

May 15-18—National Truck, Trailer and 
Equipment Show, Great Western Exhibit 


Bidg., Los Angeles. 


May 26-27—N-A-P-A National Business 
Conference, Sheraton-Fontenelle Hotel, 
Omaha. 


20 Years Ago... 


bank, 2. The dealer starts paying 
interest on the amount involved as 
soon as the title or invoice is ac- 


The Big Stories 


A Washington law made it unlawful to operate any motor vehicle 
registered in the state and built after Jan. 1, 1938, unless such vehicle 
is equipped with safety glass wherever glass is used in partitions, 
doors, windows and windshields. It also was unlawful to sell such a 


vehicle without safety glass. 


Farmers’ cash income from sales of farm products in January, 
1938, totalled $603 million, according to the U. S. bureau of agricul- 
tural economics. This compared with $675 million in December and 


$43 million in January, 1937. 


One of the chief problems facing use of television in homes in 1938 
was the automobile, according to A. F. Murray, engineer in charge 
of television work for Philco. The television receiver is extremely 
Sensitive to car motor’s running, Murray said. Only solution found 
at that time was the use of a suppressor on the engine. Murray pre- 
dicted “car makers will equip cars with the device when, and if, 
television moves into the average home.” 


—From the files of Automotive News. 








9 


cepted by the payor. The title or 
chattel mortgage (or conditional 
sales) now is an item collectible 
from the dealer “on demand.” Al 
this seems fairly simple, and it is 

The dealer eventually receives the 
car and if he does not have a ready 
order for it, he must go to work 
in order to dispose of it. All well 
and good if he does, but what if 
he does not sell it in a reasonable 
time? 

Now the finance company & 
bank, so willing to pay for this car 
in the first place, may be around in 
three months for a curtailment o 
reduction, adding renewal charges, 
and pursuing the routine until the 
car is finally sold. Perhaps the 
dealer, in desperation, may take # 
real loss just to dispose of the 
vehicle. Remember, the term “car” 
is being used, whereas many cats 
may be involved. 

In the meantime, if business 
off even slightly, Mr. Dealer may 
be pressured into taking more car 
His finance connection, being com 
mitted to paying for all cars up ® 
an established credit line, go 
merrily on paying the factory . -- 
without going into great detail # 
to other reasons for doing so, Mt 
Dealer conducts a selling campaig? 
closely resembling a rummage 
Much elaboration could be made o 
this phase, but most of it is no¥ 
“old hat” and not really necessaly- 
This covers somewhat the ow 
of the wholesale financing for th 
automobile merchant. 

Retailwise, the picture has é& 
generated so badly that the Pp 
now is selling automobiles to i 
What dealer can honestly say 
when he delivers a new car he 
added a friend or future 
customer to his files? Perhaps 
somewhere in a small town # 
village this can happen, but the 
average dealer today just ¢ 
feel that it is so, Too many © 
called customers are “shopping” 
dealers out of their minds. 

It is past the point of di 
ing or overallowing on 
Salesmen’s commissions are by- 
passed, profits are shaved to * 
disappearing point. Even more 

(Continued on Page 15, Col, 1) 
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sgonizing, the reserve or as it is 
yew called, commission on the 
gle of the contract to the financ- 
is not what it used to 
So many strings are attached 
that the average dealer does not 
gant on this extra as he used to 
do. 


fa dealer is tied to his finance 
connection through wholesale floor 
plan, & capital loan or other ac- 
commodation, naturally he owes his 
giegiance as far as his retail fi- 

is concerned. And that is 
the way it should be. 

However, in the present mish- 
mash of car dealing, the customer 
sso has the upper hand as far as 
his financing arrangements are 
wncerned. He can shop around for 
nte of interest on his balance just 
he does for his automobile pur- 
chase. In many cases, the dealer 
igses complete control of his retail 


on ‘the dealer makes a con- 
cession on the interest rate, most 


regulated by state law, such as in 
New York, it is pretty difficult to 
charge the buyer the highest legal 
tate. A good credit risk will not go 
for that, In addition, the dealer 
takes a cut in reserve when the 
buyer supplies his own insurance 
coverage for collision and theft. 


The dealer’s finance company or 
bank wants compensating retail 
paper for the wholesale extended, 
and the dealer is losing control of 
this retail. A great part of the 


marginal credit risks, short equity 
buyers, and two-loan customers. 
(Small loan for the downpayment, 
installment loan for the unpaid 
balance.) Unless the dealer sells 
this type of contract with complete 
non-recourse, he is leaving himself 
wide open to the worst thing that 
can happen to him; a yard full of 
thabby repossessions. 

The writer, over a period of 
nearly 15 years, including prewar 
experience, has seen the effects of 
repossessions on dealers, witness- 


mobile dealers, are the biggest 
drawbacks to high-level, common- 
sense business relations in this 
important phase of an important 
business. 


Imagine a large commercial 
bank in a large city, conducting 
fmancial relations with a sub- 
stantial customer who borrows 


pany which handles raw materials 
cing or accounts receivable 
for a large corporation, assigning 


New Husky Series 
Offered on Coast 


LOS ANGELES.—A new Hillman 
Husky Series II, with longer, lower 
lines, lower price, higher perform- 
ance and more passenger and lug- 
gage space, has been announced by 

Henkel, western sales man- 

ager of the Rootes Group. 
and comfort are twin at- 
of the new Husky, which 
fan carry a load of 100 pounds 
a than its predecessor, Henkel 


With the rear seat folded flush 
to the floor, the car has a luggage 
area of more than 50 inches, an 
increase of 7% inches over the pre- 
Vious model. It has 41.5 cubic feet 
of cargo Space, available when no 
ee _ oe ee eset ” 

un accordin 
Henkel, Po oad, g 





(Continued from Page 14) 


this work to an embryo bookkeeper 
for handling. This would never 
happen. 

Yet, finance companies and even 
banks which should know better, 
are endeavoring to handle a multi- 
million-dollar business with poorly 
paid, immature people, allowing 
them to match wits with dealers 
and salesmen who were in the 
business before some of the finance 
men were born. Mutual respect and 
mature approach are ‘missing in 
many cases. 


Shoddy credit judgment, reliance 
on dealer repurchase to strengthen 
a particular transaction, lack of 
real collection know-how to keep 
a car sold, these things and many 
more, can put a dealer out of busi- 
ness. And they have, and will con- 
tinue to do so. On the other hand, 
how often does one hear of a fi- 
nance company going out of busi- 
ness? When do they skip a divi- 
dend on their common stock? 





likely they will squeeze them 
harder. 


What can dealers do about the 


situation? That is up to them, along 
with the realization that public 
acceptance of their finance plan is 
just as important as acceptance of 
the automobiles they sell. Dealer 


associations should review the/ACS 


situation with regard to available 
financing plans, promote discus- 
sions of all pertinent factors in 
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their areas, including laws affect-| <*"* 


ing them. 

What can finance companies 
and banks do to improve the 
situation? A great deal. Since the 
profits from installment sales 
financing are solidly 
then in turn, the need for experi- 
enced personnel should be equally 
solidly reco; 

Raising the level of importance 
of the people assigned to dealer 
accounts to the stage wherein 
dealers may rely on the advice and 
counseling given them will go a 
long way in establishing a sound 
basis for a profitable relationship. 

After over 45 years of dealer 
financing, the finance companies, 
at least, should realize that the 
automobile dealers, of the U. S. 
made their growth possible and 
even though it is a little late, much 


When times are poor, do they rush/| can 


Electronic Cashier— 


An electronic cashier which will accept 
dollar bills may bring a new look to the 
service station of tomorrow. Automatic 
vending machines can move pre-packaged 
goods quickly for hurried shoppers. The 
unit, called the Bill Changer, will accept 
paper currency and dispense 
merchandise together with 
change. The unit was invented by William 
A. Patzer, president, A. B. T. Mfg. Corp., 
Chicago, a division of the Atwood Vacuum 
Machine Co., Rockford, Ill. 


where financing is concerned. — 
ALEXANDER J. Foiey, assistant vice- 
still be done to reestablish| president, Eastern National Bank,|Glass has headquarters in Pitts- 

to help their dealers? More than! public confidence and dealer faith' Smithtown, N. Y. 
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U.S. Court Clears 


Way for Merger 


1-7 | Of 2 Glass Firms 


PITTSBURGH. — Proposed 
merger of American Window Glass 
Co. and Blue Ridge Glass Corp. was 
sanctioned in a U. S. District Court 


-|}order dismissing the firms as par- 


ties under the 1948 “flat glass” anti- 
trust consent final judgment. 

Assistant Attorney General Vic- 
tor R. Hansen, head of the antitrust 
division of the Justice Dept., said 
in a statement: 

“Based upon a thorough study of 
this particular situation, the divi- 
sion concluded that the judgment’s . 
purpose would be best fulfilled here 
by permitting the creation of a new 
company with a modern glass plant, 
which should result in an effective 
integrated competitor in this field. 

“Independent jobbers and direct 
buyers should benefit from the new 
source of supply which the pro- 
posed company can be expected to 
provide.” 

The new company would be 
known as American - Saint Gobain. 
Blue Ridge Glass, Kingsport, Tenn., 
is a subsidiary of Saint-Gobain, 
Paris, France. American Window 


burgh. 
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Will Socony Mobil do more 
than train my personnel in 
proper lubrication techniques ? 


{ 
LI 





Socony Mobil can help boost your 
service absorption in many important ways! 


How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 
over . . . increase volume. 


We’re ready to give you the benefit of years of merchandising ex- 
perience . . . suggest sales tips . . . give you vital retailing information 
that can change labor and parts sales figures from red to black. 


And, of course, there’s our lubrication training program. We'll in- 
struct your men on the most up-to-date equipment . . . show them 
proper lubrication techniques on the make of car you sell. 


Another reason you’re Miles Ahead with Mobil 


Leader in lubrication for 91 years 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


Here’s why it's good business 
to do business with Socony Mobil 
® You get America’s top sellers . . . Mobilgas, 
Mobiloil, Mobiloil Special! 


® You get the help of experienced men to 
help you boost service absorption. 


® You get expert on-the-job training for your 
personnel 


e You get the benefit of merchandising and 
lubrication knowledge unsurpassed in the 
petroleum industry. 
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MEDIA RECORDS, INC. 


ANOTHER VIEW OF THE GROWING TREND... 
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TINEW PASSENGER CAR 





AS THE CINCINNATI ENQUIRER. 


Convincing evidence, isn’t it, of the potency of 
Greater Cincinnati as an automotive market . . . and 
the vitality of its giant newspaper, the Cincinnati 
Enquirer? 


And while the Daily and Sunday Enquirers were win- 
ning this national championship with a combined total of 
1,334,000 lines (and standing tall among the nation’s 
leaders in used car classified advertising, with a 


A GIANT IS GROWING IN SOLID CINCINNATI! 


The CINCINNATI ENQUIRER 





whopping 2,388,000 lines) , the Daily Enquirer was setting 
new records, too. It was leading locally for the third 
straight year in total automotive linage . . . and increasing 
its local leadership in all categories of circulation as well! 


Is it any wonder automotive advertisers have been 
double-checking their Cincinnati schedules . . . putting 
more and more of their ads in the giant Cincinnati 
Enquirer? 


So "Bes 3 


Represented by. Moloney, Regan & Schmitt, Inc. 









News to Note... 


Auto World in Brief 





ANN ARBOR, Mich.—The Survey 
Research Center of the University 
of Michigan will conduct its 11th 
annual summer institute in survey 
research techniques this year, July 
21-Aug. 6. An introductory session 
will be held June 23-July 19. 


Chauffeur Law to Hit 60,000 

MADISON, Wis.—The Motor Ve- 
hicle Dept. estimated 60,000 Wiscon- 
sin drivers will be affected by the 
new chauffeur-license law requiring 
@ special examination when apply- 
ing for the ofiginal license. 


SAAB Sweeps 3 Events 


At Laurentian Races 


ST. AGATHE, Que.—A SAAB, 
entered in three of five events in 
the second annual Laurentian Auto 
Races here, finished first in each 


race, regardless of engine size or 
type of car. 

The car, owned and driven by 
Homer Trotter, Watertown, N. Y., 
won the formula libre race, the 
race for standard and modified 
sedans up to 2,300-c.c. displacement 
and the Laurentian Trophy race for 
winners of previous events. 

+ * * 


Finance Office Opens 
NEW YORK.—Pacific Finance 
Corp. has opened an office at 15 
Broad St. here. It is under the 
direction of R. W. Borden, vice- 
president. 


American Brakeblok Moves 


Into New Headquarters 
BIRMINGHAM, Mich.—M. B. 
Terry, president of the American 
Brakeblok division, American Brake 
Shoe Co., announced that the new 
Birmingham office building and 


TRIP FOR 2 TO 
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TRIP FOR 2 TO 


HAWAII 


TRIP FOR 2 TO 


BERMUDA 


TRIP FOR 2 TO 
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headquarters of the division, and 
sales offices for four other divisions 
will be occupied about March 15. 


The other divisions are Denison, 
Electro Alloys, Kellogg and Na- 
tional Bearings. Denison also will 
maintain a parts department and 
display room in the new building, 
Terry said. 


: * > 


Ohio’s Only Woman Dealer 
Buys Dodge Outlet in Akron 

AKRON. — Margaret Leighley, 
former treasurer and general 
manager of Spot Motor Co. 
(Dodge), has purchased the deal- 
ership from Harold C. Schott, 
Cleveland, to become Ohio’s only 
woman auto dealer. 

Mrs. Leighley, 40, joined the 
firm in 1946 as a bookkeeper. 
Several years ago she took over 
the management for Schott. Her 
husband, David, is vice-president 
of the company. 

* > 2 


Salesmen in East, Midwest 


Added by Goodall, Sanford 

NEW YORK.—The vinyl fabrics 
division of Goodall-Sanford, Inc., 
has expanded its sales representa- 
tion in Ohio, Michigan and New 
England. 


The additions to the sales force 





big SARAN seat covers 
“SALES STARS” CONTEST ===" 


NOW TO MAY 16 





Sixteen fabulous prizes—holidays for two 
in Paris... in Hawaii... in Bermuda and 
in Mexico... beautiful RCA Living Color 
TV sets .. . Voice of Music Hi-Fi Sets. . . 
and sterling silver services for six! They're 
yours to win in the big SARAN “SALES 
STARS” CONTEST from February 17 
to May 16. 

Smart, smooth seat covers of SARAN 
still hold the winning combination of 
beauty, durability and easy upkeep. Now 
you can make them win a big prize bonus 


for you in the most exciting contest to 
date. Sell the only seat covers that give 
an old car up-to-the-minute styling. Sell 
SARAN ... and you'll win satisfied cus- 
tomers plus a glamorous holiday. 


Your seat cover manufacturer has all the 
details. If you are not already enrolled, 
call ‘him today and get started on the 
SARAN “SALES STARS” CONTEST! 
THE DOW CHEMICAL COMPANY, Midland, 
Michigan, Plastics Sales Dept. 2041H. 














The Continental and Fashions— 


Robert B. Henderson jr., left, Lincoln Los Angeles district merchandising 
and Leonard Hess, general manager of the Southern California |. Magnin store, 
look over a Continental Mark Ill displayed at one of the Magnin stores. The Cons. 
nental is featured in the Vogue magazine Traina-Norell fashion event at |. Magni’; 
The car is also highlighted in the current issue of Vogue along with Traina-Norg}; 
latest fashions. 





are C. J. Arsenault, New England, 
and Larry Weisberg, Ohio and 
Michigan. Arsenault will be head- 
quartered in Wakefield, Mass.; 
Weisberg, in Cleveland. 

* + + 


2 Ford Dealers in Kansas 


Sell Seven Vehicles to City 
McPHERSON, Kans.—Pearce- 


Lobban Motors (Ford), was Ig 
bidder among four on the sale ¢ 
five pickup trucks and a two-tm 
truck to the city. 

A used Ford was sold to the city 
by Elliott & Son Motors. 


* * 


Survey Planned to Chart 


Trends in Lubrication 


KANSAS CITY.—The oil in 
should have an accurate picture of 
the trends in lubricating grease 
after mid-year, 1958, believes R 
Cubicciotti, president of the Ne 
tional Lubricating Grease Institute 

By that time data from mem. 
bers of the Institute will have been 
tabulated and results from the first 
NLGI lubricating grease produc. 
tion survey will be known. Figure 
will be taken from production of 
the year 1957 and only production 
figures will be asked of manufac. 


turing members. 
+ * = 


| American Sponge & Chamois 
Moves to Long Island City 


NEW YORK.—American Sponge 
& Chamois Co., Inc., has moved to 
Long Island City. Founded in 19%, 
| Amsco has been located in down- 
town New York more than 50 years. 
It said expansion of the company 
has made it necessary to increase 
facilities. 

With 52,000 square feet of space 
located at 47-00 Thirty-fourth St, 
Long Island City, the company will 
| be able to take care of its present 
and contemplated future expansion. 
| Parking facilities and truck load 
jing, receiving and shipping areas 
plus access to rapid transit make 
the new location a most convenient 
one, the company said. 

> . * 


|Anchor Rubber, D 


|Merged as Anchor Industries 
CLEVELAND.—Anchor Rubber 
| Products, Inc., and Doan Mig. 
| Corp. have been combined under 
| the name Anchor Industries, Inc, 
1725 London Rd., Cleveland 12, 0. 
Ben Kravitz, chairman of the 
board, and O. C. Kravitz, presi 
| dent, said Anchor Rubber Proé- 
ucts and Doan become divisions 
| of Anchor Industries. The tw 
divisions will retain their ind 
vidual identities, Kravitz said 
. * 


$500,000 Blaze Destroys 


Dealer in Chicago Suburb 

CHICAGO.—Firemen from ll 
communities fought a $500,000 blase 
which apparently started in th 
rear of Swets Edsel dealership, 
15327 Broadway, Harvey. - 

The auto firm and 15 cars, t 
Harvey Fire Department 
quarters and an auto parts cor 
pany, operated by the Edsel dealet- 
ship, were destroyed. 








To Open in N. Y. April 17 

NEW YORK.—An entire floor ¢ 
exhibit space at the New Yor! 
Trade Show Building has bee? 
leased by Gadget Enterprises, Inc. 
for its second annual Intern 
Gadget Show April 17-21, it 
announced by Hal Sommers, 
director. 

Sommers also announced form* 
tion of the Gadget Manufacturet 
Institute to serve in an 
capacity to the show management 
and to exhibitors and inventors t 
also will conduct market 
studies on consumer and tradé 
levels to ascertain the need 
mand for new products and 
he said. 


YOU CAN 
DEPEND ON 





RAMBLER AMERICAN 
Top Economy Of All American-bui 
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. = } is 
RAMBLER 6 and REBEL V-8 

Big Car Room—Small Car Economy 


ASTUTE AUTOMOBILE DEALERS 


Have Joined The Rambler Ranks 
In This Model Year Alone! 


- We Have the Product 
iC for the Expanding 
Compact Car Market... 


YOU 
Have the Opportunity! 








Director of Dealer Development 


AWerees May Bye ore oo Corporation 
Set a ete omy oy ter hey Lares gyiareni te pe aby 
Available ba) Your Area ie. aa my inquiry will be he id i “a strictest confidence. 


MAIL COUPON TODAY! 
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How Nation's Salesmen Meet . 





UYING a car has become a 
family project, and the sales- 
man who aims his sales pitch 
only at the man of the house is 
going to lose a lot of sales, ac- 
cording to Wally Asay, general 
manager of the 


Case Triumph show- 
room on Broadway 

Sales in New York City. 
Histories Here’s his story 


of how he con- 
vinced a young wife that she 
wanted a sports car just as much 
as her husband did: 

I had a 1957 TR-3 sports car, 
which I had been using as a 
demonstrator, and I wanted to 
sell it. We've been doing very 
well on these little cars this 
past year, but now we have a 
brand new facelift job in the 
showroom, and it is a little 
more difficult to sell the older 
model at the price we expect to 
get for it. 

A sports car usually appeals to 
the man in the family before 
the woman, and I knew I had 
won him over. But when they 
left the place, I knew I hadn’t 
sold her yet. 


KNEW she liked the color, and 
I knew she liked the fact that 
the car had both a hard and soft 
top. But she was not convinced 
about the convenience, agility, 





Lincoln Oil Agrees 
To Curb Ad Claim 


WASHINGTON.—The Federal 
Trade Commission has approved a 
consent order prohibiting Lincoln 
Oil ‘Co., Boston, from representing 
that the reclaimed motor oil it 
sells is new or unused. 

The order forbids the company 
to represent that its reclaimed oil 
is new or unused, or refined from 
virgin crude. In addition, the prior 
use of the product must be revealed 
on containers and in advertising. 





give your sales area 


More 


New Car 


Sell... 
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i cee 
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Night & Day Pix Courtesy o 







Install the 


new la rger 


Packer Pontiac—Detroit, Flint & Miami 


American Markee 


ease. of handling and comfort to 
be had from the car. 


A short demonstration ride 
through midtown traffic hadn’t 
sold her. 

A day or two later I called 
the husband and asked if any 
decision had been made. He ad- 
mitted that his wife wasn’t 
convinced. 

I called the wife and asked if 
I might drop out to see her for 
a few minutes with the car. She 
said she would be home until 
about 1 p. m., at which time she 
would be leaving for a church 
meeting. 

I arrived at 12:30 and told 
her about the clubs she and her 
husband might enjoy joining, for 
going on weekend rallying trips, 
combining sport and pleasure. I 
mentioned economy and ease of 
parking. Still no sale. 

* > > 

ly WAS a nice warm day, so we 

went for a ride with her at 
the wheel. She still couldn’t 
quite make the decision. “I don’t 
know what to say,” she explained. 
“I’m really afraid our friends will 
think we're trying to be just a 
little too ultra.” 


When we returned, some of 
the neighbors came over to look 
at the car, and made admiring 
remarks, while the little lady 
of the house stood by trying te 
detect any note of sarcasm. 

I suggested that she drive the 
car to church, just to get a better 
feel of its handling properties. She 
demurred slightly, but I asked it 
as a favor. 


Two days later, I saw her walk 
past the showroom, pause and 


then stand at the corner as | 


Practical Problems of Selling 





though waiting for someone. I | 
watched her a few minutes and | 


went out to say hello. 
> . > 


HE was waiting for her hus- | 
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buy the car, and they were com- 
ing in together to take it home 
with them. 

“You know,” she said, “when I 
got to church the other day, 
several of the women had seen 
us drive up. And our conversa- 
tion turned immediately to cars. 
They wondered if I had really 
enjoyed driving it, and if we 
really thought we would buy it. 

“As we got into the conversa- 
tion I realized that they all really 
wished they could have a car like 
it. And I decided we ought to take 
the opportunity for a little extra 
fun, while we had it.” 


Most Vital Service, Dealer 


Lube Called Job for Expert 


By John E. Walsh 
Staff Writer 

DETROIT.—A _ good lubrication 
job is the cheapest and most im- 
portant service a dealer can give 
his customers, according to Lee 
Conway, president of Conway Cad- 
illac Co., Cleveland. 

Conway was one of seven speak- 
ers addressing 350 oil and automo- 
tive representatives at the ninth 
annual meeting of the American 
Petroleum Institute Lubrication 
Committee. 

“In today’s fiercely competitive 
market,” said Conway, “a dealer 
will never survive in business un- 
less he first establishes a top- 
flight service department.” 
Customers are made or lost at 

the lubrication bays, he continued, 
so the competent dealer will employ 
only expert lube men. 

“My man is a first-class mechanic 
who gets $150 take-home pay on a 
flat rate,” Conway said. “He’s fast, 
careful and can spot other defects 
while he’s lubricating a car.” 

Getting motorists to change oil 


band, They had decided to | and lubricate cars more frequently 


This 23 unit installation sells for 
Van Ness Buick, Inc., Green Cove Springs, Fla. 


the lifetime Aluminum Carports... 





























Ford Poster Wins -Award— 


This Ford Motor Co. poster won the third grand award at the 26th National 
tition of Outdoor Advertising Art, sponsored by the Art Directors Club. of © ny 
J. Walter Thompson Co. is the agency, George Booth the art director, and 


Johnson, the artist. 


the new kind of FORD 


- 








Tells API Unit... 


is the job of the dealer and the oil|the car for unsafe parts 


company, he added. 

“We've got to sell people on the 
importance of these jobs,” he 
said. “We can save them money, 
give them better operating and 
safer autos and a more valuable 
tradein.” 

J. W. Lane, automotive division 
manager, Socony Mobil Oil Co., Inc., 
urged frequent.oil drains to reduce 
engine wear and improve motoring 
safety. 


ference between the 1,000-mile oil 
change and 2,000 and 3,000-mile 
drains recommended by auto mak- 
ers amounts to only about $12 to 
$16 a year. 

“Two-thirds of car trips are less 
than six miles,” Lane said. “Most 
of the time the engine doesn’t get 
a chance to warm up. 


“Even the best engine oil has | 


a real job to do under these con- 
ditions, and it can’t do that job 
unless it is changed at realistic 
frequencies.” 

He said infrequent draining 
means less opportunity to inspect 





ONE FOOT WIDER, TWO FEET LONGER 


longer cars... 
It’s the dressing that 
into “buyers” . 


AMERICAN MARKEE CORPORATION, a division of SeaView Industries, Inc. * Box 397, Miami 48, Florida 


Smart selling strategy to select American 
Markee, the carport that completely covers the new 


American Markees singly or in multiples. Each is 
shipped complete with four steel supports, 
and instructions are so simple, your own 
mechanics can install them. 
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. for night and day display. 
helps “lookers” turg 
. . fast. Use these 11x22-ft. 
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Illumination not included 





He emphasized that the cost dif-|"¢ Pointed out. Complexities 
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contribute not just to car 
statistics but to our dismal 
toll of injuries and fatalities.” 
Continued cooperation betwee, 
the petroleum industry and 
makers was urged by W. 
Worthley, Birmingham 
service-station operator. 
Replacement of spark plugs o 
one make now requires more 
an hour’s work by a skilled 


as this add to the dissatisfact 
the average motorist seeking 
service, he said. j 

Worthley also urged standanl 
size and location of oil 
and batteries. Standard parts 
tools also would make it 
and faster to service the 
makes of old and new cars, 
added. 


Gordon H. Maxwell, Hertz € 
maintenance director, said 
panies with trucks operated 
from their bases could use 
proved oil company certified 
tenance centers. 


He suggested that these ¢ 
be staffed by expert mechanics) 
that they solicit maintenance 
ness. : 


Oil companies should help 
truck and fleet mechanics ia 
use of oil and grease, ace 
to William J. Bilohm, 
president of Denver C 
Trucking Co., Chicago. 

Blohm’s paper was delive 
Charles J. Nassimbene, 
the firm’s vice-president. 


Problems and limitations 
Studebaker-Packard’s Twin 
tion differential were d - 
O. K. Butzbackh, S-P chassis de 
opment engineer, and Paul 
ski, supervisor of chemistry. 

They said field experience 
the Twin Traction unit i 
the shock loads imposed on 
motive axles are less severe 
cause wheel spinning is 
to a minimum. 

But the differential is no 
they said. 

“It is possible that a vehicle 
equipped may encounter abn 
road conditions wherein it 
come stalled in spite of the 
efforts of a skilled driver,” 
added. 

The only claim made for 
unit, they said, is that under 
driving conditions, the major 
ing force will be transmitted t 
wheel having the better tre 

The problem of selecting 
proper lubricant is complic: 
the presence; in one housing, of 
different mechanisms, they 
tinued. 

“Answers to the lubrication 
lems for this unit must be fe 
they told the oil men. 


Scheurer Reelected Head 


Of Chicago Dodge Dealen 


CHICAGO.—The Chicagolat 
Dodge Dealers Assn. has reelectl 
Herb Scheurer, president of Be 
wood Motor Co., president for 
Sam Caruso, Caruso Motor 
Hinsdale, was elected vice- 
dent, and Lee Klinger, Klinger 
tor Sales, Inc., secretary Rest Me 

easurel, 


n 


; 


John Schutte, Schutte & 
tor Sales, was elected tr 
while Henry F. Miller, : 
Motor Sales, Inc., continues a8 @ 
ecutive secretary. 






Spicer Clutches 


are used where 


Ruggedness 
cane 
Dependability 


are absolutely 


vital... 





Ask Dana Engineers to Help Solve Your Clutch Problems . . . 


Spicer clutches range in capacity from 6!5" diameter 
single-plate through 1514" two-plate types. For auto- 
mobiles or trucks, heavy-duty off-highway and indus- 
trial applications, crawler tractors or farm tractors, rail- 
roads or stationary industrial applications, there are 
Spicer clutches to meet your every application. 


DANA PRODUCTS Serve Many Fields: 


AUTOMOTIVE: Transmissions, Universal Joints, Propeller Shofts, Axles, RAILROAD: Transmissions, Universal Joints, Propeller Shafts, 
Powr-Lok Differentials, Torque Converters, Gear Boxes, Power Toke- Generator Drives, Rail Car Drives, Pressed Steel Parts, 
Offs, Power Take-Off Joints, Clutches, Frames, Forgings, Stampings. Traction Motor Drives, Forgings, Stampings. 

INDUSTRIAL VEHICLES AND EQUIPMENT: Transmissions, Universal AGRICULTURE: Universal Joints, Propelier Shofts, Axles, 
Joints, Propeller Shofts, Axles, Geor Boxes, Clutches, Forgings, Power Take-Offs, Power Take-Off Joints, Clutches, Forgings, 
Stampings. Stompings. 

AVIATION: Universal Joints, Propeller Shafts, Axles, Geors, MARINE: Universal Joints, Propeller Shofts, Gear Boxes, 
Forgings, Stampings. Forgings, Stampings. 


Many of these products manufactured in Canode by Hayes Steel Products Limited, Merritton, Ontario 


DANA CORPORATION « Toledo 1, Ohio — 














By Leo T. Parker 
Attorney at Law 


_—™ a higher court held 
that an automobile manufac- 
is not responsible on a con- 
tract made by its dealer with a 
puyer for purchase of an automo- 
bile, although the manufacturer 
to deliver the car to the 
puyer at the factory. Nor is it 
jiable for a tradein delivered to the 
seller. 

For instance, in Amarillo Auto 

y. Hutchinson, 310 Pac. (2d) 
715, the testimony before the lower 
court showed that 
one Hutchinson 
purchased from 
Amarillo Auto 
Co. an automobile 
and failed to re- 
quire the seller to 
give the statutory 
affidavit stating 
that the seller 
had title thereto. 
Later Hutchinson 
established his 
ownership 
through title papers. 

In subsequent litigation the 
higher court held that the manu- 
facturer was not in any sense 
responsible to Hutchinson for the 
value of the Oldsmobile pre- 
viously delivered to Amarillo Auto 
Co. 

Other higher courts hold that the 
buyer stands to lose a tradein 
automobile delivered to an automo- 
bile dealer who becomes insolvent. 
= * > 


Overloaded-Truck Law 


OMETIME ago, the writer at- 
tended a convention of automo- 
bile dealers. At that time it was 
suggested that I write up the law 
on damage liabilities of automobile 
dealers who permit drivers to over- 
load motor trucks with resultant 
damage to the truck or injuries to 
employes. 

Recently, J located a higher-court 
decision which clearly explains all 
phases of the law on this subject. 

For illustration, in DeMichiel v. 
General Crushed Stone Co., 218 Fed. 
(2d) 186, the testimony showed 
facts, as follows: A motor truck 
owner, named Powell, took a con- 
tract from a contractor to haul 
crushed rock to a job being done 
by the contractor. 


The latter bought the rock from 
a@ quarry. Powell was paid by the 
contractor on a payment per ton 
basis for hauling stone from the 
quarry to the road project. 

One day Powell, driving his 
own truck, delivered a load of 
stone to the road job, The truck 
was greatly overloaded. 

Later one DeMichiel was seri- 
ously injured when the truck failed 
to operate properly due to the over- 
loading. 

In subsequent litigation, the 
higher court held Powell liable in 
heavy damages to DeMichiel. 

* * > 


Dealer Must Use Care 


RECENTLY a higher court held 

that an insurance company may 
recover the value of a stolen car 
by suing a person whose duty was 
to safeguard the automobile. 

For illustration, in Wilson v. Hiet, 
274 S. W. (2d) 526, the testimony 
Showed facts, as follows: An auto- 
mobile owner delivered his insured 
car to an automobile dealer for 
repairs. The car was stolen. 

The insurance company paid to 

© Owner the amount of $1,065, the 
value of the automobile, and then 
Sued the automobile dealer to re- 
cover this amount. 

The higher court held that the 
dealer must pay $1,065 to the in- 
ee 


Dodge ‘Co-Pilot’? Warns 
Driver He’s Speeding 


DETROIT.— Dodge has come 
Up with a device to warn a 
er when he’s s) . Called 
the “Co-Pilot,” the unit is optional 
On all 1958 models. 
| The device is mounted on the 
Pedometer panel. If the dial is 
at 30 m.p.h. for example, a 
fed light will flash on when that 
Speed is exceeded. 



















L, T. Parker 
































Lawsuits Affecting Dealers. . . 
Court Decisions 


surance company, and explained 
that as the insurance company 
had paid to the owner of the 
stolen car its full value, the dealer 
was obligated to repay this 
amount to the insurance company. 

Notwithstanding this late and 
leading higher-court decision, the 
law is well established that ordin- 
arily an automobile dealer is not 
liable for theft of an automobile 
from his garage unless the testi- 
mony proves conclusively that the 
theft resulted from his negligence. 

Hence, if the testimoney shows 
that an insured automobile was 
stolen through no negligence of the 
automobile dealer, or garage opera- 
tor, the latter is not liable to either 
the owner of the automobile or to 
an insurance company which paid 


the loss to the automobile owner. 
= 7 = 


N. H. Court Upholds 


Dealer in Repo Case 


CONCORD, N. H—The New 
Hampshire Supreme Court has 
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Superior Court ruling settling a 
dispute between Roberts Motor 
Sales (Chevrolet), Lancaster, and 
the Bay State Merchants National 
Bank, Lowell, Mass., over owner- 
ship of a repossessed automobile. 
The decision was in favor of the 
dealership. 

The car had been claimed by 
both the dealership, which sold it, 
and the bank, which issued a loan 
on it, not knowing it had been 
sold on a conditional sales contract 
and was still owned by the garage 
because it had not been completely 
paid for. 

The bank contended the sales 
contract was not properly recorded 
and therefore was not valid, but 
the high court held the contract 
was proper.* 

= 7 ” 
City’s Auto-License Fee 
Ruled Invalid in Arkansas 


LITTLE ROCK, Ark. — Attorney 
General Bruce Bennett has ruled 
that a Camden (Ark.) ordinance 
fixing a $7.50 annual 


Bennett said a State law set a 
maximum of $5 for special city car 
fees and prohibited any city from 
imposing a special car charge after 
Oct. 1, 1957. 


For views on retail auto distribution, 


sustained a Rockingham County )| read the Dealer Forum column on Page 3. 


Used-Car Notes 





BINGHAMTON, N. Y.—Minimum 
dimensions have been established 
by City Council for used-car lots. 


A lot must have a 40-foot frontage | 


and a total of 2,500 square feet. 

The ordinance also bars lot own- 
ers from keeping a junked or 
wrecked car on the premises for 
longer than 30 days. 


Carl R. Gitlitz, attorney for the) 


Broome County Independent Car 
Dealers, said the ordinance speci- 


fies that only business related to! 


used cars may be conducted on a 
lot. He said he has asked the City 


to allow dealers to continue the) 


sale of Christmas trees 


holiday season. 
> > = 


Listing Service Formed 
By Portland Salesman 


PORTLAND, Ore.—A _ used-car) 


listing service has been opened 
here by Walt Sherman, a salesman 
for Windolph Pontiac Co. 

The service proposes to advise 
prospective buyers by telephone 
when a certain make and model is 
for sale and the price being asked. 

> > > 


Courtesy Motor Sales 
Is Opened by Sigrist 


SPRINGFIELD, Mass.— Paul E.| 


Sigrist has announced opening of 


a used-car dealership, Courtesy) 
Motor Sales, Inc., at 400 Memorial | 


Ave., West Springfield. 
” . > 


Trio Forms Deal 


LOCKPORT, N. Y.—Diamond 
Used Cars, Inc., has been incor- 
porated here to engage in the 
used-car business at 2604 Pine 
Ave. Principals are George T. 
Arnts, Donald A. Henderson and 
Margaret I. Doherty. 

> 7 > 


Unlabelled Ex-Rental Cars 


Charged to 2 Florida Lots 


ST. PETERSBURG, Fila. — Two 
used-car lots—Skyway Motors, Inc., 
and Central Plaza Motors, Inc.— 
have been charged with failure to 
label rental cars on their premises 
as required by State law. 

The law stipulates that used-car 
dealers must place a card on the 
windshield of such autos to identify 
them as former rental cars. Maxi- 
mum penalty is a $1,000 fine and 
six months in jail. The two lots are 
headed by Arthur A. Gelston. 
Named in warrants were Charles 
E. Droughman jr. and Harry Han- 
ilton, managers of the lots. 

- 7 ” 


Ex-Salesmen Buy U. C. Deal 


EVANSTON, Ill.—Gil Motors, 1120 
Chicago Ave., has been purchased 
from D. J. Gillaspey by Walter 
Hoffelder and W. W. Stewart, 
former auto salesmen. 

7 


* a 
3 Form Mid-Town Motors 
LOUISVILLE. — Mid-Town 


Motors, Inc., has been formed as a 
partnership at 1125 W. Broadway 


“to make) 
a little extra money” during the) 











by W. D. Wiggins, M. K. Weather- | 
ford and David Drane. 
> > 


New St. Paul Lot 


ST. PAUL, Minn. — Quality 
Motors at 1855 University Ave. here 
has opened a used-car lot, It is 
being operated by Clayton Wells, 
who formerly was associated with 
Downtown Ford. 





Crudgington Sells 

Bob Crudgington, Amarillo 
(Tex.) dealer for over 25 years, 
has announced his retirement to 
devote his time to other business 
interests. 

His Studebaker-Packard fran- 
chise has been purchased by the 
new firm of Economy Motors, 
headed by J. B. (Pat) Patterson, 
who also is presid@nt of Amarillo 
Auto Auction. Economy Motors 
also will handle Mercedes-Benz, 
Hillman and Triumph. 





Adland agog 


as contest 
rolls into 
high gear! 


automobile | 
| license charge is invalid. 





DON’T KEEP YOUR PRODUCT A 


SECRET 


Equip Your Demonstrators With 


EL SIGNS 


ee 
FORD'S THE BUY Wm THE GUY 


RUSSELL FORD. CO..Inc. 


Bumpo-Tel Signs do not mar or scar your car in any way—require no drilling. 
ON or OFF IN 5 SECONDS WITHOUT TOOLS! after original installation which 
requires about thirty minutes. 


Constructed of HIGH STRENGTH ALUMINUM TUBING with sheet steel panel 
finished in baked enamel. Sign panel 40" x 12" with TURNED EDGE for hold- 
ing additional message. SEMI-UNIVERSAL DESIGN with legs which are adjust- 
able to fit ali cars. Mounting brackets are CUSTOM DESIGNED to fit car for 
which sign is ordered. 


Only new mounting brackets will be needed to change from one car to another. 
These ore available at $3.00 per set. 


BCT RT OG ceccccssnsssssesssssessessserescnsnsnctevsseesemnesecseennasaterecuencntntnttciis <---- $20.00 

Lettered (maximum 80 letters) .....................-ccccccceeneecececcseneeeseees --- $24.00 

i : Fl 
F. O. B. Mounds, Ill. 


2% discount for check with order—or pay postman on delivery. 
Please State Make and Model of Car! 


Collect phone calls accepted for orders of 5 or more signs. 


BUMPA-TEL SIGN CO. 


BOX 216 
MOUNDS ILLINOIS 


*U. S. Patent 2816377—Can. Patent 549499 










Bulletin! Sharp skirmishes re- 
ported as Ad Influentials battle to 
win the sleek, superb Stutz shown 
at right—1st Prize in The Satur- 
day Evening Post Bonus Circula- 
tion Contest! More booty, too, for 
these ADventurers. Prizes of 50 
sporty sports coats, 560 flamboy- 
ant straw boaters. If you’re in an 
agency or the ad sales dept. of any 
national advertiser —and haven’t 
received an entry blank, write: 
Bonus Contest, Box 39-E, The 
Reuben H. Donnelley Corporation, 
Mt. Vernon 10, N. Y. 
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Eprror’s Note: This is another 
in a series of articles which 
will report factual results of road 
testing new models. The goal is 
to develop sales ideas that may 
be put to use by dealers and 
salesmen. Articles will be written 
with the idea that dealers, sales 
managers and salesmen may 
want to show them to their pros- 
pects, since the material origi- 
nates from an impartial source. 
The car below was tested for 
200 miles over seven days. 


By L. H. Houck 
Travelling Correspondent 
I WAS talking to a man the other 
day who had just been pro- 
moted to vice-president of a large 
corporation by which he had been 
employed for 25 years and he said: 


“It has always been my ambition 
to own a Buick.” 

“Why don’t you?” I asked him. 

“I think it will be my next 
car,” he 


replied. 

The point is that there are a lot 
of people who want to own Buicks 
who have never gotten around to 
making the contact and finding out 
about the prices, the distinct Buick 
quality, and the good Buick service 
from factory through the dealer to 
the customer. 

Why is it the ambition of some 
people to own a Buick when they 
evidently have no real first-hand 
knowledge of its quality and per- 
formance? 

* > > 

The History of Buick 

As FAR back as 1906, ownership 

of a Buick established the 

owner in the progressive and well- 
to-do bracket of his locality. 

Historically Buick has been an 


been made, used and then faded 
into the limbo of forgotten auto- 
mobiles. 








which takes nobody’s dust, retreats 
no whit from any progressive idea 
and one under constant improve- 
ment. 







4 Million on the Road 
oan is a Buick in the lives 

of almost every family today 
as attested by the present Buick 
population which numbers 4,311,402 
in service, with more than half a 
million Buicks running that were 
built before 1950. 

Buick has long been a fore- 
runner in important developments. 
It built its first six-cylinder in 1915 
and this engine was produced until 
1931. 



























working for the next half-century. 

This background is enhanced by 
many other notable firsts, such as 
the 1906 models which included, of 
all things, the storage battery and 












it has always been their ambition 
to own a Buick. 
* * * 
Buick’s B-12000 Engine 
Buus name for the 1958 engine 
—B-12000—rises from the fact 
that today’s fuels put a 12,000-pound 
thrust behind each piston stroke. 
The engine is a V-8, of course, 
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The Man Behind the Wheel. . . 


_ §ales Testing the New Models 





and valve cover to be placed level 
instead of at an angle. 

This makes for a drier overhead 
valve coverhead, fewer leaks, and 
permits a full supply of oil to the 
overhead rocker arms and other 
parts. 

It has massive 364-cubic-inch 


Cars. 

It develops 300 horsepower at 
4,600 r.p.m. and 400 foot pounds 
torque at 3,200 r.p.m. The Century, 
which was used as a test car, 
develops more horsepower per 
pound than any present American 


stock car. 
> * * 


Sell the Crankshaft 


A= any prospect will be 
glad to know that the Buick 
crankshaft weighs as much as 
some power lawnmowers—58 
pounds of high manganese alloy 
forged steel. This short hunk of 
high quality steel is supported by 
five equally husky main bearings. 

Why is this important to the 
buyer? Because he is continually 
confronted with high compression 
ratios and information on high-test 
fuel. 

To use these new fuels and obtain 


Car Tested: 
BUICK 


Model: Model 63 Century, four- 
door, six-passenger, Riviera, 
122-inch wheelbase, overall 


length, 211.3-inches. 

Engine: Buick Fireball OHV 
B-12000 V-8, 300 hp. four- 
barrel 


stroke 34 inches. Hydraulic 
valve lifters, oil and vacuum 


filter located at thermostat 
housing in engine compartment. 
Engine torque 400 pounds-foot 
at 3200 r.p.m., 
Transmission: New Flight 
Pitch Dynafiow, triple turbine, 
extra cost option on all series, 
except Roadmaster and Limited. 
This new transmission features 
a new aluminum housing which 
eliminates two-thirds of foriner 
seals which might be subject to 
external leaks. Transmission 
case and converter housing are 


‘Suspension: Ball-joint front 
suspension with ride stabilizer. 
Coil springs front and rear with 


Buick Test Car— 
This is the Buick driven in the Automotive News new-model 
with an overhead valve push-rod| grille and changed front lines attracted lots of attention 
arrangement that permits the head | is a Model 63 Century four-door sedan. 


the benefits of high compression, 
there must be a sturdy crankshaft | 7 


and a sturdy engine block to with- 
stand these stresses. Another divi- 
dend from this type of construction 


is an engine that runs without 


much vibration—almost none in 


fact. 
I would sell this engine—even 


They would show how this piston 
moves only the distance of the 
short stroke of a little less than 3% 
inches on the heavy crankshaft 
which is supported on main bear- 
ings with a diameter of 2% inches. 

Such easily obtained props can 
easily show the sturdy and reliable 
nature of this excellent B-12000 
engine and why the push of 12,000 
pounds on each piston can be 
easily withstood almost indefinitely. 

> > > 


A Further Demonstration 


Tr YOU like, you can go a step 
further and show how the 


throws on the old-style long stroke | 


engine had to be twice as long or 


more to accommodate the stroke.) 
This introduced a whirling mass 


a greater distance from the center 
line of the crankshaft which was 
ready-made for making an engine 
with high vibration points and an 


today’s smoothness standards. 


You can show how compression | 


ratios are accomplished by “high 
altitude” pistons with their own 
peculiar shape to create turbu- 
lence in the fuel gases, instead 
of getting the compression ratio 
by changing heads. Cylinder 
heads are machined, valves are 
vertical, as previously explained. 
Short piston travel (stroke) re- 


duces wear and produces an engine | 


that has a quick and lively response 
to the throttle. 

Users and buyers of automobiles 
must be interested in engines. They 
are certain to enjoy learning of 
some of the things that make 
today’s engine so powerful and 
responsive. 

Every car owner enjoys the 
smooth, even running even at idle 
of today’s modern engine. 

> > > 


Old Flywheel Methods | 


oo was when engines and 
engine flywheels were just put 
together. Flywheels were assumed 
to be balanced, connecting rods and 
pistons were assumed to be of the 
same weight and if the subsequent 
engine idled a little rough, it was 
of no particular consequence in the 
light of nothing better to compare 
it with. 

You can talk to almost any ex- 


talking about how much different 
is today’s engine than those 
made a few years ago. He will 


Buick’s 1958 B-12000, as well as its 
predecessors for many years, have 
. . ae 





test series. New front 
on 





anything about such ancient h 
—the retarder lives up to its ry 
. + = 


Aluminum Brake Drums 


1. Century I tried out 
equipped with the now-f 
air-cooled aluminum brake qd 
which authorities have now 
as 100 percent better than 
industry standard. 

Brakes to match the “go” 
meeded and fading brakes are 
bugaboo of many drivers, partic. 
larly hard drivers such as sale. 
men. 

The car buyer may not 
nize why there is such a hullabalig 
over aluminum brakes and wonde 
what makes them better. 


Given good cast-iron drums, 
good brake lining and good brak, 
oo a oe ae the chi 
cause of fading a buildup 
heat from the friction. - 
Under extreme cases of brak 
applications, such as panic stops, 

such heat causes fading which 5 
equivalent to cancelling out the 
retarding effect of the brakes, Such 
fading has, of course, been th 
underlying cause of accidents. 

> . > 


“ 


Colorful Cockpift— 


The Buick for 1958 features a colorful 
driver's cockpit. The control for the avto- 
matic transmission has been changed and 
the dash is now heavily padded. 

* 


balanced flywheels. Connecting rods 
and pistons are weight-matched 
down to almost a 

Flywheels when attached to 
crankshafts and with engine op- 
erating must be tested for run-out 


(wobble) with a dial micrometer|Veed for Improvement 



















that reads in thousands of an inch, 
and run-out of more than a few is 
| not tolerated. 


Flight Pitch Dynaflow 


Sa the big news at 
Buick is the Flight Pitch Dyna- 
flow automatic transmission which 
was announced with the 58 models. 

The Century which I drove for 


the 2,000-mile test was equipped 


with this premium transmission. It | 
| proved to be everything Buick 
engine harder to keep running at 


claimed for it and then some. 

In my opinion, Flight Pitch 
Dynafliow marks the develop- 
ment of the original Dynaflow 
into the outstanding stepless 
transmission of the age. 

The new transmission, standard 
only on Roadmaster and Limited, 
is an extra-cost option on all other 
models, including the Super and 
the Century on which the Variable 
Pitch Dynafiow is still standard 
equipment. 

Variable Pitch was the only 
Dynaflow manufactured for the 
last several years until this new 
transmission advanced to a stage 
where it could be offered to the 
public. 


> > o 
Transmission Changes 
tear Pitch Dynaflow has a 

new infinite pitch stator that 
tailors performance to engine power 
and a new third turbine to step 
up efficiency in a more solid and 
faster lockup with the rear wheels. 

If the amazing statistics of Flight 
Pitch are outstanding (it multiples 
engine power output with a torque 
ratio of 4.5-to-1 at 3,200 r.p.m.), the 
sharpened takeoff and speedy 
pickup is a revelation. 

The D range has an infinite 
number of stator blade positions 
so that it handles everything 
from hauling a house trailer to 
casual cruising on the open road 
—all with the ease of typical 
Dynaflow smoothness. 
Consequently being not needed, 
the former low range was elimin- 
ated and a grade retarder (G) 
substituted which retards the car 
on steep hills by a sort of reverse 
flow of fluid and saves the brakes. 

> . 


New Crade Retardar 


WAS on Boston Mountain in 

the Arkansas Ozarks that I 
decided to test the grade retarder. 
I have a fondness for brakes and 
hold-backs because I learned the 
importance of brakes at an early 
day when I burned out a set of 
brakes on famous Lobba Jobba hill 
in New Mexico when the plank 
road to California was supposed 


I wasn’t satisfied with this cool 
retard down a smooth highway and 
being in a national forest there 
were several gravel roads about, 
which had been originally designed 
for mules—horses wouldn’t even 


the test trip. The car| walk on ’em. 


But the G retarder didn’t know 





XPERTS have been pointing out 
for years now that improve 
ment in brakes must come to pro 
vide stopping effect as efficient a 
the “go” built into modern engines 
Aluminum brake drums, such 
used by Buick, virtually eliminate 
fading because finned aluminum 
drums get rid of the heat faster. 
Heretofore, use of aluminum at 
this point has been far too expen 


It remained for Buick designers 
to introduce an entirely new com 
cept of the aluminum brake that 
could be incorporated in its line of 
cars without much penalty in extra 
cost. In fact these brakes are stand- 
ard on all models except the Spe 
cial. 


Stainless Steel, Aluminum 
UALITY cars make wide use of 
“solid” materials as compared 
with the plated and painted. 
Some models of Buick have ™% 
parts made of aluminum, totalling 
as much as 116% pounds. 


* 
high spot of advancement is 
places where it benefits the cum 
tomer most. 

The same goes for another one 
of my favorite materials— 
steel—-which, of course is the same 
through and through, Stainless 
steel is an unbeatable steel for 
withstanding weather and almost 
all kinds of corrosion. 

Buick uses this generously agaia 
in places where it helps the owi 
er’s pocketbood. 

The band around the windshield 
the strip from rear wheels along 
the sides and over the twin- 
lights, the wheel covers, much @& 
the rear-fender side ornamentatioe® 
and the molding around the sid 
windows and the rear window 
are solid stainless steel. 

> 





Spacious Trunk— 


The trunk of the Buick test car has lols 
of space for luggage. The trunk is 
equipped with a mesh cover for the spore 
tire and a trunk mat with pockets for 
small items usually carried in the trunk. 





How to make money grow On trees. Your profits start growing as soon as you start selling 
Quaker State Super Blend Motor Oil. This amazing SAE 10W-30 HD oil, carefully refined from only the purest 


Pennsylvania oil stocks, gives long-lasting, year-round lubrication in all car engines—especially in today’s high 


Powered, high compression jobs. Quaker State Super Blend combines the easy cold-weather starting ability of 
an SAE-10W motor oil with the stability of an SAE-30 for the hottest driving weather. This all-weather motor 
oil keeps customers satisfied, keeps them coming back for more. Quaker State Super Blend 


IS Sure to keep profits healthy and growing year-round! QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 
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TURNINGS 


by 
Joseph M. Callahan 


Engineering Editor 


Factory May Make ‘Wagons’ a Separate Line 
INCE the station-wagon market has become so large, one 
of the auto makers may soon divorce the wagon 
completely from its regular car line and bring out a model 
specifically designed for large carrying capacity, good ap- 


pearance, dependability and ruggedness. 
2 aeons wae Gee 


pressed at the Society of | ome of the most expensive com- 


; > ponents to tool, Wood said, “All 
Automotive Engineers’ Na-| station wagons use the front door 
tional Passenger r, Body and 


off their passenger cars, but most 
Materials meeting last week; of them have a unique rear door 
(March 4-6) in Detroit by D. C.| due to the fact that a drip line 
Woods, executive stylist of the Ford; on a station wagon goes straight 
Exterior Styling Studio. back from the windshield in order 
(There is no doubt about the | to give a roof thickness and roof 
growth of this market, which last | height satisfactory for the third- 
year amounted to about 13.6 per- | seat passenger. However, one 
cent of the total market. In 1957, 
some 645,000 four-door wagons 
and 200,000 two-door wagons were 
) 

Asserting that most companies 
will continue in the current vein 
with six-passenger and nine- 
passenger, regular highly inter- 
changeable models, Woods said, 
“This is our bread and butter car. 
It’s not too expensive to make and 
brings a high return of profit on a 
dollar invested.” 

> 


> > 
re A reference to other possibili- 
ties in the station wagon of the 
future, he said that one might be 
similar to the European, small rear- 
engine type which allows the maxi- 
mum number of people to ride with 
the minimum over-all dimensions. 
He added that 180 inches of over- 
all length can accommodate nine 
people with ease if the driver sits 

over the front wheels. 
“Another type,” he continued, 
“would be a pickup truck varia- 


or a canvas folding top to give 
protection to 
“The new International line has 
a combination car-truck called the 
“Travelette, where the passenger car 
portion seats five and six people 
comfortably and yet still allows a 
small pickup bed to be placed be- 
hind the car body. 
> > 


Club-Car Seats Studied 


“Tas seating arrangements 
will be explored as the ubiqui- 
tous Club-Car seating where the 
rear passengers sit in a semicircle 
as in a railroad observation car. | 

“This has always been impossible | 
in a conventional passenger car, | 
because of width limitations as well 
as the presence of the drive shaft} 
and rear axle. With a rear engine | 
model this might be possible with| 
the increased body width becom-| 
ing more possible.” 

Anslyzing current station- 


He continued, “This has been 
quite successful. However, it must 
give the stylist in the different stu- 
dios many problems adapting their 
unique side treatments to this com- 
mon body sheet metal. 

7 - * 


yes other corporations, General 
Motors and Ford, Studebaker- 
Packard and American Motors pat- 
tern their station wagons after the 
car lines which they represent. 

“This means a Ford station 
wagon will have a quarter panel 
styling and a rear-end treatment, 
if not identical to the regular pas- 
senger car, very similar to it. 
Whereas in the Chrysler line the 
quarter panel may be very different 
than its mate in the passenger-car 
field.” 

A major difference between sta- 
tiom- wagons, he said, is the type of 
door and other component inter- 
changeability that must be used to 
reduce the tool burden on the 


wagons. 
Commenting that the door is 


type of station wagon which ac- 
commodates only six passengers, 
the Rambler and the Buick- 
Oldsmobile body shells, uses the 
Ppassenger-car rear door as well, 
since their drip does not go 
straight back to accommodate 
the rear passenger. 

“Another difference between these 
models is the configuration of the 
roof. Obviously, on the six and nine- 
passenger combined body shell, the 
roof is going to be higher and 
thicker because of its necessity of 
protecting and enclosing the third- 
seat passenger who must sit over 
the rear axle, 

“The six-passenger-only station 
wagon as exemplified by Rambler, 


oak dieee i oe eee be ror more difficult to enter and also re- 


a |quires placing the gas tank and 

. ° | spare tire in alternate locations on 

Rear-End Combinations leither side of the seat. Both of 
yy discussed the several rear-| these positions are more expensive 


end combinations, now being| than the standard location.” 
* * * 


parture in the configuration of this 
third seat by facing it to the rear. 

“This has certain definite ad- 
vantages stylingwise in that it 
allows the seat to be placed lower 
since it doesn’t have to sit over 
the axle and also the room re- 


plus, since the third seat does not 


foided rearward. 

“There are some disadvantages 
to this rearward facing seat to 
counter-balance the styling advan- 
tages, namely the seat, is a little 


used, including Ford and Chevro-| 
let’s wraparound tailgate which| (‘OMMENTING on the exterior 
gives the widest possible loading | appearance of the station 
area and rear visibility, the shal-| wagon, Wood said that soon the 
lowy curved lift gate of Mercury/| industry will be going to sliding or 
and Chrysler Corp. models which | roll-top roofs, with the sliding pan- 
allows the glass to be dropped in| els going back into the roof like the 
the rear and the Rambler rear end/old roof-top desks in which alum- 
which gives a wide loading width| inum or light-weight plastic strips 
and a drop glass. | retract into a center roller. 
Commenting on the current seat-| 


quired for the feet of the rear- | 
ward-facing passenger increases | 
the overall length of the vehicle. | the station wagon is no longer eg. 
“This has an additional seating) 


have to be removed but can be| 


“Or we could have swing-up| 


$e, 


ing arrangements, he said, “Chrys-| sides for easy accessibility and 
ler Corp. has brought out.a de-| entrance and exit,” he added, 


“The ultimate in station 
design would be what we 
call a transcontinental 
which would be equipped wit 
bunks, tables and all the mapj. 
festations of a living room a 
wheels: built-in television, coo. 
ing facilities, plumbing.” 

Wood concluded by saying tha 


nected exclusively with the s 
nor is it by any means a 

He said that in its flexibility ang 
spaciousness it most nearly fills ay 
the needs of the typical America, 
family. 

Discussing the vehicle’s history 
he said that the first station wagon 
was a 1903 Model H manufacturg 
by the Stearnes Steam Carriage 
It sold for $1,200, F.O.B. Syracuy 


Plymouth Dealers Elect 


Chauncey in Portland 

PORTLAND, Ore.—The Greate 
Portland Plymouth Dealers Asp 
has named Jim Chauncey, of the 
House of Plymouth, as president of 
the 28-dealer organization. 

Other officers include Roy 0, 
Burnett, Roy Burnett Motors’ vice 
president, and H. T. Kellum, Ka 
lum Motors, Oak Grove, secretary. 
treasurer. 
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Across the Nation... 
CC——— 


Auto Dealer Changes 


rket Chrysler-Imperial, Inc., 
zy ned at 2814 Market St., 
Youngstown, O. The firm is headed 


by Frank Oroz. 


Evans Sole Owner 
Sole ownership of Miami Service 
Auto Sales (Chrysler-Imperial- 
outh), West Milton, O., has 
been obtained by Jack Evans, who 
has been associated with the firm 


since 1930. 


Grappone a Ford Dealer 


Ralph George Motor Co. (Ford), 
Concord, N. H., has been sold to 


John Grappone. 


oe * 


Buys Edsel-Lincoln Firm 


West Pike Motors, with Art Rin- 
derknecht as general manager, has 
bought the Edsel-Lincoln dealer- 
ship in Goshen, Ind., from Fred 8. 
Pletcher, who gave up a Buick 
franchise last year to become the 





first Edsel dealer in Elkhart 
County. At first Pletcher had Edsel 
offices in both Goshen and Elk- 
hart, but closed the Elkhart office 
earlier in the winter. He has not 
announced any future plans. Rin- 
derknecht is a former Oldsmobile 
dealer in Rochester, Ind. 


* * * 


Ace Goes Diamond T 


Diamond T annountes that Ace 
Truck & Equipment Co., Rochester, 
Minn., has been appointed a Dia- 
mond T dealer. John Steiner is 
president and Fred Steiner, secre- 


tary-treasurer. 
> + + 


Larson Buys Own Deal 


Harold Larson, formerly a part- 
ner in Larson Bros. Chevrolet, Min- 
neapolis, has bought out Anderson 
Chevrolet Co., Minneapolis, from 
Elmer T. Anderson, who will re- 
tire. The firm now will be operated 
under the name of Harold Chevro- 
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let, Inc. Larson’s brother, Joe, now 
will be sole owner of Larson Bros. 
Chevrolet. The firm name will be 
changed to J, N. Larson Chevrolet, 
Inc. 


* 
Bender Adds English Ford 
Bender Mercury, 2807 Olive St. 
and 817 S. Florissant, St. Louis, 
announced it is the city’s exclusive 
English Ford dealer. 


* * * 


Son Joins Maxwell Firm 
Neil Maxwell, head of Flandrew 
Motor Co. (Ford), Flandrew, S. D., 
has taken in his son, Rebert D., as 
a partner. 
* + 


Ford Deal’s Name Changed 


B. V. Meyman (Ford) at Brower- 
ville, Minn., has been changed to 
Meyman Motors. Gregory J. Mey- 
man has joined his father in the 
operation of the dealership. 


* > > 


Alfa for Rambo 


Rambo Motors, Portland, has be- 
come the franchised Oregon dealer 
for Alfa Romeo. 

* > * 


IHC for A&B 
| A&B Truck Sales and Service, 








“I’m sorry, sir, but prices are 
so low I can’t even mention 
them.” 





O., has been franchised to handle 
International trucks. Allen A. 
Anderson is general manager and 
Russell Beer is service manager. 


Harris Heads Chevy Deal 
Arthur P. Harris, general man- 


|Inc., 385 Park Ave, East, Mansfield,|ager of City Chevrolet Co., Char- 


NEW DELCO-REMY 
TOTALLY ENCLOSED GENERATORS 
OFFER 50% MORE OUTPUT 
WITHOUT INCREASE IN SIZE 


Delco-Remy’s new, totally enclosed shrouded generators offer up to 
50% more output than former enclosed models of this size. They are 
especially designed for construction vehicles and off-the-road equip- 
ment subject to extremes of dust and moisture, or corrosive materials. 
Because they are totally enclosed, they are splash-proof and dust-proof. 


Key feature of the new units is a high-efficiency fan mounted at the 
commutator end in a compact, formed steel shroud. The shroud- 
controlled air blast travels closely along the generator frame where it 
produces rapid and effective cooling . . . makes possible up to 50% 
more output, without the added cost of increased frame size. 


For every kind of heavy-duty operation, Delco-Remy generators 
provide greater power and reliability with long life. Be sure to specify 
Delco-Remy shrouded generators—where required—for your new 
equipment. Readily available in 6-, 12-, and 24-volt models for 
replacement application on present equipment through the United 
Motors System. 


DELCO-REMY -« 
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lotte, N. C., has been promoted to 
president of the firm. He will con- 
tinue as general manager. He suc- 

Beach, 





ceeds C. J, Johnson, Palm 
Fla., who remains chairman of the 
board. 

* * 


* 
King Expands Service 
King Plymouth, Inc., has opened 


a service center on Moody St. in 
Lowell, Mass. 
+ 


* * 


Baker to Open Rambler Deal 


Louis E. Baker, Baker Auto Co., 
Providence and Pawtucket, R. L, 
will open a Rambler dealership in 
Warwick, R. L, at “Hoxsie Four 
Corners.” 


26 Dealers Named 
By SAAB Motors 


SAAB Motors has awarded fran- 
chises to 26 dealers, as follows: 

Chase Parkway Garage, Inc., 
Waterbury, Conn.; Norman W. 
Couch, New Preston, Conn.; Karl 
Brothers, Inc., New Canaan, Conn.; 
Salvatore Brothers, Inc., Green- 
wich, Conn.; Europa Motors, Mc- 
Henry, Ill.; SAAB Indianapolis; 
— Auto Sales, Presque Isle, 

e, 

Dick Malone’s Service, Bruns- 
wick, Me.; William Jay Clark, 
North Plainfield, N. J.; Red Bank 
Auto Imports, Red Bank, N. J.; H. 
Rosenstein & Sons, Asbury Park, 
|N. J.; Brownell Motors, Inc., Fish- 
| kill, N. Y¥.; Dewey, Taber & Dut- 
ton, Inc., Elmira, N. Y.; Hyde Park 
Motor Co., Inc., Hyde Park, N. Y. 
| Kinderhook Sales, Inc., Kinder- 
hook, N. Y.; M. May, Inc., Valley 
Stream, N. Y.; Mezey Motors, Inc., 
New York; Cuyahoga British Sales, 
| Warrensville Heights, O.; Lewis 





Auto Sales, Dayton, O.; Rapid 
| Transit Auto Center, Cleveland. 

| Scandinavian Motors, Ravenna, 
O.; Baylor Motors, Stroudsburg, 
Pa.; Hauser Chevrolet Co., Bethle- 
hem, Pa.; Kunkle Motors, Dallas, 
Pa.; Uptown Auto Sales, Harris- 
burg, Pa., and Johnson and Biehn 
a Co., Quakertown, Pa. 

> > > 


Shrum Fills New Post 


Ancle L. Shrum has been named 
to the newly created post of cus- 
tomer relations manager for Al 
Parker Buick Co., Milam at Web- 
ster, Houston. 

> 








Hanna Buys Andress Deal 
From Ex-Partner’s Estate 


Bill Hanna, owner of Hanna 
Lincoln-Mercury Co., Shreveport, 
La. has purchased Andress 
Motor Co., Texas and Grand, from 
the estate of the late R. Thad 
Andress. 


Hanna and Mr. Andress formed 
Andress-Hanna, Inc. (Lincoln- 
Mercury), 717 Crockett, in 1947. 
Hanna bought out Mr. Andress 
last May. 


> > 
Baker, Shuey Open Deal 
Clyde L. Baker and Ed Shuey are 
partners in Northwest Motors, Inc., 
new DeSoto-Plymouth dealership at 
1547 San Fernando Rd., San Fer- 
nando, Calif. 
> 


7 > 
ith Po ti 
Larry Hopkins has signed as the 
Pontiac dealer in Sunnyvale, Calif. 
He has been active in the auto 


business in the San Francisco Bay 


area for many years. 
” > 7 


2 Buy Thompson Deal 


Wayne Thompson, Inc., Asheville, 
N. C. (Dodge-Plymouth), has been 
purchased by Robert E. Perkins 
and S. L. Stambaugh and now is 
being operated as the Perkins 
Motor Car Co. Perkins, president 
of the new company, formerly was 
with the Dodge regional office in 
Charlotte, N. C. Stambaugh, vice- 
president and treasurer, was with 
Dodge in Charleston, 8S. C. Thomp- 
son had the dealership since 1951. 

+. * 7” 


Archard Adds S-P 
Al Archard, Inc., El Cajon 
(Calif.), Willys dealer, has added 
Studebaker-Packard. Archard has 
just completed a 2,000-square-foot 
service department. 
> * * 


Cook County Rambler 
A new Chicago outlet for Ram- 
bler, Cook County Motors Co., has 
been opened by Joel Harris, pres- 
ident; Harold Tieman, vice- 
president, and Leonard B. Feldman, 
secretary. 


Hopkins Signs 





The 1958 Buick features fine wool broadcloth in its luxury models 


Americas 
finest cars offer 
wool upholstery 


‘Loday’s customers—especially the women—are 
paying more and more attention to car interiors. 


They are looking for extra quality, extra com- 


fort, extra value. That explains why more and 
more of America’s finest cars are being trimmed 
and sold in wool upholstery. 


Here are the reasons: 


@ Wool upholstery is more luxurious, more 
richly colorful. It gives the interior a more 
smartly tailored appearance. 


@ Wool upholstery is softer to the touch, 
more comfortable to ride on. It has a natural 
springiness. 

@ Wool upholstery is cooler in summer. It 
absorbs perspiration, allows air to circulate, 
never becomes untouchably hot in the sun. 
@ Wool upholstery is warmer in winter, pro- 


vides insulation, never feels unpleasantly 
cold. It develops no serious static charge. 


@ Wool upholstery is kinder to clothes, 
doesn’t cause shine or excessive wear. 


@ Wool upholstery is safer. It is highly flame- 
resistant, and it helps the driver keep in 
position on sharp turns or sudden stops. 


@ Woolupholstery stays neat-looking longer, 
has greater resale value. It defies wear— 
will not sag or wrinkle. Dirt and spots come 
out easily. 


If you aren’t ordering every car you can 
from the factory in wool upholstery, you’re 
missing one of the greatest sales advantages 
available to you in today’s highly competi- 
tive market. Better check your factory or 
zone Office for information as to which 1958 
models are available in wool at no extra cost. 
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Last word in luxury—the fine wool upholstery in this Buick Roadmaster “75” Sedan. 


Costume by Jo Copeland of Patullo; hat by Emme. 
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Stang Signs With S-P— 


Harold M, Stang, owner of Stang Motors, Elyria, O., has signed a sales agreement 
with Studebaker-Packard. His new, brick place of business is shown above. Stang has 
been in the automobile business since 1930 and built the 5,000-square-foot building 
this year. 


What's New... 


In Parts and Accessory Distribution 


Affiliated Automotive Reps 
Announce 15 New Members 

NEW YORK.—The Automotive 
Affiliated Representatives has an- 
nounced the names of 15 new mem- 
bers. The newcomers and their 
group affiliations are: 

New England (Boston)—William 
H. Abely and David H. Kawadler. 
Middle Atlantic (Philadelphia)— 
Howard S. Rogers. Steel City (Pitts- 
burgh)—Robert Sherman. Upstate 
New York (Syracuse) — Leslie J. 


Olen ana, 


PRODUGTION 


Oi 
GREY IRON GASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 


BEd 


Hemens. Crossroads of America 
(Indianapolis) — Bill Dunn and 
Brookie & Ham Sales Co. Chicago 
—Milt Israel, C. F. Kennedy, Bill 
Stern & Co. and Albert M. Sucks- 
dorf. Heart of America (Kansas 
City) — Robert B. Myers, Harvey 
Wise and R. B. Cullins Co. Pacific 
Northwest (Portland-Seattle) —C. 
A. Holzmann. 
> > > 


Krasne Mfg. Expands 
LOS ANGELES.—After 25 years 


THE WHELAND COMPANY 


FOUNDRY 


MAIN OFFICE AND 


DIVISION 


CHATTANOOGA 2, TENNESSEE 


MANUFACTURING PLANTS 


of sales concentration in the il 
Western states, H. Krasne Mfg. Co., 
maker of brake linings, is expand- 
ing its sales activities to all major 
U. S. markets. As part of this ex- 
pansion program, a 15,000 square- 
foot addition to the Krasne plant 
has been completed. 
a * * 


Maker Offers Advice 


On Tire Chain Sizes 


YORK, Pa.—Tire chains will 
“pretty generally” fit new mud 
and snow tires of the same size 
as indicated for standard tires, 
according to American Chain & 
Cable Co., Inc. 

The company continued, “Also, 
chains will pretty generally fit 
recapped tires with but few ex- 
ceptions. In cases where the re- 
cap is larger than the original 
size tire, a larger size chain 
should be applied. Standard tires, 
of course, take chains of the size 
indicated.” 


| * * * 


Crossman to Build 


SYRACUSE, N. Y.—F. A. Cross- 
}man, Inc., 948 W. Genesee St, 
| Industrial Park, has announced it 
|will build new distribution head- 
‘quarters, to be ready for occupancy 
| this summer. The firm handles 
| automotive equipment. 

* * = 


| AMMCO Brake Sign 


NORTH CHICAGO, Ill—AMMCO 
|Tools, Inc., has made available a 
| 20-inch by 28-inch embossed steel 
sign promoting brake servicing to 
the public. 


‘Citroen Offers 
ID-19; Price Is 
$2,995 in East 


NEW YORK.—Citroen Cars Corp. 
announced that the ID-19, a lower- 
priced version of the DS-19, now is 

|available in the U. S. The New 
| York port-of-entry price of the 
|newcomer is $2,995, compared with 
$3,495 for the DS-19. 


Air suspension is standard equip- 

| ment on the ID-19, and the car has 
the tear-drop shape of the DS. It 

jis a four-door model and, like all 
| Citroen cars, has front-wheel drive. 

Each wheel is fitted with a hydro- 
| pneumatic unit containing air and 
|}oil separated by a special dia- 
|phragm. The pressure of the oil 
jinside the unit is variable, auto- 
|matically maintaining the car at 
| constant level under all load condi- 
| tions, Citroen said. 

The driver can change chassis 
jheight from 6% to 11% inches 
|}ground clearance for driving on 
jbad roads, in deep snow or on 
}rough terrain. The same controls 
| raise the car for tire changes. 
| The ID-19 is powered by a four- 
| cylinder engine which develops 70 
| brake horsepower (European rat- 
| ing). Citroen says it delivers speeds 
|} up to 90 miles per hour at 35 miles 

per gallon. Wheelbase is 123 inches 
and overall length is 189 inches. 


Akron Dealers 
Elect Martin 


AKRON. — Paul Martin, vice- 
president of City Chevrolet, Inc., is 
the new president of the Akron 
Automobile Dealers Assn., succeed- 
ing David J. Towell, Dave Towell, 
Inc. (Oldsmobile-Cadillac). 

Burt Greenwald, Greenwald 
Plymouth, Inc., is the new vice- 
president, and Margaret Leighley, 
manager of Spot Motor Co. (Dodge) 
is treasurer. Mrs. Leighley is the 
only woman member of the associa- 
tion. 

Named to the board were John 
Jones, C. M. Jones, Inc. (Buick); 
Glen West, West Chevrolet, Moga- 
dore; William Henry, Sports Cars 
of Akron; D. J. Laughlin, Laughlin 
Motors (Ford) Barberton; Mark 
Ohl, Trinity Motors (Mercury), and 
Victor Starinki, Barberton Motors 
(Dodge), Barberton. E. John Leh- 
man is secretary-manager of the 
association. 


For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 








Here is another significant step that makes 


The Studebaker-Packard Franchise 


even more valuable 


Now every Studebaker-Packard dealer can sell Mercedes-Benz cars 


Any Studebaker-Packard dealer wishing to enjoy 
the benefits of this new Dealer Associate plan, 
will be trained in merchandising Mercedes-Benz 
cars. His associate will be an authorized Studebaker- 
Packard, Mercedes-Benz dealer in the vicinity. 
This associate will provide the skilled factory- 
trained service and imported parts so essential to 
the proper maintenance of these fine cars. 

This is another unique opportunity the Studebaker- 
Packard Corporation is offering its dealers to turn 
more sales into higher profits. In this way, all 


Studebaker-Packard dealers can utilize Mercedes- 
Benz advertising, promotions and prestige to aid 
their selling efforts. 


The Studebaker-Packard dealer network is daily 
increasing in strength and solidarity. Over 140 
new dealers have joined these ranks over the last 
90 days. You owe it to yourself to at least investi- 
gate the interesting possibilities of a Studebaker- 
Packard franchise for successful selling in a rapidly 
changing market. 


Studebaker-Packard 


CORPORATION 


Dealer Development Department 
Studebaker-Packard Corporation 
South Bend 27, Indiana 
I am interested in the possibilities of a 
Studebaker -Packard franchise. Please 


have your nearest zone representative 
call on me. 





> 





: 
: 


- 


AUTOMOTIVE NEWS, MARCH 10, 1958 


How They're Pushing Sales .. . 


Dealer Ad Ideas 


Jingle Creates Traffic 

AN ADVERTISING jingle with 
ear appeal is creating new 

business for Toohey Motor (Ford) 

Co., Pittsburgh, at a time when 

auto dealers are fighting hard for 

new business. 

The jingle is part of an adver- 
tising program that is doing for 
Henry Toohey, president, exactly 
what he expected that jingle to 
do—keep his salesmen busy. 
Value of the advertising is seen 
in that Pittsburgh is economically 
depressed because steel mill opera- 
tions are slow and there are layoffs. 
With radio full of advertising, 
Toohey decided experimentally that 
people would listen only to a mes- 
sage that was snappy and unusual, 
and Toohey’s attitude of appreciat- 
ing the limitations of advertising 
has turned a rather costly promo- 
tion into an asset. 

Toohey says that when prospects 





say, in effect, “Oh, Yes, I know 
you!” when a Toohey salesman 
calls on them, advertising has ac- 
complished its purpose. 

* * * 


CCORDING to the jingle. “Louie 

goes to Toohey’s.” As a result, 
more and more people are going 
to Toohey, too. 

Many persons who haven’t 
known about Toohey’s have acted 
on this publicity, says Toohey. 

* + * 


Bullets and Buicks 


Great Howard” showed up 

at Elm Buick Sales, Martins 

Ferry, O., to catch rifle bullets in 

his teeth and, perchance, sell a few 
new cars. 

“The Great Howard,” who tours 
the country as “the Frankenstein 
monster, in person,” was appearing 
in a stage show in Martins Ferry 
under sponsorship of the Eighth 
Grade Mothers. 


quested that persons planning to 
come to the dealership showroom 
bring their own bullets. 


+ = * 


Pontiacs by the Pound 


N A “supermarket special,” Kittle- 

Caskey Pontiac Co., Memphis, 
offered new cars at 64 cents per 
pound. 


“The all-new Pontiac is cheaper 
than pork chops per pound and will 
last for years,” Kittle-Caskey said. 


* + = 


Dealer Uses Sport Theme 


ERE’S no getting around it; 
Cuyahoga Falls, O., is a sports- 
happy town. 

So when Dodge dealer Jack Cava- 
lier opened for business here less 
than two years ago he picked up 
the ball and ran with it. 

Last year he donated a Dodge 
as first prize in the annual bowling 
contest — one of the area’s top 
sporting events—sponsored by the 
Akron Beacon-Journal, proceeds of 
which go for support of local Little 
League athletics. He’ll do the same 
this year. 

Last summer he joined the local 
Kiwanis Club in cosponsoring a 
popular hole-in-one golf tourna- 


Elm Buick, in a newspaper ad, | ment. 





billed both appearances and re- 
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CONSIDER f the savings Packard makes possible. 


These self-insulating “Snap Fast’ 
connector units simply snap to- 
gether, simultaneously connecting 
two, three, five—up to eight differ- 
ent electrical circuits, instantly, with- 
out error or indecision. Automakers 
using this Packard Electric idea save 
more than a million dollars per year 


in production costs! 


These connectors can’t be installed 
improperly. And they won’t shake 


loose. They effectively eliminate 
assembly line fires or other damage 
which result from incorrect single 
terminal installation. 

Packard Electric produces highest 
quality cable, complete wiring har- 
nesses and new wiring ideas to help 
gave you time, money and trouble. 
Packard Electric maintains offices in 
Detroit, Chicago and Oakland, Cali- 
fornia, for your convenience. If you 


Warren, Ohio 





“Now, to save you asking about 
a better deal . . . just listen a 
minute.” 





sports-minded community, he hired 
Don Black, former no-hit pitching 
star for the Cleveland Indians, as 
@ salesman. 

And most of his advertising goes 
on the local paper’s sports pages. 

The score: In 1957 he sold 476 
new Dodges. 


* * * 


Slogan Based on Name 


AN ADVERTISING campaign 
slogan spells out the name and 
success of Redwood City (Calif.) 


are not already using Packard Elec- 
tric wiring know-how to simplify 
your product and make it work 
better—now’s the time to act. 


Packard 


Electric 


ae 


me meee 






“Live Wire” division of General Motors 





Dodge dealer Ferris Miles. Selling 
three times as much labor and 
twice as many parts as the average 
San Francisco-area dealer, Miles 
has adopted the slogan “Miles 
Ahead.” 

His service department contains 
26,000 square feet under cover, in- 
cluding a main mechanic shop, 
paint shop, body shop, parts shop 
and an area devoted exclusively to 
new-car preparation. In addition, 
he has a 30,000 square-foot parking 
area. 

+ * ” 


Alphabetical Promotion 
ODGE dealers in Indiana and 
Ohio have pulled a new trick 

right out of their pockets. 

It’s a breast pocket handker- 
chief with the puzzling initials 
"5 Dawe 

To the perplexed potential cus- 
tomer, however, any Dodge sales- 
man will be happy to explain: 
“Have You Driven A Swept-Wing 
Dodge?” 

+. * + 
Citation Cited 
a reproduction of a letter from 
Ford division was used in a 
newspaper ad by Keats Motors, Inc. 
(Ford), Trenton, N. J., to show that 
“Ford is proud of Keats.” 

The letter notified Keats that the 
dealership had been awarded the 
Four Letter Award for 1957. 

Said the ad: “We'd like to extend 
our sincere thanks to all our friends 
and customers for helping us at- 
tain this outstanding record. We 
pledge to continue these same poli- 
cies of honesty and integrity in 
sales and service which are the 
basis of this award.” 

* * > 


Hively’s ‘Ford Fiesta’ 
WEEK-LONG “Opening Ford 
Fiesta,” with “prizes, music, 

fun, giant trades and hot coffee 

for everyone,” was staged by 

Howard Hively (Ford), Cincinnati. 

Prize drawings were held each 
day and the awards included 
radios, fans, iron, electric skillets, 
auto-home shavers and outdoor 
grilles. 

> * > 


Open Letter on Prices 


IM MORAN, president of 
Courtesy Ford, Chicago, wrote 
“An open letter regarding new-car 
prices.” He spoke of the confusion 
surrounding auto prices and prom- 
ised: 

“Each new car on our sales floor 
will have a price tag giving you 
the exact ‘factory suggested list 
price. This will be a delivered 
price, including all Federal tax, 
delivery and handling charges, gas, 
oil and permanent antifreeze. 

“Each option will be itemized 
separately so you may see the 
true ‘factory suggested list price’ 
of each piece of optional equip- 
ment.” 

Copy continued, “Is the ‘factory 
suggested list price’ Courtesy’s 
actual selling price? NO! When 
you come to Courtesy, you start 
with the itemized ‘factory suggested 
list price’ shown on the car. And 
we will show you how we save you 
hundreds of dollars from this 
figure with our Courtesy Certified 
Discount Price.” 

> * . 


Yankee Pitch in Dixie 


“MADE in the U. S.” approach 

to new-car sales was used by 
Young, Inc, (Chrysler-Plymouth), 
in newspaper ads in Fort Lauder- 
dale, Fla. 

“Enjoy more benefits in low- 
priced American-made cars,” the 
ad said. “Dollar for dollar, you get 
more with Plymouth.” 


* * > 


‘Our Forte Is Service’ 


HE value of “good customer 

service” is emphasized by Mur- 
doch Chevrolet in a four-column 
ad in the Pittsburgh Press. 

“Murdoch has sold more new 
Chevrolets than any other Pitts- 
burgh dealer,” the firm said. “We 
attribute this to our service depart- 
ment.” 

The ad continued: 

“Just like any other business, an 
automobile dealer depends on re- 
peat sales. To keep these people as 
his customers he has to give them 
an extra measure of good service. 
In today’s highly competitive mar- 
ket, service is more important than 
ever because profit margins are 
slim.” 

Murdoch has been in business in 
Pittsburgh 33 years. 


- 
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Work was completed in fiscal 1957 
on 1,160 miles of the proposed 41- 
million-mile interstate highway net- 
work, according to the annual re- 
port of the U. S. Bureau of Public 
Roads. 

The bureau said the work on the 
multibillion-dollar project moved on 
schedule during the first year of 
operation. 

During the year, the report added, 
689 projects were advertised for 
bids or awarded to contract for 
1,878 miles of construction at an 
estimated cost of $997 million. 

The bureau said it had set a ’57 
goal of $2.225 billion in all Federal 
obligations for surveys and plans, 
acquisition of rights-of-way and 
highway construction. Actual obli- 
gations totalled $2.223 billion, the 
report said. 

Contracts were awarded during 
the year for improvements to 25,485 
miles of highways and streets, the 
report continued, and work was 
completed on 23,979 miles. 

As the fiscal year ended, the 
bureau reported, construction was 
under way or scheduled to start 
soon on 26,261 miles of improve- 
ments. 


AAA Establishes 
Unit to Speed Up 
Road Programs 


The American Automobile Assn. 
has established a Highway & 
Legislative Dept. with a major 
objective of speeding up highway- 
building programs under AAA 
policies. 

Russell E. Singer, AAA executive 
vice-president, also said the na- 
tional organization and its constit- 
uent motor clubs, which have 
nearly six million members, would 
“strengthen their cooperative efforts 
to speed completion of needed 
roads. 

“There was a widespread idea at 
one time that passage of the 
Highway Act of 1956 was a cul- 
mination of efforts toward obtain- 


ing modern, streamlined highways,” | 


Singer said. 

“The fact of the matter is that 
passage of that legislation was only 
a beginning, and has created a host 
of problems at all levels of govern- 
ment. These problems must be 
solved promptly unless the comple- 
tion date for our new highway net- 


work is not postponed indefinitely.” | 


Kermit B. Rykken, special as- 


sistant to the executive vice-| 
president, has been named to head 


the new department. 
> = > 


Safety Strap 


Swedish Agency Designs 
Auto Seat Belt 

An automobile safety belt con- 
sisting of a chest strap with an 
emergency clasp has been designed 
by the State Power Board, Stock- 
holm, Sweden. 

It has been installed in the 
agency’s 1,000 service vehicles and, 


Highways & Safety 





according to the board, Swedish | 


auto makers have adopted it as 
standard. 

The board said the belt was de- 
signed in consultation with doctors 
and other experts and is dimen- 
sioned for the dynamic stress the 
body is capable of tolerating. The 
design grew out of a series of tests 
which began i 1965. 


Driver Perception 
Taught Through 
New Filmstrip 


Driver perception is now being 
taught in classrooms with a new 
teaching aid developed by New 
York University’s Center for Safety 
Education and Shell Oil Co. 

The teaching aid is a filmstrip 
consisting of 30 transparent color 
photographs of actual traffic haz- 
ards as seen from the driver's view- 
point. These are flashed on a screen 
for a few seconds each. Students 
are then asked to spot the hazard 
and explain how they would avoid 
becoming involved in an accident. 

The filmstrip, entitled “Percep- 
tion of Driving Hazards,” was de- 
veloped as part of a_ three-year 





research project to find what per- 
sonal traits lead drivers to have 
auto accidents and to develop bet- 
ter tests for driver licensing and 
improved educational programs. 
The filmstrip can be obtained free 
of charge by writing to the Center 
for Safety Education, New York 
University, New York 3, N. Y., or to 
Public Relations Dept., Shell Oil 
ny W. 50th St., New York 20, 


+ * * 
All About Power Shovels 
Release of a motion picture, 
“Power Shovel Productivity,” is an- 
nounced by the Bureau of Public 
Roads, Department of Commerce, 
Washington 25, D.C. 
* * > 
Virginia Reports Drivers 
Approve New Checkup Plan 


Public reaction to a new motor- 
vehicle inspection procedure sched- 
uled to start in Virginia next year 
has been generally favorable, ac- 
cording to Capt. R. B. King, State 
Police safety officer. 

Motorists will be permitted to 


REPEATED 


choose any of the first six months 
of the year in which to have their 
vehicles inspected. Within the fol- 
lowing six months, the vehicles 
will have to be reinspected. State 
officials hope to spread inspections 
more evenly over the year and 
eliminate crowding of the official 
stations. 


Dealer Gives Car to School 


Feaghe Chevrolet Co., Johnston, 
S. C., has presented a 1958 Chevro- 
let to Johnston High School for 
use in instructing students. 


Penalties Hiked 
For 2 Offenses 
In Pennsylvania 


Pennsylvania has increased the 
penalties for passing a school bus 
illegally and for racing on the 
highway. 

The school-bus law now carries 
a 15-day license suspension for the 
first violation and suspensions of 
30 and 90 days for the second and 
third offenses. 

Previously, a first-time violator 
received only a warning letter, The 
next two offenses carried suspen- 
sions of 15 and 30 days. 


Racing on a highway now is 


punishable by a one-year license 
suspension. The penalty formerly 
was 180 days. Gov. George M. 
Leader noted that nearly 1,000 per- 
sons received 180-day suspensions 
for racing last year. 

These are the first major changes 
in the system of penalties for 
motor-vehicle-code violations which 
Leader inaugurated two years ago. 

+ * * 


Driving Teachers Become 


Pupils in Toronto ‘School’ 


Teacher became pupil recently 
as 21 driving instructors — from 
commercial schools in the Toronto 
area—attended the first school for 
driving instructors in North 
America. 

The week-long course was held 
by the safety training institute of 
the Ontario Safety League. The 
curriculum covered every aspect of 
motoring from insurance and the 
Unsatisfied Judgment Fund to 
highway policing. 


Dry-Powder Lubricant 


Ore-Lube, a dry-powder lubricant, 
is being marketed by Ore-Lube Co., 
11 Front St. New York 4, N. Y. 
It is compounded of Molybdenum 
Disulfide and is available in Poly- 
ethylene spray-tube applicators. 


Hit a prospect with impressive regular- 


ity and you'll have a sale to show for it. 
That’s why so many sales (80%) are made 
on the fifth call. Persistence pays off when 


you sell in print, too. That’s why so many 
advertisers (more than 1,000 in 1957) 


“buy” TV GUIDE. 


The repeated reader reference it gives you 


is unique. So is the advertising exposure 


you get: the chance to tell your sales 


story five times a day, seven days a week, 


to 14 million people who buy what you sell. 


if you buy the sales sense of continuity— 
buy TV GUIDE. Its repeated sales expos- 
ure sells... and selis. 





rce: Magazine Reading Trends, 


Circulation now over 6,000,000 








Sindlinger & Co., 1957 


31 








"Salesman-of-the-Year'— 


J. W. Cloves, Salesman for the Long 
Beach (Calif.) division of Howard Zink 
Corp., receives two trophies to signify his 
winning double honors in the division's 
sales organization. Cloves is receiving the 
“Salesman-of-the-Year" trophy from Nor- 
bert G. Zink, division sales manager. He 
also received the second trophy for mak- 
ing the most sales calls during the past 
year. 





SALES EXPOSURE SELLS! 


eee 





Senate Subcommittee Hears 
Ford Motor Company’s Economic 
Policy From T. O. Yntema— 

Vice-President—Finance 


His testimony is now available in booklet form 


On February 4, 1958, T. O. Yntema, Vice-President— Finance, 
Ford Motor Company, testified before the Senate subcommittee 
on anti-trust and monopoly in its investigation of the profits 
and pricing policies of auto manufacturers. 


His testimony, one of the most comprehensive public state- 
ments on the economics of the automobile business in twenty 
years—and also a timely lesson on the principles of inflation 
and recession—is significant to the country’s future, our future, 
your future. 


That’s why we urge you to read the complete text which we 
have printed in booklet form. If you would like copies sent to 
you, write: 


Office of Civic Affairs, Dept. A 
Ford Motor Company 

The American Road 
Dearborn, Michigan 
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“This shows the major shares of income originating in cor- ““This chart compares, for the same 1954-1958 period, increases 
porate business: We see that over the ten-year period compen- in Ford car prices with increases in the Company’s average 
sation of employees rose $68 billion, or 75%. Taxes on profits hourly labor rates. While Ford car prices have increased 13.1% 
increased about $9 billion, and the total dollar share going since 1954, the Company’s average hourly labor rates are up 
to stockholders as profits went down $300 million.” 19.8%. The rate of wage increase, therefore, is 51% greater 


than the rate of increase in car prices.” 


HIGHLIGHTS OF MR. T. O. YNTEMA’S TESTIMONY: 


The following pertinent statements are extracts from Mr. T. O. Yntema’s testimony 
before the Senate subcommittee on anti-trust and monopoly. 


“The effectiveness of the automobile companies in serving the public is attested 
by the fact that, as incomes have risen, consumers have spent an increasing propor- 
tion of their income on automotive products.” 


* * * 


“In our national welfare, the achievement of prosperity without inflation is 
second only to military security and peace.” 


* * * 


“Can there be any possible question as to which is the dominant force in inflation 
—the profits that declined $300 million or the wages and salaries that went up 
$68 billion?” 

* * * 

“It is most unfortunate when the economic power of a labor minority is so great 
that its wage-inflation pressures prevent productivity increases from being shared 
by the whole community in the form of lower prices.” 

* * * 


“If Mr. Reuther’s wage and profit-sharing proposals were adopted, they would 
increase costs drastically in our industry and also across the country, as the wage 
pattern in automobiles was followed elsewhere.” 

x * * 


“With wages rising nine times as fast as productivity, is it any wonder that 
prices of manufactured goods have gone up?” 
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Inside Motor Sports 


Pontiac Wins Finale 


In Daytona Sweep 


By Don O'Reilly 
Staff Correspondent 

DAYTONA BEACH, Fia.— The 
auto makers kept their pledge and 
stayed away from the annual 
NASCAR speed weeks, though 
reports from the motor capital in- 
dicated it was a difficult decision 
for some engineers and public 
relations men. 

As last year, Pontiac emerged 
the big winner, and it was expected 
the factory would officially acknowl- 
edge some of the accomplishments, 
if not the big race victory. 

In addition to winning the 160- 
mile grand national champion- 
ship race on the final day, Pon- 
tiac won the Pure Oil safety and 
performance award for overall 

in the safe driving 
tests, the straightaway fiying 
mile official speed runs and the 
standing start acceleration con- 
test. 


As reported last week, Pontiac 


COMING 


outran all other cars, taking the 
first seven places in the flying 
mile runs and eight of the first 10 
spots (won by Chrysler) in the 
acceleration contest, plus winning 
the two phases and overall of the 
safe driving passing tests. 

However, based on the unofficial 
standings, because of participation 
in two separate classes, plus the 
Big Three competition, it appeared 
that Chevrolet would capture the 
Pure performance award. 

After the technical inspection 
had disqualified seven Chevrolets 
and two Plymouths for various 
reasons, such as improper gear 
ratios, cam shafts and engines, 
Pontiac emerged the undisputed 
victor. 

Pure Oil officials announced plans 
to make the presentation to Pontiac 
executives and were confident the 
auto makers would happily agree 
to a public acceptance. 

Last Tuesday, at the conclusion 





of the speed weeks, NASCAR’s 


Arlen Vanke and Douglas Ogden, 
Chevrolets, and Mel Larson, 
Plymouth, with the official win- 
ner now Edsel Massey, Chevro- 
let, with a fast run of 120.603 
m.p.h. for the measured mile and 
a two-way average of 121.090 
m.p.h. 

The earlier report, prior to in- 
spection, had Piatt on top with a 
fast run of 130.058, ten miles faster, 
and an average of 126.249 m.p.h. 


Three Chevrolet disqualifications 
in class 5 knocked out Walter 
Bridges, John Slawson and John 
Warren, leaving Dugger (Ind.) 
Chevy dealer Buzzy McCammon, 
the winner, 125.305 m.p.h. (eight 
miles slower) and 121.642 m.p.h. 
(10 miles slower) average. 

In the standing start contest, 
class 7, Bill Frick, Plymouth, and 
Douglas Ogden, Chevrolet, were 
disqualified, leaving Arlen Vanke, 
Chevrolet, as the winner, 84.230 
m.p.h. for the one-mile run, just 
short of Frick’s 85.227 m.p.h. score. 

Purcell explained that Vanke, dis- 
qualified in the flying mile contest, 
had installed the correct rear axle 
ratio before competing in the ac- 
celeration contest. 

Other results remained as an- 
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Trophy Winner— 


This year's winner of the Buddy Shvu- 
man Memorial Award, an annual presen- 
tation at the NASCAR Speed Week Victory 
Dinner in Daytona Beach, Fla., was W. M. 
Moore, Sportansburg, S. C. The trophy, 
sponsored by the Champion Spark Plug 
Co., Toledo, O., is presented on the basis 
of outstanding contributions and loyalty 
to automobile racing. The winner is chosen 
by a nominating committee of five, a rep- 
resentative group from the racing fra- 
ternity. 

a a 
nounced in last week’s issue of 
Automotive News. 

In the racing activities which 
concluded the ninth annual 
NASCAR international safety 
and performance trials, the big 
event was won by a Pontiac, 
owned by Jim Stephens, Daytona 


Salesman Admits 
Faking Car Titles 
In $6,500 Frauds 


TORONTO.—An auto salesman 
admitted using false ownership and 
finance papers to collect $6,500 for 
five cars he had already sold. 


Howard E. Cooney, 39, pleaded 
guilty to five charges of fraud. He 
was given a two-year suspended 
sentence and ordered to make res- 
titution. 

Police said the scheme started 
when owners left the cars with 
Cooney for a checkup. Posing as 
the owner, he told Department of 
Highways officials he had lost his 
ownership papers and was issued 
new ones. 

Then he arranged with friends 
to sign finance papers for the cars, 
telling them he needed their signa- 
tures because his own financing 
allotment was already exceeded. 

Cooney then took the false docu- 
ments to John McCann, owner of 
McCann Motors, Ltd. and asked 
him to obtain the money from the 
finance company. McCann com- 
plained to police when Cooney fell 
behind in his payments. 

Cooney had paid back about 
$2,000 to McCann at the time of his 
arrest and about $1,100 since, police 
said. 


Pittsburgh Plate 
Begins Yarn Plant 


SHELBY, N. C. — Ground has 
been broken for Pittsburgh Plate 
Glass Co.’s continuous fiber glass 
yarn plant here. The plant will be 
a one-story structure with more 
than 350,000 square feet of floor 
space. About 850 persons will be 
employed when capacity operations 
are reached. 

The plant structure is scheduled 
for completion by next spring, and 
partial production is expected to 
begin as soon as the building is 
completed. Two furnaces will be 
completed and ready for produc- 
tion when the structure is com- 
pleted. 

Installation of the other 14 fur- 
naces will require an additional 18 
months. The glassmaking area of 
the new plant will operate three 
shifts each day through a seven- 
day week, and the 16 furnaces will 
be capable of producing 25 million 
pounds of yarn a year. 


Duro Products Tied In 


Woodhill Chemical Co., 1391 E. 
Thirty-third St. Cleveland, O., is 
combining two of its largest selling 
items, Duro Plastic Aluminum 
(metal in a putty form) and Duro 
Plastic Rubber (latex rubber in 
putty form) in a special display for 
dealers and distributors. 





Beach Pontiac dealer and pre- 
pared by the veteran ace racing 
mechanic, Henry (Smokey) 
Yunick, Daytona Beach GMC 
truck dealer. 

Paul Goldsmith, of St. Clair 
Shores, Mich., was the winning 
driver. 

Goldsmith set a new qualifying 
record, 140.570 m.p.h., and started 
in the pole position. He took the 
lead when the green flag dropped 
and was never headed, although he 
was chased all the way in the 160- 
mile classic by Curtis Turner in a 
Ford. 

Turner was running consistently 
about 15 seconds behind the leader, 
with variations either way from 
time to time. Goldsmith reported 
that he had more available speed, 
but was content to maintain the 
approximate 15-second lead. 

The leaders had three thrilling 
moments, all in the north turn off 
the beach and on to the highway 
backstretch. 

Turner had made a 44-second 
pit stop to refuel at about the 
half-way mark. Goldsmith made 
his stop two laps later, for 38 
seconds, also for additional gaso- 
line. 

As he whipped up the two-mile 
stretch of beach, he misjudged and 
overshot the north turn, but re- 
covered fast. He hit the highway 
just three seconds ahead of Turner. 

The gap was again opened on the 
next lap when Turner slipped at 
the same spot. The crucial moment 
occurred on the last lap, just a few 
yards from the finish, with the 
Pontiac leading the Ford by the 
usual 14 or 15 seconds. 

His windshield coated with sand 
and ocean spray, Goldsmith failed 
to see the north turn again, and the 
car slid wide, broadside along the 
outside bank, but at the low point 
just off the beach. The rear wheels 
dropped over the bank. 

At just the right moment, the 
Michigan driver “stabbed the 
throttle,” the rear wheels dug in 
and he shot through the turn, 
around the corner and past the 


This was the final race on the 
famed 4.1-mile beach and road 
course, because the new million- 
dollar 2%4-mile asphalt speedway is 
now under construction. 

It was, without a doubt, the 
most thrilling finish in Daytona 
history. 

Goldsmith’s time was just 24 
seconds short of the record es- 
tablished by Everett (Cotton) 
Owens last year in another Pon- 
tiac, 101.60 m.p.h. The beach was 
described by one driver as bad as 
a “plowed field” and much slower 
than in 1957. 

Following Goldsmith and Turner 
were Jack Smith, Pontiac; Joe 
Weatherly, Ford, and Gwyn Staley, 
Chevrolet. 

In the 160-mile convertible race, 


with Turner winning in his Ford 
at 98.563 m.p.h. 

Following Turner, was Petty in 
second place, then Weatherly, Ford, 
Buck Baker, Chevrolet, and Bob 
Pronger, Ford. 

In a special feature of the speed 
weeks, Petty won the Air Lift 
Pontiac speed run, clocking 146.045 
m.p.h. through the measured mile 
speed trap. 

Petty broke his own record set 
last year in the Air Lift car, then 
an Oldsmobile, at 144.928 m.p.h. 

In the annual special event, the 
five top ranking NASCAR drivers 
each drove the same Bonneville 
model over the beach course. 

Following Petty were Baker, na- 
tional champion, 145.808 m.p.h.; 
Smith, 145.396 mph; Speedy 
Thompson, 145.278 mp.h., and 
Marvin Panch, 144.986 m.p.h. 


Chevy to Give Dealers 
Used-Car Sales Tips 
DETROIT.—A nationwide 





trucks during 1958 has been 
launched by Chevrolet. 

The project opened with a 
Detroit conference attended by 10 
assistant regional managers and 
47 zone used-car managers. The 
program covers market oppor- 
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Affecting Factories and Dealers .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Chemstrand Corp. has revealed 
its plans for an extensive adver- 
tising, merchandising and promo- 
tion program on behalf of nylon 
cord tires. 

The program was presented to 
tire industry leaders by top Chem- 
strand executives, including Ed- 
ward A. O’Neal jr., president; W. 
G. Luttge, marketing vice-president, 
and Bernard F. Bertland, director 
of advertising and merchandising. 

Joseph R. Daly, vice-president of 
Doyle, Dane & Bernbach, Chem- 
strand’s advertising agency, said 
the overall program for nylon cord 
tires is based upon facts revealed 
in a study undertaken for the 
company by Blankenship, Gruneau 
Research Associates, Inc., concern- 
ing public knowledge of tire cord. 

According to Daly, the study was 
made among 2,000 car drivers in 
2,000 car-owning families. The 
study revealed that 65 percent of 
all drivers know of tire cord; that 
42 percent of all drivers consider 
tire cord important in the pur- 
chase of a new car or tire, that 
drivers are willing to pay more 
for a tire that is safer and more 
durable, that nylon is by far the 
best-known fiber for tire cord and 
that 91 percent know of nylon as 
opposed to 72 percent for rayon. 

Bertland stated that in addition 
to continuing its campaign of 
utilizing full-page advertising in a 
consistent schedule in Time, 
Saturday Evening Post and trade 
publications, Chemstrand was kick- 
ing off a national drive using the 
coast-to-coast facilities of National 
Broadcasting Co. 

Bertland said that a series of 
commercials stressing the safety 
features of nylon-cord tires would 
be employed on the “Sally” show 
as a starter for the campaign. 

Beginning Apr. 3, Bertland said 
Chemstrand would start sponsoring 
“Playhouse 90” on CBS. 

On Apr. 25, Bertland said Chem- 
strand would launch a completely 
new television series titled: 
“Jefferson Drum,” a story of a 
town, a man and his boy and his 
newspaper. The new show will be 
seen over the NBC network at 8 
p. m. on Friday. Nylon-cord tire 
commercials will be featured every 
week through the end of July. 

To back up this program, Chem- 
strand will have packages of sales 
promotion materials tieing in 
directly with television shows. 
Sales training aids will be provided 
and direct mail and personal calls 
on tire dealers will be made by 
Chemstrand personnel to help mer- 
chandise the television advertis- 
ing campaign. . 

> Bd 


Second Wind for Press 


Several hundred members of the 
California Newspaper Publishers 
Assn., heard Charles T. Lipscomb 
jr., president of the Bureau of Ad- 
vertising, American Newspaper 
Publishers Assn., give five reasons 
why he believes the daily news- 


Dealers Offered 
Antifreeze Tips 
In Dow Campaign 


MIDLAND, Mich.—Dow Chemical 
Co. is offering dealers advice on 
cooling-system care as part of its 
1958 antifreeze promotion cam- 
paign, according to Ted Caldwell, 
antifreeze sales manager. 

“The dealer is still the key to the 
sale and if we want him to get the 
right message to car owners, we've 
got to give him the right tools to 
do it,” Caldwell said. 

Film aids available from Dow 
show the dealers functions of vari- 
ous parts of the cooling system and 
how to maintain it. One film covers 
tractor cooling-system care. 

Display materials include a 
“Drain Your Radiator Now” poster 
for the spring cleanout campaign, 
window streamers and envelope 
stuffers, Caldwell said. 

He said a consumer-information 
program will include sending 
cooling-system care facts to 2,000 
small daily and 200 metropolitan 
daily newspapers during the year. 








paper is entering into an era of 
new strength, Said Libscomb: 


“1. The bloom is off the TV rose. 
Your average TV home has a 
choice of 5% stations. There are 
now 473 TV stations in the nation. 
This can only split, divide and 
diminish the advertiser’s audience. 


“2. The Bureau of Advertising is 
developing a five-year research 
plan to get the facts we need to 
know about our advertisers, their 
agencies and our own product. 


“3. An outgrowth of the 5-year 
research plan will be the oppor- 
tunity to prove newspapers reach 
more people, at a competitive cost, 
and sell goods.” 

The fourth reason was the power 
of “sales analysis.” He revealed 
that the bureau plans to keep a 
scoreboard on the advertising ex- 
penditures and strategies of leading 
advertisers. 


His fifth and final reason, he said, 
is “sales attack.” At this point he 
listed some of the forthcoming 
plans of the bureau which will help 
launch this aggressive program. 

Lipscomb said it has been indi- 
cated that advertising expenditures 
in the United States will hit about! 
$15 billion in 1965. 


“Because of the five reasons I 
have given,” he declared, “I believe 
newspapers’ share will be $5 billion 


dollars plus.” 
> «& 


Happy with Rambler 


Geyer Advertising, Inc., adver- 
tising agency for American 
Motors, is currently running dis- 
play ads in leading U. 8. dailies 
in which it counts itself out of 
“automobile advertising’s current 
game of musical chairs.” 

The agency says it is happy 
with American Motors and says 
“we wouldn’t swap our chance to 
be a part of this great new suc- 
cess in the automobile industry 
for anything else in the industry.” 

The agency was quick to note, 
however, “if yours is a non- 
competitive account, we would be 
delighted to talk with you.” 


> > a7 
General Realigns Ad Setup 

A realignment of capacities in 
General Tire & Rubber Co.’s adver- 
tising, sales promotion and mer- 
chandising departments has been 
announced. 

Under the new setup, Ralph E. 
Harrington is named merchandis- 
ing manager. The overall advertis- 
ing and sales promotion operations 
now will be under the direction of 
John G. Ragsdale. 

> > 





New Petersen Publication 


“Motor Trend Sportscar Quar- 
terly,” a new publication, makes its 
initial national newstand appear- 
ance on Apr. 1 under the Petersen 
Publishing Co.’s Trend Book im- 
print. 

Contents will include reports on 
the American and European 
sportscar scene, rallies, new cars, 
maintenance and photographs. 

” > > 


Brochure on Color Ads 


The Houston Chronicle has pre- 
pared a brochure titled “The 
Impact of Color,” a message on 
newspaper color advertising. 

The booklet will be shown on 
request by the Chronicle’s national 
representatives, Branham Co., or 
by contacting M. J. Gibbons, 
Chronicle general advertising man- 
ager. 

+. . +. 


Film on Corvette 


A 16-mm. black and white sound 
film that tells the story of the de- 
velopment of the experimental 
Corvette has been completed by 
Chevrolet for public showings. 

Titled “The Experimental Chev- 
rolet Corvette,” the movie covers 
the car’s progress from drawing 
board to test track and its special 
construction embodying possible 
automotive ideas of the future. The 
picture is being made available to 
Chevrolet dealers through the com- 
pany’s 47 zone offices. 

* - +. 


Hertz in Radio Campaign 
Hertz Rent-A-Car System, Inc., 

will spend $1,000,000 to sponsor a 

daily world and business news pro- 


gram on the CBS radio network 
beginning March 17. 

The program, featuring news- 
caster Walter Cronkite, will be 
aired over the entire CBS radio 
network of more than 190 sta- 
tions and will be heard by about 
8 million persons each week. 
The program, to be presented 

in five minute segments 12 times 
throughout the week, is the first 
business and world news show ever 
carried on an American radio net- 
work. Eight of the 12 weekly broad- 
casts will be devoted exclusively to 
business news. 

* + = 


Industry Photo Book 


Photo Methods For Industry 
(PMI), a new monthly magazine 
covering the industrial photo- 
graphic market, has started publi- 
cation in January at 33 W. 60th 
St., New York 23, N. Y. 

é * 


Salute to Tool Industry 


More than two million listeners 
will hear commentator Alex Dreier 
broadcast a 10-minute tribute to 
the tool engineering field over NBC 
Radio’s “Monitor” on Sunday, Apr. 
27 at 6:05 p.m. ES.T. Dreier’s 
weekly program, “America On The 
Go,” is sponsored by North Ameri- 
can Van Lines. 


The “salute” will be broadcast 


in recognition of the importance to 
industry of tool engineering, and 
the American Society of Tool Engi- 
neers’ 1958 Tool Show and 26th 
Annual Conference at Philadel- 
phia’s Convention Center, May 1-8. 


Merchandising Program 

A new merchandising program 
called Manpower Marketing Mer- 
chandising has been announced by 
Popular Science. 

The plan is designed to help 
manufacturers broaden their sell- 
ing force by having Popular 
Science sales merchandising spe- 
cialists make calls-in-depth on all 
types of dealers. 

Some 33 field men will sell prod- 
ucts, conduct surveys, put up dis- 
play material and familiarize 
jobbers and dealers with national 
advertising campaigns. 

* = * 


Names 
Freeman Gordon jr., is a new ac- 
count executive in the Los Angeles 
office of Batten, Barton, Durstine 
& Osborn, according to Tom Dillon, 
vice-president and manager. 
+ * > 


Jim Lodge and Tom Sherred 
have been added to the creative 
staff of the Detroit advertising and 
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public relations firm of Holden, 
Chapin, LaRue, Inc. Lodge for- 
merly was with Ex-Cell-O Corp. 
and Sherred was with Chrysler 
Corp. 


+ + * 

M. William Friis has joined the 
public relations department of 
Anderson & Cairns, Inc., New York. 
Friis formerly was with Mel Adams 
& Associates. 


© + * 

George C. Gilfillan jr., senior ac- 
count executive in the Detroit office 
of E. F. MacDonald Co., Dayton, 
O., national sales incentive organi- 
zation, has been appointed Detroit 
regional manager and has been 
elected a vice-president of the 
company. 

* + s 

Peter W. Allport, has been pro- 
moted from secretary and assistant 
to the president to vice-president 
of the Assn. of National Adver- 
tisers. ANA also announced the 
appointment of Alvin A. Dann as 
its director of public relations, 
succeeding John Balch, who has 
joined Heublein, Inc., as public re- 
lations director. Also joining the 
staff was Naomi Dagen, who will 
serve as Dann’s assistant. She 
succeeds Nancy Crandell, who will 
become director of press relations 
for the Point-of-Purchase Adver- 
tising Institute. 


WE HANDLE THE DETAILS 





IN THE 





GUARANTY PROGRAM 





It’s a simple matter to put all your new car customers on the Valvoline Guar- 
anty Program. Just fill in the Application Form when you make out the bill 


of sale. 


Valvoline will make out the new car guaranty and mail it to your customer 
with a letter requesting him to bring the guaranty to your Service Manager 


for signature. 


Never has a program covered so much with 
such a small amount of effort or detail. 
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... SEE AMBASSADOR, BUICK, LINCOLN 











ON ALCOA THEATRE NBC-TV 


28 million Americans will learn more about your powerful 
new Sales feature: Alcoa Aluminum 


Everybody’s hearing about aluminum in automobiles “in gleaming anodized 


grilles and ornaments that won’t ever rust ... 


parts that give more get-up-and-go. 
Dealers are selling the aluminum when they sell new cars; Detroit is adver- 
tising it. The public is reading about aluminum, and the public wants it. 
Tonight, 28 million Americans will learn still more about this powerful new 
auto sales feature when they see Alcoa Theatre, top-rated TV adventure. A 
full-length commercial will point out the aluminum on the Ambassador, Buick, 


Lincoln . . 


in light, strong, mechanical 


. because Alcoa® Aluminum gives every car more Gleam and Go! 


Alcoa Aluminum is the accent to elegance on every 1958 car. So when you’re 
selling a new car, sell hard on the aluminum trim that provides lasting gleam, 
on the aluminum parts that provide power and performance. And be sure to 
watch Alcoa Theatre tonight. See stations below. Aluminum Company of 
America, 1842-C Alcoa Building, Pittsburgh 19, Pa. 


SEE ALCOA THEATRE 
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(Wed.) 
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Fri.) 

South Bend........... WNDU-TV. ..8:30-9 PM 
1OWA 

Davenport............ 

Des Moines ‘ 

a 

Waterloo-Cedar Rapids. KWWL-TV...8:30-9 PM 
KANSAS 
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KENTUCKY 
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LOUISIANA 

Baton Rouge.......... WBRZ..... 10:30-11 PM 

(Wed.) 

New Orleans.......... WDSU-TV. ..8:30-9 PM 

Shreveport............ KSLA-TV..10-10:30 PM 
MAINE 

Res adesacemned WCSH-TV. .9:30-10 PM 
MARYLAND 

Baltimore............. WBAL-TV. .9:30-10 PM 





MASSACHUSETTS NORTH CAROLINA 
EE WBZ-TV....9:30-10 PM Charlotte. ............ wsoc-Tv.. 
Springfield............ WWLP-TV. .9:30-10 PM Pibcsisésedaaedd WRAL-TV.. 

anemean inston-Salem..... WSJS-TV 
EE Guistatectoess WWJ-TV....9:30-10 PM NORTH DAKOTA 
Grand Rapids......... WOOD-TV. .9:30-10 PM Pes solvecsddbccect WDAY-TV 
DLS iiknwenwense WJIM-TV...9:30-10 PM 

MINNESOTA ome 
BET Cacieaceccnd WDSM-TV. . .8:30-9 PM SreeiniinT® +» 2nonse WLe-TV.. 
Rochester............. KROC-TV....8:30-9 PM eens ao" 
St. Paul-Minneapolis... KSTP-TV....8:30-9 PM Deyton.... “wLw-D._. 

MISSISSIPPI Toledo. ..............WSPD-TV.. 
cs edbcecsdnce ee 8:30-9 PM y wrns-t 

missouri Oungstown........... U-TV.. 
Kansas City........... WDAF-TV. . .8:30-9 PM OKLAHOMA 
SL Ries copsscece KSD-TV..... 8:30-9 PM Oklahoma City........ WKY-TV.. 
Springfield............ ete cccsad 8:30-9 PM Wid cadhsovoesaves KVOO-TV. 

NEBRASKA 
Mc as dosannan KMTV...... 8:30-9PM OREGON 

Tbs taseuaines KPTV..... 

NEW MEXICO 
Albuquerque.......... KOB-TV..... 7:30-8 PM PENNSYLVANIA 

tacsecéséastccouced WICU-TV 

NEW YORK Johnstown............ WJAC-TV 
Binghamton........... WINR...... 9:30-10 PM Sega meats WGAL-TV 
DL c6thcecéuéosed WBUF-TV. .9:30-10 PM Philadeiphia.......... WRCV-TV 
a _—_ iv isanead WRCA-TV. .9:30-10 PM Pittsburgh WIIC-TV 

ttsburgh. HO 2.020000. WV... 
Burlington, Vt.......WPTZ......9:30-10 pm ——- Wilkes-Barre.......... ew: 
Rochester............. -9:30-10 PM RHODE ISLAND 
Schenectady . ai 9:30-10 PM : * 
Syracuse. ot ~ “9:30.10 PM Providence............ WJAR-TV.. 
ry 30-10 PM SOUTH CAROLINA 
Watertown-Carthage. ..WCNY}...10:30-11 PM Is cio sd ccseecs WFBC-TV. 





CHARLES BOYER 
STARS IN 
“EVEN A THIEF 


CAN DREAM" 


The tongue- 
in-cheek affairs 
of a romantic 
scoundrel 
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Sesssss 
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os 


. -8:30-9 PM 
-9:30-10 PM 


(Sun.) 


-9:30-10 PM 


-9:30-10 PM 





ON THESE STATIONS 


TENNESSEE 
Chattanooga. ......... WRGP-TV. .9:30-10 PM 
EL ps ccccesdses WATE-TV. .9:30-10 PM 
Memphis. ............ WMCT......8:30-9 PM 
PE basndiosgece WSM-TV. ..9:30-10 PM 
(Twes.) 
TEXAS 
Se KTBC...... 9:30-10 PM 
(Sun.) 
Corpus Christi......... KRIS-TV. .10-10:30 PM 
(Tues.) 
a KTSM-TV. ..7:30-8 PM 
ccssnccenss WBAP-TV. ..8:30-9 PM 
SIRs ceccccccescns KPRC-TV....8:30-9 PM 
San Antonio.......... WOAI-TV...9:30-10 PM 
(Suan.) 
UTAH 
Salt Lake City......... ies sabe 7:30-8 PM 
VIRGINIA 
re WVEC-TV. .9:30-10 PM 
Richmond-Petersburg. .WXEX-TV. .9:30-10 PM 
Sadctchessenns WSLS-TV...9:30-10 PM 
WASHINGTON 
Ube saedesccccnde KOMO-TV. .9:30-10 PM 
Se abasatéanie KHQ-TV....9:30-10 PM 
WEST VIRGINIA 
Huntington............ WSAZ-TV. .9:30-10 PM 
SG cacsccescces WTRF-TV...9:30-10 PM 
WISCONSIN 


Green Bay-Marinette. ..WMBV-TV...8:30-9 PM 
Madison w 














HERE’S HOW ALCOA WILL SELL MR. & MRS. AMERICA ON ALUMINUM 


TONIGHT NBC-TV 





BROOKE TAYLOR’S VOICE OVER SOF: Today, the latest word in It imparts a gleaming beauty that won’t rust, chip, pit or peel . . . a beauty 
transportation is aluminum . .. ALCOA Aluminum .. . the designer’s that time and distance can’t take away. 
metal! It gives today’s automobiles a distinction never seen before. 





On this car, more aluminum—76% more than last year—has been used . . . and lustrous aluminum in beautiful anodized finishes developed and 
inside and outside. Textured aluminum .. . superhard aluminum .. . perfected by Alcoa . . . finishes that need no special cleaners or polishes 
treat them as you would the paint, just wash and wipe clean and bright. 














This year, the most beautiful cars in the world are proudly wearing the ... Aluminum “gleam” for fashionable distinction. 
“Gleam and Go” of ALCOA Aluminum. Aluminum “go” fur power and See these beautiful cars at your local automobile showrooms. . . cars 
efficiency .. . that represent the latest word in styling: Aluminum by ALCOA. 


ALCOA Y ALUMINUM GIVES EVERY CAR MORE GLEAM AND GO! 
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FIRST 


IN TOTAL DAILY CIRCULATION 


New leader among Houston newspapers is The Houston Post. Total 
daily circulation of The Houston Post is now largest of any Texas daily, 
morning or evening: 213,198.° The best newspaper buy in the South’s 
Number One market is The Houston Post—first in total daily circulation. 


*As filed with A.8.C. for six months ending September 30, 1957, subject to ovdit. 
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REPREBENTEDOD NATIONALLY ey MOLONEY 


CAR DEALERS — AUTOMOTIVE 
PARTS JOBBERS — DISTRIBUTORS 


PROTECT YOUR PROFITS — 
STOP MYSTERIOUS LOSSES 


Over $2,000,000 per day is lost by businessmen in the United States because of 
DISHONEST and careless employees. EMBEZZLEMENT alone accounts for $2,000,000 
per day. What steps do you take to prevent this happening in your business? 


Service by Dukes Corporation can help you immeasurably in preventing and DETECT- 
ING employee-embezziement. We also check the efficiency, sales knowledge and 
courtesy of employees, which also results in lost business to you. 


One of our Field Representatives is in your area and can acquaint you with this 
service at no cost to you—talk to him. 


Send your business letterhead to our Executive Office, we will have a Field Man 
contact you immediately. Our forty years of experience equips us with knowledge 
of where to explore for all sources of defaication. We are nationwide. 


DUKES SERVICE IS CURRENTLY USED BY THOUSANDS OF 
CAR DEALERS. 


SEND US YOUR LETTERHEAD OR CALL US COLLECT, 
ILLINOIS 7-1616. 
DUKES CORPORATION 


78-17 37th Ave., Jackson Hts. 72, New York 
BRANCH OFFICES IN PRINCIPAL CITIES 





New Book Valuable Information About 


“The AUTOMOBILE DEALER” ¢ Sev Oe Settee 
Tells How To Compensation Plans 
OPERATE PROFITABLY 


Car Rental 
‘in a@ BUYERS MARKET 


Sales Methods 
Used Car Profits 
267 Pages—Cloth Bound 


Super Salesmen 
Accounting Controls 
Factory Relations 
Combating Unscru- 
pulous Competition 
And Many Other 
Subjects 


For Your Copy. 
Send $5.20 Direct To 


PHILPENN PUBLISHING CO. 


1750 NORTH BROAD ST. 
Philadelphia 21, Pa. 





SOME DEALERS. HAVE 100% ABSORPTION FIGURES! 
{National Average is 65°) 


2170 South Avenue 


rvice Control Dept. AN-178, Chicago 8, tll. 
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Auto Personnel 





Vincent P. Blair has been ap- 
pointed general manager of Delco 
Products division of General 
Motors, effective Jan. 1. 


He will succeed Frank H. Irelan, 
who is retiring after 42 years with 
GM. Blair has been comptroller of 
GMC Truck & Coach division since 
July, 1950. He joined GM in 1929 
as an accountant with Inland Mfg. 
division and was comptroller of 
that division from 1944 until he 
went to GMC. 


Irelan, general manager of Delco 
since 1940, began his GM career 
with Dayton Engineering Labora- 
tories Co. in 1916. He was general 
| manager of the former Delco Brake 
division of GM from 1937 until 1940. 


'Motor Master Products 


‘Names Mitchell Sales Chief 


Appointment of Ken Mitchell as 
|sales manager has 
|been announced 
by Motor Master 
Products Corp., 
Defiance, O. 


Mitchell recently 
had been a mar- 
ket representation 
manager for 
Edsel division 
of Ford Motor Co. 
| Prior to that he 
had spent seven 
| years as district sales manager for 
Studebaker-Packard Corp. 


Krasnow Joins Budd 


Arthur L. Krasnow has been 
appointed sales manager, Eastern 
Region, for the Nuclear Systems 
division, Budd Co. He formerly was 
sales manager for Baird Atomic 
Co., Cambridge, Mass. 

« > > 


MacGregor Retires; Rigsby 
Heads Packard Electric 


Carl C. Rigsby has been named 
general manager of the Packard 
Electric division of General Motors 
succeeding B. N. MacGregor, who 
is retiring. 

Rigsby has been factory manager 
of Packard Electric, Warren, O., 
since 1942. He joined GM’s Delco- 
Remy division in 1926 and went to 
Packard Electric as a factory su- 
perintendent in 1935. MacGregor 
has been with Packard Electric 38 
years and has been general man- 
ager since 1933. 

> = 7 


Dayton Rubber Names Conn 


To Michigan Sales Post 


Dayton Rubber Co. has appointed 
Gordon W. Conn commercial sales 
supervisor for 
Michigan. 

Conn is a mem- 
ber of the execu- 
tive board of the 
Motor City Traffic 
Club and the 
Eastern Michigan 
Traffic Assn. and 
is a member of 
the Greater De- 
troit Board of 
Commerce, the 
Michigan Truck- 
ing Assn. and other traffic organi- 
zations. Before joining Dayton Rub- 
ber, he was with Timken Detroit 
Axle Co., Liberty Highway Co. and 
Suburban Motor Freight Co. 

> 


Shelton Looms Appoints 


Mrs. Fortuna in Sales 


Alice S. Fortuna has been ap- 
pointed sales manager of the auto- 
motive fabrics division of The Shel- 
ton Looms, an affiliate of Sidney 
Blumenthal & Co., Inc., New York. 

Mrs. Fortuna formerly was styl- 
ist and styling coordinator for Shel- 
ton and before that was a fabric 
stylist and designer for Chrysler 
Corp. 

+ + t 
Trailmobile Ups Richards 
Trailmobile, Inc, has named 

George E. Richards sales repre- 
sentative in the Louisville area. He 
had been in the parts and repair 


department of the Louisville 
branch. 








Ken Mitchell 





et 
Gordon W. Conn 


Four District Managers 
Appointed by Chevrolet 


Four new district managers 
under the Chevrolet zone office in 


Minneapolis have been appointed. 
Charlies F. Harding will cover the 
Duluth (Minn.) area; Richard E. 
Anderson, the area near Rice Lake, 
Wis., and Gerald L. Larson, the 
territory near Eau Claire, Wis. 
Bernard F. Rippelmayer has been 
named metropolitan district man- 
ager for Minneapolis and St. Paul. 


* * * 


4 Vice-Presidents Named 
By Minnesota Rubber 


Four executives of Minnesota 
Rubber Co. have been elected vice- 
presidents of the Minneapolis cor- 





R. R. Johnson 


R. G. Wells 


poration, Robert W. Carlson, pres- 
ident, announced. 

The new company Officers are 
Robert R. Johnson, engineering; E. 
Burke Neff, quality and cost con- 
trol; Loren J. Sewall, manufactur- 
ing, and Richard G. Wells, vice- 
president and sales director. 

> > > 


Federal-Mogul Appoints ‘ 


Carson Purchase Director 
Robert C. Carson has been pro- 
moted to director of purchases of 
the Federal-Mogu! division, 
Federal-Mogul-Bower Bearings, Inc. 
Carson had been assistant pur- 
chasing director under E. F. Bau- 
man, recently assigned other pur- 
chasing responsibilities at a cor- 





Thugs Overpower 
Used-Car Dealer 
And Take $26,000 


ROCKY MOUNT, N. C.—Jesse 
Jones, used-car dealer, was over- 
powered by two men in his office 
here Feb. 10 and robbed of $24,000 
in cash, two endorsed checks total- 
ling $2,000 and a money order for 
$75.62. 

Jones said he had attended a 
used-car sale in Windsor, Va., Feb. 
6 and had sold several cars. He had 
planned to deposit the money when 
he returned here Feb. 8 but the 
banks were closed when he ar- 
rived, he said. 

The cash included $1,000 in $50 
bills and $23,000 in $100 bills, Jones 
said. Payment on the checks was 
stopped after the robbery, but 
Jones said he did not have any in- 
surance on the money. He offered 
a $1,000 reward for the arrest and 
conviction of the robbers. 

He told police the men wrapped 
a piece of wire around his neck, 
took his money bag and escaped 
in a waiting car. He said he fired 
two shots at the fleeing car. 


oe 





Commercial Credit Cites Dealer— 


porate level. Carson has been with 
the company 10 years. 
> * a7 


Fruehauf Appoints Utech 


Product Sales Manager 


Duane W. Utech has been ap- 
pointed product sales manager for 
truck bodies by Fruehauf Trailer 
Co., Detroit. 

Utech has been 
with Fruehauf 
since 1951. Start- 
ing as a Trailer 
model specialist, 
he has worked in 
various capacities 
in the sales de- 
partment. Before 
taking over his 
present position 

- he was assistant 
D. W. Utech product manager 
in the truck body division. 
* * aa 


Ford Ups Wotherspoon 


William W. Wotherspoon has 
been appointed services manager 
for the steel division of Ford Motor 
Co. Joseph S. Cummins was ap- 
pointed industrial relations man- 
ager, succeeding Wotherspoon. 


* * * 


Checker Adds 3 Salesmen 


To Staff in South, Midwest 


Checker Cab Sales Corp., Kala- 
mazoo, Mich., has announced three 
additions to its sales staff. They 
are: 

Paul A. Hutmacher, assigned to 
the states of Texas and Oklahoma; 
Floyd M. Snyder, Western Iowa, 
Nebraska, Western Missouri and 
Kansas; Edwin L. Adams, Louisi- 
ana, Southern Arkansas, Southern 
Mississippi, Southern Alabama and 
Western Florida. 


Huppower Appoints Stoops 


General Sales Manager 


J. Howard Stoops has been ap- 
pointed general sales manager for 
Huppower division, Hupp Corp. 
Detroit. ; 

Stoops was for- 
merly manufac- 
turing manager of 
Huppower. Prior 
to joining Hupp 
he was director 
of manufacturing, 
Aeronautical Divi- 
sion, Minneapolis- 
Honeywell Corp., 
and has also 4 
served as super- - 
intendent of an oa aay 
apparatus division of General 
Electic. Appointment of E. A. 
Millheam to fill the position of 
manufacturing manager left vacant 
by Stoops’ promotion was also 
announced. 





ee 







* . 


> 
Michigan Tool Ups Sautter 
Edward G. Sautter has been 
named treasurer of Michigan Tool 
Co., Detroit. He succeeds Willard 
H. Holt, who retired in December. 


> 6 > 
Waizsenegger Joins S-P 

Heinz Waizenegger, former sales 
manager of Daimler-Benz of North 
America, Inc, has joined 
Studebaker-Packard as manager of 
Mercedes-Benz training and pro- 
motion. 


Jarman Motors, Inc. (Dodge-Plymouth), Baltimore, is presented a special anniversary 
award by Commercial Credit Corp., national sales finance firm, in recognition of 25 
years association between the two firms. Above, at the award presentation are, from 
left, Charles E. Fountain, treasurer; Mark R. Chenowith, president; Harry Nichols, 
Baltimore office manager, Commercial Credit Corp.; Robert A. Coxeter, vice-president- 
divisional manager, C. C. C.; W. A. Tower jr., vice-president, and A. C. Susemiki sr., 


secretary, Jarman's executives Chenowith, 


Fountain, Tower and Susemikl have over 


150 years combined experience selling Dodge products. 








NON-SLIP DIFFERENTIAL KEEPS 
TRUCKS MOVING IN ANY WEATHER 


Here’s a utility repairman who’s supposed to be making a trouble 
call. Instead he’s the one who’s in trouble . . . with his wheel 
buried in soft mud. 

You can help prevent this happening to any of your customers 
by recommending a non-slip differential whenever you make a 
sale. It’s so low in cost, yet the non-slip differential is adequate 
assurance that trucks won’t be stopped or stalled by spinning 
wheels. In all kinds of weather . . . where there’s mud, snow or 
ice . . . the non-slip differential keeps power geared to the 
wheel that has the traction. 

But, who is out on a night like this? Mainly those who have 
to be on duty . . . police cars and trucks, utility service vehicles, 
road commission trucks, the fire chief and his deputies . . . the 
people who protect your community in rain, snow and sleet at 
any hour of the day. They can’t afford to be stalled or plagued 
by spinning wheels. 

Neither can the businessman with one truck or a fleet of 
trucks. Every hour he loses, with a truck stuck in the mud or 
stalled on ice, is money out of his pocket. And, deliveries keep 
piling up with customers becoming more and more impatient. 

Now a regular production option on most 1958 light trucks 
and station wagons, the non-slip differential . . . 

e reduces slipping on icy or wet pavement if either wheel has 
traction . . . for that’s the wheel that gets all the power. 


e enables the truck to pull itself out of sticky mud or loose sand 
if either wheel can get a grip. 

e guards against dangerous swerve resulting from “wheel hop” 
on rough bumpy roads. 

You always know, when there’s any traction at all, that the 
non-slip differential will shift power to the wheel that can pull 
you out of trouble. 

Prove it to yourself, and to your customers, by test driving a 
truck equipped with the non-slip differential. One way is to 
drive on to a soft shoulder . . . leaving one wheel on the pave- 
ment and the other in the mud. Experience tells. you that you 
should be stuck. Ordinarily there’s no way of getting back on 
the pavement. With a non-slip differential, just step on the gas 
... gently. You’ll feel power gripping the pavement and, in a 
second, the non-slip differential will have you out of the mud. 

Choose any demonstration you want . . . but demonstrate and 
you’ll have results. Take the word of dealers who say they’re 
delivering 75% to 90% of their light trucks factory equipped 
with non-slip differentials. 

Start building repeat sales now by making sure that every 
truck you sell gives top performance in all kinds of weather. 
Just be sure it’s equipped with a non-slip differential. Order 
from your factory now or, for more information, write the 
Dana Corporation, Toledo 1, Ohio. 


DANA CORPORATION ~ Toledo 1, Ohio 
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Seeing Is Selling, 
Accessory Firm 


Tells Its Reps 


WOOSTER, O.—Changes in car 
styling and increased quality of in- 


Current Prices on U. S. Cars 


standard on Adventurer.) 
DODGE — Coronet Six —4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, 





2-dr, hardtop (4-passenger), $3,630.85 (V-8 
aera 


PERIAL — Imperial—4-dr. sed., $4,- 


hardtop, $3,262; 4-dr. 2-seat stat. wag., 
aon H a w k — 2-dr. hardtop, $3,995, 

Flightomatic and power brakes are stand- 
ast on all models.) 

PLYMOUTH—(Prices are for six-cylinder 
nodels. For V-8s, add $107.) Piaza—4-dr. 
yed., $2,169; 2-dr, sed., $2,117.50; bus. cpe., 
52, 028.25. Savoy—4-dr. sed., $2,304.75; 2- 
ur. sed., $2,254.25; 4-dr. hardtop, ‘$2,- 
399.50; 2-dr, hardtop, $2,328.50, Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
4-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,- 


ppo been delivery-and-handling charges. Not im- | $2,571.50. Coronet V-8—4-dr. sed., $2,637; 45: 4-dr, hardtop, $4,945; 2-dr. hardtop, | 456.50; conv. (V-8 std.), $2,762. Fury— 
—- ~ intapents have a cluded are variable items passed on to oar. sed,, $2,556.25; 4-dr, hardtop, $2'764; $4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 2-dr, hardtop (V-8 std.), $3,066.50, Sta- 
‘o main forces behind recent new the retail buyer, such as State and local |2-dr. hardtop, $2,679; ‘conv., $2,941.50, | hardtop, $5,632; 2-dr. hardtop, $5,388; | tion Wagons (Suburbans)—2-dr. 2-seat De- 
product development in the automo-/ taxes, transportation charges and op- | Royal—4-dr. sed., $2,797; 4-dr, hardtop, —, vy 60. LeBaron —4-dr. one $5,-| tuxe, $2,431.50; 4-dr. 2-seat oo, 3, 
tive accessories line of Wooster! tional equipment. $2,915.25; 2-dr. hardtop,’ $2,854. Custom ga “ar. er tan r >. 485.50; 2-dr. 2-seat Custom, $2,553 
Rubbe Royal—4-dr, sed., $3,030; 4-dr. hardtop, » power steering, po’ rakes 4-dr. 2-seat Custom, $2,607; 4-dr. Son 
u r Co., according to its presi-| (copyright, 1958, by Automotive News) ard on all models.) Custom, $2,747; 4-dr. 2-seat Sport, $2,- 


dent, James R. Caldwell. 
Caldwell spoke before sales repre- 


sentatives assembled for the annual 
Rubbermaid automotive division na- 


BUICK -dr. sed., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2, 744; conv., $3,041; 4-dr, 2-seat 
° $3,145; 4-dr. 2-seat hardtop 
stat. wag., $3,261. Century—4-dr. sed., $3,- 


$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr., hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
$2,970.25; 4-dr., 2-seat Sierra, $3,034.75; 
4-dr. 3-seat Sierra, $3,176.25; 4-dr. 2-seat 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus- 
tom Sierra, $3,354.25. 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr, hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr, sed., $5,565; 4-dr, ‘hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 


759.75; 4-dr. 3-seat Sport, $2,899.75. 
PONTIAC—Chieftain—4-dr, sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr. 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat, 
wag., $3,088. Super Chief—4-dr, sed., $2,- 


tional sales meeting. 316; 4-dr, hardtop, $3,436; 2-dr. hardtop, MERCURY—Medalist—4-dr. sed., $2,617; | 834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop EDSEL— -dr, sed., $2,592; 2- 2-dr. sed., $2,547. Monterey—4-dr. sed.,| $2,880, Star Ohiet_—4-dr. sed. ssonl: 
W. F. Coulter, automotive divi- stat. wag., $3,83 1. Super—4- -dr, sed., ay . sed., $2,519; 4-dr. hardtop, $2,678; $2,721; 2-dr. sed., $2,652; 4-dr. hardtop,| dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
sion sales manager, told the reps| 789; 2-dr. hardtop, $3,644. Roadmaster r. hardtop, $2,593, Paeer—4-dr. ‘sed., | $o's40: 2-dr. hardtop, $2,769; conv., $3,-|4-dr. 2-seat stat, wag., $3,350, Bonneville 

—4-dr. hardtop, $4,667; 2-dr, hardtop, $4,- | $2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 081. Montelair—4-dr, sed., $3,236; 4-dr.| —2-ar. hardt $3,481: nv., $3,586 

that unless today’s new product in- 480. ‘Limitea—4-dr. hardtop, | top, $2,805; conv., $3,028, Corsatr—4-dr. . . , $3,236; r. hardtop, $3,481; conv., $3,586. 
557; conv., $4, , hardtop, $3,365; 2-dr. hardtop, $3,284; RAMBLER — American — Deluxe 2-dr, 

troductions are backed up by at-| $5,112; 2-dr. hardtop, $5,002; conv., $5,125. | hardtop, $3,425; ‘2-dr. hardtop, $3,346. | cony. 536: Turnpike Crui 4-dr : ° 

aord Cen- | Cation ~4-d0, hard 615; 2-d c , $3,536; pike ruiser .| sed., $1,789; Super 2-dr. sed., $1,874, 
tractive, easily handled point-of- | (Variable-pitch Dynafiow standard ‘on : ~dr. hardtop, $3, r. hard-| hardtop, $3,577; Turnpike Cruiser 2-dr.| Deluxe Six—4-dr. sed., $2,047. Super Six— 
eal rial il distributo tury and Super; Flight-pitech Dynfiow | top, $3,535; conv., $3,801. Station Wagons hardtop, $3,498. Park Lane—4-dr. hard-|4-dr. sed., $2,212; 4-dr. hardtop, $2,287; 
e material, reta stributors dard on Roadmaster 75 and Limited. | —Roundup—2-dr. 2-seat, $2,876. Villager— ; : ; , ; 
standard on " top, $3,944; 2-dr. hardtop, $3,867; conv., | 4-dr. 2-seat stat. wag., $2,506. Custom Six 
will be unable to cash in on the! Powering steering standard on Super, Road-|4-dr. 2-seat, $2,933; 4-dr, 3-seat, $2,990. $4,118, Station Wagons—2-dr, 2-seat Com-|—4-dr, sed.. $2,327:  4-dr, 2-seat stat, 
full sales potential of quality ac-| Master 75 and Limited. Power ey Bermuda—4-dr, 2-seat, $3,190; 4-dr. 3- muter, $3,035; 4-dr. 2-seat Commuter, | wag., $2,621, Rebel V-8—Super — 4-dr. 
ries standard on Roadmaster 75 and Lim ) | seat, $3,247. (Automatic transmission $3,105; 4-dr. 3-seat Commuter, $3,201; 2-dr. | sed., $2,342; 4-dr. 2-seat stat. wag., $2, 
cessories. CADILLAO — Series 62 — 4-dr. hardtop, a. on Corsair and Citation.) 2-seat Voyager, $3,535; 4-dr. 2-seat Voya-| 636. Custom — 4-dr, sed., $2,457; 4-dr. 
“It makes little sense to put/ $4,891; 4-dr. extended-deck hardtop, $5,-| °°, D—(Prices are for six-cylinder mod-| ger, $3,635; 4-dr. 2-seat Colony Park,| hardtop, $2,532; 4-dr, 2-seat stat. wag., 
079; 2-dr, hardtop, $4,784; conv., $5,454; | c/s. For V-8s, add $107 for station wagons; | $3,775. (Multi-Drive Mere-O-Matic, $2,751. Ambassador — Super — 4-dr. sed., 


quality and profit potential into 
automotive products and then tell 
the dealer—who is short of both 
time and display space—to take it 
from there,” Coulter said. “Seeing 
is selling in the automotive acces- 
sories business if you’ve got a well 


Sedan de Ville 4-dr. hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 
Sixty Special—4-dr. hardtop, $6,232, Series 
75—S-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matiec, power steering, 
power brakes standard on all models.) 


$124 for Fairlane and Fairlane 500; $137 
for Custom 300.) Custom 300—4-dr, sed., 
$2,109; 2-dr. sed., $2,055; business sed., 
as Fairiane—4-dr. sed., $2,275; 2-dr. 

sed., $2,221; 4-dr, hardtop, $2,418. 73; 2-dr. 
hardtop, $2,354.12. Fairlane 500—4-dr. sed., 
$2,427.72; 2-dr. sed., $2,373.72; 4-dr. hard- 
top, $2,498.72; 2-dr. hardtop, $2,434.72; 
conv., $2,649.88; retractable hardtop (V-8 


power 
steering, power brakes standard on Park 
Lane; Mere-O-Matic standard on Montclair, 
Voyager and Colony Park.) 
OLDSMOBILE — Series 88 — 4-dr, sed., 
$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; conv., $3,- 
221; 4-dr, 2-seat stat. wag., $3,284; 4-dr. 
2-seat hardtop stat. wag., $3,395. Super 88 
—4-dr. sed., $3,112; 4-dr. hardtop, $3,339; 


$2,587; 4-dr. 2-seat stat, wag., $2,881. Cus- 
tom—4-dr. sed., $2,732; 4-dr, hardtop, $2,- 
822; 4-dr. 2- seat stat. wag., $3,026; 4-dr. 
2-seat hardtop stat. wag., $3,116. 
STUDEBAKER—Scotsman 6—4- dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat. 
wag., $2,055. Champion 6—4-dr. sed., 
$2, 253; 2-dr. sed., $2,189. Commander v-8 
4-dr. sed., $2, 378; 2-dr. hardtop, $2,493; 


om are for six- 
product ready for market.” oil wan. oo age $107.) ae, See. oe Saee- oa. 2-dr, hardtop, $3,262; conv., $3,529; 4-dr.|4-dr. 2-seat Provincial stat, wag., $2,644. 
“a ; tati al ee a de. ood. 2p Sei; —, ne agen, $2,396.76; 2-dr. 2-seat | 2-seat hardtop stat. wag., $3,623. Series 98 President V-8—Classic 4-dr. sed., $2,639; 
e sales represen ves sO a. a sed, 2,013. Biscayne — 4-dr. ; io Ranch agon, $2,503.24; 4-dr.|—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; | 2-dr. hardtop, $2,695. Hawks—Silver Hawk 
heard presentations of the com=|2.2° lil Mii, Ser” ghSs0” a ain | Sorat Page wagon, $2480 7; tar. avai | 2d hana $4020, conw.“guon det-|@ ce. 2.30; fiver Hawk, V8 ope. $a 
, » ° -24; 4-dr, 3- away y power s' ing, Power | 352; Golden Hawk V-8 2-dr. hard 
pany’s advertising and promotion |4-ar. sed., $2,440; 2-dr. sed., $2,386; 4-dr. Country Sedan, $2,664.24; 4-dr. 3-seat| brakes standard on Series 98.) $3,382. (Overdrive standard on ‘Goldes 


plans for 1958, and toured the 
main factory at Wooster. 


Ford to Sponsor 
Driving Course 


hardtop, $2, 511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr, 2-seat Yeoman, $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631. 

CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 


Country Squire, $2,793.90. Thunderbird — 


PACKARD — 4-dr. sed., $3,212; 2-dr. 


Hawk. Heater standard on Scotsman.) 


New Commercial Car Registrations, 
32 States for January, 1958-1957 


F T k $3,214; 4- Ag ge at ee” $3,616; 4- 
ruc r dr. 3-seat ae 1 Truck istrations by states are 
or e€ 8 4-dr, sed., $3,818; 4-dr, hardtop, $3,955; oclemed Gans eatin, "ao enuatien 


DETROIT.—The Ford division 
has announced a nationwide, public- 


2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr, hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 


R. L. Polk 


by 
state capitals. 


representatives in 
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service program designed to help 0&3. 300-D——2-dr, hardtop, $5,173; | !7 States Previously 58 | 3} +3147 6! 657| (2837 ms 1840) 169 90; 178{ 331; 313) 10642 
trucking companies cut their acci- conv, $5,603. (TorqueFlite and power steer-| Reported for January ‘s7| é| 3645 77 739| 25 2504| 10 | 1812; 58 179; 274|_—— 483 186) 11247 
ing standard on Saratoga, New Yorker and | Arkansas 547 i “4 (400 — or 152; S10 i i 
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co AL—4-dr. y - | Colorado : 6 it} j 
J. O. Wright, Ford division gen-| ar. nardeop, 90.072: 2-dr. hardtop, $5,825; "57 251 4| 43, 14% 16, ; 13) 8| a i2| 706 
eral manager, said the one-week, | ir" power brabes standard on ail models) | ©°"'¥<¥ a 
. DeSOTO — Firesweep — . e., “it isi . i a! “ 
Harold L. Smith, Institute of Driver | gins0. sear, hardtop’ $2,983; 2-dr. nerd. | Lovisiona aI | a | a - 2 a ta) 35) Tae 
Behavior and originator of the) top, $2,889.50; conv., $3,218.50; 4-dr. 2-| ——— — 77) 5 ea al it ———_'— 4 
“Smith System for Safe Driving.” | "2. "{s:s0s, Wiredome4-dr. sed.. $3,089; ov}, isl tal] 
Basi Smi system | 4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- | Maryland ' i TT “| 153 61} a ee 
hel — = oo ecient 177.50: conv., $3,488.50, Fireaite—4-dr.| =| | 28 2} Gil isl alcool al | se 4 
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habits as a —— a hardtop, as Sor $0,008; 4-4. 2-seat ‘57 | % “ul 38 9 31 | 4 H 2 
hazardous situation ore it stat. wag., $4,030; 4-dr. 3-sea “— WOE. | Toney ss 3a 143) Sr Tt tt stipes eases 
— too late to do anything about cea sasse0, 2 wer Fite canted en . “ a 2 131 soil __13|_174]_ 3% Tt A ye | 
reflite an venturer, Power brakes | New Mexico ‘s8) 1 25 5) 71 4 a ‘| 2 19 2) 4n 
rr ir - een See Sosa oni es : a ad 2 135: oo Cl = 2 2 23} 5| 56! 
said, he instructed safety directors . . 10 7 61) 26 4i| 2020 
from 100 fleets representing 100,000 Machinable Carbide 7 Lbs a) 25| _513| 176] 38815) “ 7% 79|__44|_ 2514 
Oklahoma 58 | “| 2 27 a 1 15 4 é ae 
trucks. sisting th » Development of a machinable I 57) ; 310 158 72| 104 al 12 4 4, 703 
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‘57 7 2 16) 55 9 2 I ‘peal 
added, the safety directors cAan/Sintercast Corp. of America, 134| ia ~Carclina 58) 2) | 20 real 2 a ; : ' — 
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two — the course will be 
given in Los Angeles and then in 
other large trucking centers. 


New Passenger Car Registrations, 24 States for January, 1958-1957 
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dures. R. L. Polk & Co. 


state documents, Every reasonable precaution has been 
this report to the extent of the registrations received and tabulated at the time the report is published. 
cannot assume any liability by reason of inaccuracies or omissions."—R. L. Polk & Co. 
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n report from cial state documents. har reasonable ta e time is publi k & Co. cannot assume any liability by reason of 
precaution has been exercised te insure accuracy of this? report to the extent of the registrations received and inaccuracies or omissions.""—R, L, Polk & Co. 
The 1957 figures for Nash and Hudsen are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 
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WITH THE 
ta 


PLEASURE TRIP or business trip ? There’s counsel 
for both in The Inquirer! Traffic Guides which 
show the best way to get«there; Fishing Guides; 


the “‘added features” which make The Inquirer 
so readable and so thoroughly read. Another 
reason why advertisers have made The Inquirer 


their first choice in Delaware Valley for 24 
consecutive years! Certainly your advertising 
belongs in The Inquirer. 


and even complete Tours of The Week, out- 
lining historical, interesting journeys through 
Delaware Valley, U.S.A. These are typical of 


The Philadelphia Prguiver 


Constructively Serving Delaware Valley, U. S. A. 
Delaware Valley, U.S.A.—14 


county Retail Trading Area... 
home of 5,200,000 people... 
Philadelphia is the hub. 


LOS ANGELES 
FITZPATRICK ASSOCIATES 
8460 Wilshire Boulevard 
Dunkirk 5-3557 


DETROIT SAN FRANCISCO 


RICHARD I. KRUG FITZPATRICK ASSOCIATES 
Penobscot Bidg. 155 Montgomery St. 
Woodward 5-7260 Garfield 1-7946 


CHICAGO 
EDWARD J. LYNCH 


20 N. Wacker Drive 
Andover 3-6270 


NEW YORK 
ROBERT T. DEVLIN, JR. 
342 Madison Ave. 
Murray Hill 2-5838 


CO oe ee Eee See Seen eee n eee ee een nnencene! 











AUTOMOTIVE NEWS, MARCH 10, 1958 








LAMP MIRROR—Tellerscope, an eight- 
inch plastic convex mirror which allows 
one man at the wheel to check an avto- 
mobile's rear lamps, will be given free 
to service station dealers who buy a case 
of General Electric “all-weather” head- 
lamps during April and May. The Teller- 
scope fits on the wall next to the door 
track inside the entrance of the lubri- 
forium. It reflects the entire rear of the 
car back to the man at the wheel, it is 
said. Just before the car is backed off 
the lift, the man at the wheel switches 
on the rear lights and applies the brakes 
to operate the stop lights. A glance at the 
Telierscope tells him whether or not the 
rear lights are burning. Miniature Lamp 
Dept., General Electric Co., Nela Park, 


Cleveland 12, O. 
. * 


> 
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ELECTRIC TACHOMETER — A portable 
electric tachometer for both driving and 
tune-up, which works on any four, six or 
eight-cylinder gas engine, and can be 
changed from one car to another in a 
few seconds, has been announced by 
Dixson Products Co., Vashon, Wash. The 
model 30 Electro-Tach, a self contained 
unit with magnetic base, “stays put" on 
the dash, fender, or any other steel sur- 
face, it is said. The unit can be used with 
@ six or 12-volt ignition, or a magneto. 
tt shows 0-6000 r.p.m. on an eight- 
cylinder engine, 0-8000 r.p.m. on a six- 
cylinder engine, and can be used on a 
four-cylinder engine by doubling the 
eight-cylinder reading. 





PRESSURE CONTROL—Dynarex Corp., 
6218 Clayton Ave., St. Lovis 10, Mo., has 
announced a pressure control unit which 
will control pressure in the entire fuel 
system .. . not just at the carburetor. 
With the use of “Injecta-Flo,” the entire 
fuel system, including the output of the 
fvel pump, is automatically reduced in 
relation to the setting of the unit, it 
is claimed. By controlling the entire fuel 
system, vapor-lock is impossible, and a 
smoother operating engine will result, 
with noticable savings in fuel economy, 
it is said. 

oe  s- © 
‘Pushbutton’ Auto Wax 
Easy to Use, Says Johnson 

A one-step “pushbutton” auto 
wax that is claimed to give paste- 
wax performance is being sold by 
S. C. Johnson & Son, Inc., Racine, 
Wis., makers of Johnson’s Wax. 

Key feature of Instant J-Wax, 


NEW PRODUCTS 


the firm says, is its ease of use, 
achieved through the pressurized- 
container method of dispensing the 
homogenized product, which can 
be easily spread. 

° + > 





WRENCH—The “Click-Stop,” said to be 
the first automatic “adjustable” wrench, 
has been introduced by Proto Tool Co., 
2209 Santa Fe, los Angeles. It requires 
no adjustment other than turning the 
knurl as in the case of an ordinary 
adjustable wrench. As the knuri is 
turned, jaw openings are held fast and 
can't change position, it is claimed. The 
wrench is available in 4, 6, 8, 10 and 
12-inch sizes. 





ANALYZER—A heavy-duty analyzer by 
E. Edelmann & Co., 2332 Logan Bivd., 
Chicago 47, lil, is said to make an 
accurate check on all car pressurized 
cooling systems. The No. 92A with No. 
9209 adapter shows pinholes or leaks in 
radiator, cylinder heads, gaskets, engine 
blocks, hoses, water pumps and heaters, 
as well as defective pressure caps, it is 
claimed. The extra-large dial instantly 
shows whether rated pressure holds within 
or drops below proper range for each 
pressure zone in four, seven, and 14- 
pound pressure systems. Two-way rubber 
bushing fits long and short neck radiator 


openings. 
oe a 2 





FRAME 


LIFT—Rotary Lift 
Kansas, Memphis 2, Tenn., has engineered 
a lift to handle any make of car—Ameri- 


Co., 1054 


can or foreign. The frame pick-up, 
model FP11, has a superstructure capable 
of handling cars with standard frames, 
X frames, or no frames, it is claimed. 
Two-position wheel spotting dishes are 
said to make it possible to spot any 
car from a Volkswagen to an Imperial. 
Four rotating pickup arms, which slide 
lengthwise on two 60-inch long parallel 
runners, can be brought within three 
inches of each other or set 71 inches 
apart horizontally. Fore and aft range 
of the pickup arms is 87 inches, 





ALIGNMENT GAUGE — A lightweight 
alignment gauge, that is said to make it 
possible for anyone to measure caster 
and camber angles in less than five min- 
utes, has been marketed. The instrument 
weighs about eight ounces and viilizes 
one precision level to obtain an accuracy 
of better than plus or minus Yq degree. 
The triangular shape completely elim- 
inates turntables, and it has no moving 
parts, magnets, or light beams, yet will 
fit any size wheel, it is said. Tric-Kee Tool 
Co., 79 W. St., Ballston Spa, N. Y. 

* * 
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TIMING LIGHT—The Hanson timing 
light, model 24, works off either a six or 
12-volt cor battery without changeover 
or adjustment. Clips connect to battery 
and spark plug cable. The unit features 
a pistol grip with on-off trigger switch. 
Harvey E. Hanson Co., Dept. ANM, Lake 
& Commercial Sts., Paw Paw, Mich. 

* * * 


Rubber-Metal Adhesive 


Rubbaweld, an adhesive for 
bonding rubber and fabric to metal 
or plastic and rubber to metal, has 
been marketed by Rubba, Inc., 
1015 E. 173rd St., New York, N. Y. 





TESTING INSTRUMENTS—Three pre- 
cision instruments have been added to the 
line of automotive test equipment pro- 
duced by Allen B. Du Mont Laboratories, 
Inc., Clifton, N. J. They are the DuMont 
type 931 electrical tester, which makes 
possible complete measurements of cur- 
rents and voltages in any six or 12-volt 
automotive system; the DuMont type 932 
exhaust gas analyzer to provide a com- 
bustion test which gives overall per- 
formance of fuel system operation and 
burning, and the DuMont's type 933 
vacuum-pressure gauge which has a 
measure intake manifold vacuum for 
valve and other engine tests. 

em ¢ 


Two Bench Lines Added 
By Lyon Metal Products 


Lyon Metal Products, Inc., 1933 
Montgomery St., Aurora, IIL, is in- 
troducing two additons to its work- 


bench line—the cabinet-type bench 
and the modular-type bench. 

The basic cabinet bench is made 
entirely of steel, has a base, heavy- 
duty steel top, two end panels and 
back. The basic modular bench 
consists of steel top, cabinet, four 


drawers and two base units. 
> > + 





CART—McClintock Load lLugger cart 
(model K-156) is designed to speed up 
parts tronsport from central supply to 
assembly line. The ports lugs slide onto 
runners and remain suspended by their 
rims. Sliding in and out like an ordinary 
drawer, individual lugs may be dropped 
off at any point without disturbing the 
remainder of the load. Parts lugs ore 
drawn seamless from aluminum. McClintock 
Mfg. Co., Industrial Sales Dept., 802 W. 
Whittier Bivd., Whittier, Calif. 

* 





CAR TOP CARRIER—The Wagon Rack 
cor top carrier is said to have potent 
applied for feature which allows uprights 
and gvard rails to be detached (and put 
back together) in a matter of seconds, 
leaving stainless steel movidings as trim 
for the roof top. Through its construction 
and engineering, this steel carrier adds 
rigidity and strength to the car top by 
the use of heavy gauge stainless steel 
U-shaped mouldings, it is claimed. The 
only die cast ports are the four uprights 
and four corner bullets, which are chrome 
plated to original equipment specifica- 
tions. Regal Motor Products, 6325 Grand 


River, Detroit, Mich. 
* * * 





VALVE TOOL—With the increasing use 
of valve seat inserts, Hall-Toledo, Inc., 
2931 South Ave., Toledo 9, O., has intro- 
duced a dual service tool to ream valve 
guides oversize and counterbore the head 
or block, prior to inserting valve seat 
rings. Both operations are accomplished 
by a single machine setting. The unit 
features expandable cutters permitting the 
counterboring of any diameter within the 
range of the tool, with a variation of % 
to 3-5/16 inches; plus spinner and clear- 
ance blades. Design of the tool provides 
for accurate control at any angle up to 
45 degrees from the gasket face of the 
cylinder head or block, it is said. 








BUMPER JACK—A bumper jack fitted 
with an exclusive, dual-type lift hook is 
available from Universal Tool & Stamping 
Co., Inc., Butler, Ind. The lift hook design 
is said to permit a snug and sate fit on 
every type of bumper. Designated as No. 
510, the single pedestal rachet lift jack 
is equipped with a permanently attached 
folding handle and rated at 2,000 pounds 
lifting capacity. 





VALVE TOOL—Cedor Rapids Engineer- 
ing Co., Cedar Rapids, Ica., has announced 
the addition of the Kwik-Way valve guide 
knurling tool to its line of engine re- 
conditioning equipment. The tool employs 
a@ method of bringing worn valve guides 
back to standard size and is said to 
improve valve stem lubrication and ex- 
tend valve guide life. The tool can be 
used on guides worn as much as .006- 
inch and can be used on most engine 
makes and models, it is said. 

®* #2 « 





OlL GAUGE—A. R. Fisher Products, 
21-21 Forty-fourth Dr., Long Island City 
1, N. Y., has announced a Motometer oil 
temperature gauge for 1956 and later 
Volkswagen and Karmann Ghia cars. The 
illuminated, calibrated dial scale indicates 
cold, normal and hot, and matches stand- 
ard VW and KG instruments, The gauge, 
model 1830/40, is 1 9/16 inches in 
diameter. 





FENDER-MOUNT MIRROR — A fender- 
mount mirror that features a 3 by 5-inch 
mirror glass, a tilting base with a full 70 
degrees levelling feature and a mirror 
with a 60-degree swivel adjustment has 
been introduced by Unity Mfg. Co., 2909 
Indiana Ave., Chicago 16, Ill. The glass 
is guaranteed not to discolor, fog or lose 
its clarity. Combines the advantages of 
both clear and nonglare glass, it is 
claimed. 













Make your lubritorium a Golden Invitation to new service sales 












, with LINCOLN 


Hell Fei 


_ CEILING LUBREELS* 


2 es Mi | 
a fl , to merchandise your 


modern lube services! 





AIR OR SPRING- 
OPERATED 
AUTOMATIC 

RETRACTING 


The best dealers choose the 
“Lincoln Golden Standard” 


styling . . . dramatic functional styling . . . attracts 
customer attention, inspires confidence in your 
service ... makes your lube room a Golden In- 
vitation to new sales. 


efficiency ... exclusive air-power actuation and 
, smooth, uniform retraction help men do faster, 
... says WAYNE PATE ‘ neater, better work. 
Hedin, Luck & Caddick, Inc. 


Edsel Dealer ai ba A“ dependability . .. maintenance is the lowest... 


Evansville, Indiana installation is simplicity itself. 


“Golden Standard Ceiling Lubreels give us a ‘golden’ measure of ‘ ; 
customer confidence. One look at our trim bank of Lincoln reels Call your Lincoln Sales and Service Wholesaler. 


and customers know we can give them the finest service available. He'll be happy to advise and assist you in plan- 
Also, our local Lincoln distributor has complete service facilities. ning all your lubritorium requirements. No obli- 
This combination of quality, styling, and service just can’t be beaten.” gation, of course. 


Lead with Lincoln 


"Trade Name Registered 


* 
LINCOLN ENGINEERING COMPANY ¢« Division of The McNeil Machine & Engineering Co. | Lincoln 
Engineers and Manufacturers ¢ AUTOMATIC LUBRICATING EQUIPMENT ¢ SAINT LOUIS 20, MISSOURI 


Sa eae sae 
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have been off this winter because | ponding January period. By makes, 


Sales Conditions in Various Areas... 





Auto Market Reports 


Pittsburgh 

New-car registrations in the 
Pittsburgh area increased for the 
second week in a row during the 
seven-day period ended Feb. 22, 
according to the Bureau of Busi- 
ness Research of the University of 
Pittsburgh. 

The bureau’s seasonally adjusted 
index of business activity fell to 
784 percent of the 1947-49 average 
during the week, It had been 87.4 
a month earlier and 96.6 in the 
comparable December week. 

The steel-ingot rate fell to 56 per- 
cent of practical capacity during 
the week.—(Leon M, Leffingwell.) 

= * + 


Boston 


Although a 19.6-inch snowstorm 
which paralyzed the city, left 
mountains of snow on dealers’ 
lots and in front of their show- 
rooms, the annual open house on 
Washington’s Birthday proved a 
better turnout than 1957’s in every 
day, according to J. Gordon Mac- 





Kinnon, executive vice-president of 
the Greater Boston Automobile 
Dealers Assn. He described the an- 
nual open house results as “excel- 
lent.” 

Mild temperatures brought entire 
families out to stroll along Com- 
monwealth Ave., looking into win- 
dows and then entering the show- 
rooms to get more information. 
Salesmen reported more orders 
were booked this year than last 
and that crowds were in more of a 
buying than looking mood. 

“Sales of new cars were up 
substantially over last year, and 
activity on new models also was 
better than 1957,” MacKinnon re- 
ported. One Dorchester dealer, he 
said, sold two new Cadillacs and 
five new Oldsmobiles, plus a num- 
ber of used cars during the open 
house festivities. 

Archie Asadourian, Hub DeSoto- 
Plymouth general manager, said he 
doesn’t believe that auto sales in 
New England will decline in 1958. 

He pointed out that Hub sales 





for 1957 were biggest in his firm’s 
history and that sales in January 
were also the highest for this 
month in the history of the com- 
pany. 

ae ile it is possible that national 
sales may decline, we feel that New 
England’s economy is_ especially 
healthy, and will continue to im- 
prove,” he said. “And the automo- 
bile business in Greater Boston, 
here at the center of our heavy in- 
dustry, particularly industry en- 
gaged in defense connected projects, 
should benefit.” 

The Boston open house celebra- 
tion took root more than half a 
century ago. It began before the 
turn of the century when bike deal- 
ers showed the new spring two- 
wheelers. Former Governor Alvan 
T. Fuller was in the bicycle busi- 
ness at the time and invited some 
friends in to see the new models. 
From this, the traditional open 
house started. 

In general, dealers said during 
the open house festivities, sales 





of high prices 
to get 1957 models at bargain 
prices. This resulted in lean sales 
of January and February. 

Car salesmen are out to sell the 
1958 models and the buyer is in the 
driver’s seat again and shopping 
from dealer to dealer—(Guy Liv- 
ingston.) 

* * 


Columbus, O. 


Chevrolet accounted for 366 
percent of all new cars sold in 
Franklin County (Columbus), O., in 
the first 15 days of February, ac- 
cording to figures compiled by the 
clerk of courts. 

Chevrolet accounted for 290 of 
the 793 cars sold during the period. 
Ford sold 151. In the first half of 
January, the total was 879 sales, 
with 295 for Chevrolet and 182 for 
Ford. 

Other registrations in the Feb- 
ruary period were: Plymouth, 77; 
Oldsmobile, 51; Pontiac, 38; 
Dodge, 35; Buick, 34; Mercury, 
23; Volkswagen, 19; Rambler, 12; 
Cadillac, 9; Lincoln, 9; Chrysler, 
7; Edsel, 7; Studebaker, 4; De- 
Soto, 3; Imperial, 3; Metropolitan, 
3; Volvo, 3; Willys, 2; Packard, 
1, and miscellaneous, 12. 

New-truck registrations in the 
first half of February numbered 
58, compared with 51 in the corres- 
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ROCHESTER REPAIR KITS 
TURN “PARTS TIME” LOSERS 
INTO PROFIT MAKERS! 


eo 


$. reese 


Wrap up your repair jobs in a jiffy . ; . with Rochester Repair 
Kits. There’s no hunt and fumble for parts. Just pick the kit 
with the parts you want—and you've cleaned up another job 
with a neat profit. And keep your Parts Kits at your fingertips 
with a Rochester Parts Cabinet. This cabinet gives you inventory 
control at a glance, stops costly overstocking and tells you when 
and what to reorder. Get your genuine Rochester Parts today 
from your Rochester-UMS representative. And ask him about 
free carburetor training that helps you boost your earnings as a 
Rochester Specialist. Or write to: Service Dept., United Motors Sys- 
tem Division, General Motors Corp., GM Bldg., Detroit 2, Mich. 


Meet Rochester's Big Three 


Complete parts kits with all parts and gaskets 
(flange included). Gasket kits with all the 
plus flange. And, flange 


gaskets 


gaskets in 
envelopes. 


‘ 





ORIGINAL EQUIPMENT ON OVER 20,000,000 FINE CARS AND TRUCKS 


CHESTER CARBURETORS 


ROCHESTER PRODUCTS DIVISION OF GENERAL MOTORS, ROCHESTER, WN. Y. 





and the late rush | they were: International, 19; Chev- 


rolet, 16; Ford, 11; GMC, 6; Volks- 
wagen, 2; White, 2; Dodge, 1, and 
Mack, 1.—(Bert Strang.) 

+ * * 


Rochester, N. Y. 

The Rochester Auto Dealers Assn. 
Inc., Rochester, N. Y., reported an 
increase in the number of new 
cars registered in Monroe County 
during January. 

A. Michael Piehler, agsociation 
vice-president, said 1,756 new cars 
were registered, compared with 
1,716 during January, 1957. 

Piehler termed this a “pleasant 
surprise” in view of the overall 
status of the national economy. 

New-car registration in the 
county was down slightly during 
November and December compared 
to 1956, according to Piehler. 

Piehler said a meeting of the 
association showed that “floor 
traffic’ had shot up by some 50 
percent over last year following 
the local auto show.—(George E. 


Toles.) 
= * = 


Toledo 

January registrations of new cars 
totalled 1,304 in Toledo and Lucas 
County, compared with 1,788 in the 
year-earlier month. 

By makes, registrations were: 
Chevrolet, 344; Ford, 245; Olds- 
mobile, 130; Plymouth, 125; 
Buick, 100; Pontiac, 63; Cadillac, 
54; Dodge, 48; Mercury, 44; 
Chrysler, 23; Volkswagen, 19; 
Studebaker, 15; DeSoto, 14; 
Edsel, 14; Rambler, 13; Lincoln, 
13; Imperial, 4; Willys, 4; Pack- 
ard, 2; Nash, 1, and miscellane- 
ous, 29. 

Truck registrations totalled 94 in 
January, compared with 98 a year 
earlier. By makes, they were: In- 
ternational, 23; Chevrolet, 18; Ford, 
18; Mack, 6; Reo, 4; Dodge, 2; 
Diveo, 2; GMC, 1; Studebaker, 1; 
Volkswagen, 1; Willys, 1, and mis- 


cellaneous, 17.—(George E. Toles.) 
= - > 


Rhode Island 

Some 2,330 new cars were regis- 
tered in Rhode Island in January, 
while new-truck registrations ag- 
gregated 307. 

Ford led the field with 511, closely 
followed by Chevrolet, 474. 

Sales in other makes were re- 
flected in registrations as follows: 
Plymouth, 242; Oldsmobile, 207; 
Buick, 153; Cadillac, 107; Pontiac, 
107; Volkswagen, 71; Dodge, 65; 
Rambler, 57; Mercury, 55; Chrysler, 
51; DeSoto, 41; Lincoln, 22; Edsel, 
19; Imperial, 18; Studebaker, 9; 
Nash, 8; Willys, 3; Hudson, 2; 
Packard, 2; Continental, 1, and 
miscellaneous, 105. 

Included among new trucks 
registered during Jamuary were the 
following: Ford, 69; Chevrolet, 44; 
GMC, 24; International, 24; Mack, 
17; Dodge, 8; Volkswagen, 4; White, 
3; Diveo, 2; Willys, 2; Reo, 1, and 
miscellaneous, 9.—(Thomas L. 
Forbes.) 


Ford’s Shutdown 
At Somerville 
Jolts New England 


SOMERVILLE, Mass. — Loss of 
the Somerville Ford plant, at pres- 
ent turning out 160 vehicles daily 
with a yearly payroll of $5 million, 
is causing Boston-area businessmen 
and state officials concern. 

Ford’s decision to pull assembly 
operations out of New England for 
the first time in 50 years was seen 
as an economic jolt for the area. 

Although disposition of the 31- 
year-old plant has been discussed 
for several years, state officials and 
businessmen were surprised and 
upset by the Ford pronouncement 
that the plant would start shutting 
down March 14. 

Ford officials, who came to Bos- 
ton to break the news to local 
chambers of commerce and news- 
men, said the plant was too far 
gone to rehabilitate. In a confer- 
ence with 20 business leaders, 
Thomas R. Reid, Ford’s director of 
civic affairs, said several informal 
bids have been received for the 
Somerville plant but that Ford was 
carefully screening prospective oc- 
cupants to see that the area invites 
a promising industry. 

Ford officials denied that the 
shutdown might be due to the cur- 
rent business recession or to some 
dissatisfaction with local labor 
conditions, 


For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 
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_ Better look 


ing for car buyers 


...and better selling for you! 





No other inside-mounted mirror gives 
such perfect vision for safe night driving! 


With this amazing E-Z-I Mirror, head- 
lights behind you are distinct, yet g/are- 
free. You can judge more accurately 
how near the headlights are behind you. 
No guessing, no blinding. Safer! It’s 
optically better because it’s a front-sur- 
face mirror—you only see one image. 


Not just two positions, but three! 
123 
(1) DAYTIME, you get a clear, soothing yellow-green image. 


(2) NIGHT IN CITY, you filter out low-beam headlight glare. 
(3) NIGHT ON HIGHWAY, you de-glare “brights” behind you. 


* SOLD THROUGH NEW CAR DEALERS ONLY. 


No other outside-mounted mirror gives you such perfect 
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LIBBEY-OWENS- FORD 


Brackenridge, Pennsylvania 


vision in clear or rainy weather! 


Cromir is a front-surface, chromium-alloy-type mirror. It provides 
clean, sharp, single images. No ghosting! No blurred reflections! 


Cromir gives you better day-night vision than ordinary back- 


surface mirrors. It’s clearer in wet weather because moisture droplets 
run off the front-surface coating. Available from manufacturers of 
outside mirrors. The mirror is guaranteed for as long as the first 
owner keeps the car. 


* SOLD THROUGH NEW CAR DEALERS ONLY. 


LIBERTY MIRROR DIVISION 





Tune in The PERRY MASON SHOW Saturday Evenings 
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Follow the mailman = . he delivers sales 


by é 
GA Atty, Soin F 


Mle 


Every Thursday he pays a sales call on your 
key car customers when he delivers TIME to Ameri- 
ca’s car-conscious families. 


In this way he helps you talk to 2'4 million active 
families who like to go places and do things—and 
who depend on up-to-date cars to get them there. 


These families that read TIME own more cars than 
most. (The proportion owning two or more cars is 
three times that of the country as a whole.) 


These families are first to buy the latest models. 
(Three out of four cars owned by TIME readers were 
bought brand new.) 


And these families drive their cars farther, equip 
them more fully, trade them faster. 


It’s no surprise that car makers advertise in TIME 
to invite customers to call on you for a test drive 

. . ho surprise that TIME’s readers are most likely 
to be your very best customers. 





~ your man Thursday! 














with TIME 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ’S7s added and '49s dropped in November, 1956, Prices of '58s added and ’50s dropped in December, 1957. 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week rose $13 to $1,006, 
according to Automotive News’ 
index. 


It was the biggest weekly gain 
in six weeks. 

Strength was concentrated in 
the older units, as only ’58s and 
Sis showed losses, Prices were 
down $24 on ’58s and $18 on ’57s. 
The setback on ’57s resulted in a 
new low for that model. 

Gains amounted to $34 on ’56s; 
$31 on ’55s, $30 on ’52s, $27 on ’53s, 
$10 on ’54s and $6 on ’5is. 

At a group of representative 
auctions last week, the average 
consignment was 199.6 units, com- 
pared with 227.5 a week earlier. 

The sales ratio rebounded from 
the year’s low of 59.5 percent the 
previous week to the year’s high 
of 73.5 percent last week. 

Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


MANHEIM, PA.— 
BEL AIR, MD. 


Manheim and Bel Air Auto Auction. 
Sale every Thursday and Friday. Prices 
are for sale of Feb. 21. 


Snow and wind, What a blizzard. We 
had one of the worst snowstorms in a 
lifetime in this area. Main highways 
were closed for days and communities 
were isolated. We dug out enough to hold 
® small sale at Manheim, but couldn’t 
open Bel Air. Sold 68 percent of 167 
offerings. 

BUICK—’58 Special 2-dr. Hardtop, $2,475*. 
"S57 Special 4-dr., $1,595. °56 4-dr. station 
wagon, $1,685; Century 4-dr. Hardtop, 
$1,485°, $1,470°; 2-dr. Hardtop, $1,210*; 
Super 2-dr. Hardtop, $1,465°; 4-dr., $1,- 
260° (ps); RM 2-dr. Hardtop, $1,200* 
(ps); Special 2-dr., $1,160°, °55 Century 
4-dr. Hardtop, $1,305*, $1,075*; Special 
2-dr. Hardtop, $1,100°; 4-dr. sedan, $985; 
2-dr. sedan, $800. 54 Special 2-dr. Hard- 
top, $925°; 4-dr. sedan, $725; Super 4- 
r., $770° (ps). "53 Special 4-dr.. $485°; 
Hardtop, $435. ‘51 Riviera, $190*. 

CADILLAC—'58 (62) coupe, $4,530° (ps). 
"57 (62) coupe, $3,650° (ps). °56 (62) 
coupe, $2,730° (ps), $2,610* (ps); coupe 
de Ville, $2,600*° (ps); conv., $2,590° 
(ps). 54 (62) 4-dr., $1,220° (ps). 

CHEVROLET —'58 Nomad 4-dr. station 
wagon, $2,490° (ps). "57 station wagon, 
$1,710; Bel Air 4-dr., $1,705*° (ps), $1,- 
650° (ps); Hardtop, $1,400; Two-ten (8) 
2-dr.. $1,435°. ‘56 Bel Air (8) 4-dr. 
Hardtop, $1,390°, $1,295*; Two-ten (8) 
sedan, $1,070, $950. ‘55 Two-ten (6) 2- 


dr., $1,020°; Two-ten (8) sedan, $745, 
$565; Bel Air (8) 2-dr., $970°. "54 Bel 
Alr 4-dr., $635° (ps), §630°; Two-ten 


’53 Bel Air 2-dr. Hardtop, 
sedan, $550°, $465; Two-ten 
$400*. °51 2-dr., $240. °48 


2-dr., $605°. 
$570* (ps); 
4-dr., $425°, 
4-dr., $180. 
CHRYSLER—’56 NY 4-dr., $1,870° (ps); 
2-dr. Hardtop, $1,570°, °55 NY 4-dr., 
$1,315* (ps); Windsor 2-dr. Hardtop, 
$1,245*, $1,190°. "54 Windsor 4-dr., $725°. 


DeSOTO—’'58 Firesweep 4-dr. Sportsman, 
$2,625° (ps). 

DODGE—’56 Custom Royal Hardtop, $1,- 
410° (ps). °55 Royal Hardtop, $1,060* 
(ps). "53 Hardtop, $380, $350*, $300°. 

FORD—’58 Country Squire, $2,700* (ps); 
Custom station wagon, $2,265°; 2-dr., 
$1,570, $1,550. '57 Fairlane (8) 500 Vic- 
toria, $1,965*; 2-dr.. $1,610°; Country 
sedan, $1,915* (ps); Custom 300 4-dr., 
$1,310°*; 2-dr., $1,240. °56 Country sedan, 
$1,435 (ps), $1,180; Fairlane Hardtop, 
$1,100*; Custom 4-dr., $1,050, $1,020; 
2-dr., $885; Main 2-dr., $970, $790. °55 
Fairlane 2-dr., $1,030, $925°, $700°*; 
conv., $955; Custom 2-dr., $715; 4-dr., 
$550. "54 Crest 4-dr., $625. "53 Custom 

, 2 at $400. "52 2-dr., $320, 51 4-dr., 
$290. 


HUDSON—'54 Hornet 2-dr. Hardtop, $480. 
LINCOLN — ‘57 Premiere 4-dr. Hardtop, 
$2,910*; conv., $2,880° (ps). °55 Capri 
2-dr. Hardtop, $1,120*. °52 Capri Hard- 
top, $250°; Cosmopolitan Hardtop, $230. 
MERCURY—’'57 Montclair 4-dr. Hardtop, 
$2,110° (ps); station wagon, $2,035°; 
Monterey 4-dr. Hardtop, $1,835°. °56 
Monterey station wagon, $1,550° (ps); 
2-dr. Hardtop, $1,360*; Custom 2-dr., 
$890°*. ‘55 Montclair Hardtop, $1,310*; 
Monterey Hardtop, $1,085*, $960°; 2-dr., 
$960°; 4-dr., $885, $765. "54 Custom se- 


dan, $875° 
$340. °52 4-dr., $260. 


NASH—’53 4-dr., 
OLDSMOBILE — '57 (88) 4-dr. Hardtop, 


(Copyright, 1958, by Automotive News) 


$2,025*. °56 (98) sedan, $1,440° (ps). 
’55 (88) Super 4-dr., $1,245*; 2-dr., $1,- 
130*, $1,070° (ps). ’54 (88) Super 4-dr., 
$930° (ps). °51 (88) 2-dr., $285°. 

PACKARD—’55 Clipper 4-dr., $960* (ps), 
$760°. ’°52 Clipper 4-dr., $105*. °51 4-dr., 
$100. 


PLYMOUTH—’'58 Belvedere 2-dr. Hardtop, 
$2,250°, $2,200*; 2-dr. sedan, $2,140. ’57 
Belvedere 4-dr., $1,550*, $1,450°; Savoy 
4-dr., $1,468, $1,410*; Plaza (6) 4-dr., 
$1,265. '56 Custom Suburban, $1,400*°; 
Fury 2-dr. Hardtop, $1,325*; Belvedere 
(8) 4-dr., $1,210°; Plaza 2-dr., $850. '55 
Belvedere 4-dr., $1,010; Plaza _ station 
wagon, $800°, $740. ‘54 Savoy 4-dr., 
$440°. ‘53 Cranbrook 2-dr., $270. °52 
station wagon, $400. 

PONTIAC — '56 Chieftain 2-dr. Catalina, 
$1,475* (ps); 4-dr. Catalina, $1,230°; 
sedan, $900°. '55 Chieftain Hardtop, $1,- 
060° (ps); 4-de, $850*. 

RAMBLER — '57 station wagon, $1,675*, 
$1,625; 4-dr., $1,425. 

STUDEBAKER—’55 President 2-dr. Hard- 
top, $1,080*. "53 Commander 2-dr., $350*. 
"52 2-dr., $130. 

WILLYS—'48 Jeep, $340. 

MISCELLANEOUS—’58 Volkswagen Sun- 
roof, $1,570; 2-dr., $1,510. '56 Ford %- 
ton pickup, $640. '54 Dodge %-ton pick- 
up, $505. °53 Ford %-ton pickup, $420. 
"49 GMC wrecker, $480. 


BUFFALO 


Thruway Auto Auction, Inc, Sale every 
Monday. Prices are for sale of Feb. 24. 
mally shone and 





The sun fi cars 
sold like hot cakes. Sold 45 cars out of 
71 offerings. 

BUICK—’55 RM 4-dr., $990* (ps); Super 


Hardtop, $930° (ps). °54 Super Hardtop, | 


$925. °53 Special Hardtop, $395*. ‘52 
Special 4-dr., $250; RM 4-dr., $140*. 
CHEV ROLET—’57 Bel Air (8) conv., $1,- 
600°. °55 Bel Air conv., $1,040*; Hard. 
top, $885*; Two-ten 2-dr., $825, $760*, 
$700. '54 Two-ten 4-dr., $495*. '53 2-dr., 

$400*. 

DODGE—’ 54 Royal 4-dr., $350* (ps). 

FORD—’57 9 pass. Country Squire, 
900*. ‘'56 Fairlane (8) 4-dr’ Victoria, 
$1,200*, $1,120*. °54 9 pass. Country 
sedan, $750*; Crest 4-dr., $520; Custom 
4-dr., $555*, $510; 2-dr., $520. °53 sta. 
tion wagon, $625*; Custom 4-dr., $350; 
2-dr., $385*, $380°, 

MERCURY—’57 Monterey Hardtop, $1,785* 
(ps). ’°54 Monterey 4-dr., $410* (ps). 53 
Monterey Hardtop, $490*, $425°; Custom 
2-dr., $350*. 

OLDSMOBILE—’ 55 (88) Hardtop, $1,145* 
(ps). ’°53 (98) Hardtop, $630° (ps); (88) 


conv., $625°*. 
’55 Plaza station wagon, 


$1,- 


PLYMOUTH — 
$775. °49 station wagon, $210. 

PONTIAC—’57 Chieftain Hardtop, $1,675*, 
’56 Star Chief conv., $1,210*. ’'55 Chief- 
tain Hardtop, $970*. ’54 Chieftain 2-dr., 
$600* (ps). 51 Chieftain 4-dr., $105*. 


PORTLAND, ORE. 


Portland Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of Feb, 25, 
BUICK—’58 Century 2-dr., Hardtop, $3,- 


045* (ps). '57 Super 4-dr. Hardtop, $2,- 
250° (ps); Special 2-dr. Hardtop, $2,020*, 
$1,875*. '56 Special 4-dr, Hardtop, §$1,- 
500°. °54 Special 2-dr. Hardtop, $895*. 
"52 Special 2-dr., $250; Super 4-dr., 
$200*. 


CADILLAC—'57 (62) coupe de Ville, $3,- 


790° (ps). °55 (62) Hardtop, $2,325* 
(ps); 4-dr., $1,790* (ps). '52 (62) 4-dr., 
$785* (ps). °34 coupe, $260 


CHEVROLET—’58 Impala 2-dr., $2,750°; 
Bel Air (8) 2-dr. Hardtop, $2,390. "57 
Corvette, $2,630; Bel Air (8) 4-dr., $1,- 
820° (ps), $1,815* (ps), $1,810° (ps), 
$1,800° (ps), $1,780* (ps), $1,780*, 
$1,775* (ps); 2-dr., 2 at 
(ps), $1,720*; Two-ten (8) 4-dr., 
$1,575*; Delray, $1,540°; 2-dr., 
"56 Two-ten (8) 4-dr,. station wagon, 
$1,585*, $1,215; 4-dr., $1,345*, $1,180, 
$1,170; Bel Air (8) Hardtop, $1,550*; 
4-dr., $1,405°. °'55 Bel Air (8) 2-dr., 
$1,275*; 4-dr., $990°; One-fifty (6) 2-dr., 
station wagon, $1,045; 2-dr., $720; Two- 
ten (8) 4-dr., $1,020°, $945. °54 4-dr., 
$705*. °52 4-dr., $270. '49 2-dr., $175. 

CHRYSLER—’51 Windsor 4-dr., $175*. 

DeSOTO—'55 Fireflite 4-dr.. $1,085* (ps); 
Firedome 4-dr., $975°. °54 4-dr., $595* 
(ps). 

DODGE—'57 Coronet (8) 4-dr., $1,770*. 
"56 Royal Lancer 2-dr. Hardtop, $1,475* 
(ps). "55 Royal (8) 4-dr., $1,005*, $995*; 
Coronet (6) 4-dr., $585, $375°*. °53 2-dr., 
$445°. ‘52 Coronet 4-dr., $335. 

FORD-—’58 Fairlane (8) 500 4-dr:, §$2,- 
400°. °57 Thunderbird, $2,640*; Custom 
(8) 4-dr. station wagon, $1,875*, $1.850*, 
$1,825*, $1,825; Country sedan, $1,825*; 
2-dr., $1,580°, $1,560°; 4-dr., $1,560*, 
$1,560; Fairlane (8) Hardtop, $1,875*; 
2-dr., $1,805°; conv., $1,805* (ps); 4- 
dr., $1,800° (ps). '56 Custom (8) Ranch 
Wagon, $1,530°, $1,530, $1,500° (ps); 
Fairlane Hardtop, $1,180* (ps); 4-dr., 
$1,285°; 2-dr.. $1,100*; station wagon, 
$1,430; Custom 4-dr., $1,130*, $1,100*; 

(Continued on Page 50, Col, 1) 
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COLORADO 








Auctioneer 
Celenels Johnny Weed and Deen Devis 
All cars paid for by our own check through 
The Bank of Denver 





—_————_— 


DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4575 So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 
Agency 





CONNECTICUT 


_———— 


NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINGOUS OPERATION 


Sele Every Wednesdey et 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse P1., Conn. 








DAYTONA BEACH — Florida Auto 
Auction. Municipal Ai Tues., 
11 A.M. Completely un shelter. 


Cressreeads 


- «+ where they meet... buyers 
and sellers . new and used car 





dealers. They meet at the dealer auc- 


tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 





MARYLAND 
BEL AIR AUTO AUCTION 


Bel Air, Md. 
subsidiary of Manheim Auto Auction 
% Auction Checks Issued 
%& Titles Guaranteed 
— Every THURSDAY at Noon — 
Phone Bel Air, Md. 894-1580 








MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ame west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmere 6-4720 











CLASSIFIED WANT ADS 
BRING RESULTS 


APTCO 
AUTO AUCTION 


DETROIT'S 
Otdest, Largest end Very Best 


Wednesdey and Friday at Neon 


19241 Dix—Toledo Highway—Route 25 
Just 42 mile from Detroit City Limits 





MELVINDALE, MICHIGAN 


HWNSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 








MISSISSIPPI 
JACKSON — Greater Jackson Auto 


NEW YORK 


Auction, Inc., Wilmington St., P.O. | LAFAYETTE—Syracuse Auto Auction, 


Box 8468, Wednesday, 12:30 P. M. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Me. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Iseve Our Checks ond incure Titles 
Owned end Operated by 
BILL McCRACKEN end 


ROY McMANAMA 
We Wit! Buy Your Used Cars 








NEW JERSEY 


Crossreads ef the East 


JUNCTION OF PENNSYLVANIA AND 
NEW JERSEY TURNPIKES 


N. A. D. E. 


Dual Lane Sate — Every 
WEDNESDAY, 11 A.M. 


We issue auction checks, guarantee titles 


NATIONAL AUTO 
DEALERS EXCHANGE 


Route 206 South, Bordentown, N. J. 
(Exit 7, N. J. Turnpike) - AXminster 8-1702 


An Ad in the Classified Section of the Automotive News 
Will Get You Quick, Satisfactory Action 











Center of Empire State. Check and 
Title Protection. (Wed.). 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


Yow are 100% safe because ail titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


Thruway Aute Auction, Inc. 
Rovte 18B Buffalo, New York 
EVERY MONDAY 
Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 

pick you up. 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 








PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Duel Lane Selling 
%& Auction Checks 
% Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lewrenceburg, Tenn.—Tuesdey 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 














=> 
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Chevrolet salesmen have got what it takes! 


Here you see two typical Chevrolet salesmen 
at work. One is showing a prospect a new 
Chevrolet truck. The other is pointing out 
Chevy passenger car advantages to a buyer 
who’s almost ready to reach for his checkbook. 
Both these salesmen have what it takes. And 
we don’t just mean drive, initiative and selling 
ability. They’ve got all that and more. They’ve 


ceqhray 


got the best selling car and truck on the market 
to offer their prospects. And they have more 
prospects to start with. There are nearly 3 
million more Chevrolet cars and trucks on the 
road than any other make. It just stands to 
reason that the present—and the future—are 
brightest for the dealer and the salesmen who 
are on the top-selling team... . 


Chevrolet Division ef General Motors, Detroit 2, Michigan 


The busiest deers in the business 
wed te Chevrete: sheowreenms | 








on ee gute 


¥ 
* 


AUTOMOTIVE NEWS, MARCH 10, 1958 


Hardtop, $1,270*; station wagon, $1,225°*; 








e.. ee ee ae (9) Model Breakdown 


Used-Car Auction Prices || ii?" ®&: i". sis:| Of Auction Averages 





(Continued from Page 48) 


4-dr., $1,035*, $930*; Main 4-dr., $900*; "55 Volkswagen 2-dr., $1,150, $1,130, $750* (ps). 


2-dr., $820. '55 Fairlane Hardtop, $1,- $1,125; Chevrolet %-ton pickup, $925,| F 0 R D—’58 Fairlane (8) 2-dr. Hardtop, 
225*, $1,110*; 4-dr., $865*; Main Ranch $675; Ford %-ton pickup, $605; GMC $2,485* (ps). °57 Retractable Hardtop, 
Wagon, $1,020*; 2-dr., $645, $630; 4-dr., %-ton pickup, $750; Studebaker %-ton $2,250* (ps); Fairlane (8) 500 sedan, 


$510. '54 Hardtop, $785*; Ranch wagon, pickup, $710. 
$695*. °53 2-dr., $430, $400; 4-dr., $325°. $1,410; Ford Courier, $450. 53 GMC %- $1,720* (ps), $1,705* (ps), $1,700°, $1,- 


CHRYSLER—’55 NY 4-dr., $1,060* (ps). 
’51 Windsor 4-dr., $185. 

DODGE — '58 Coronet (8) 4-dr., $2,770* 
(ps). °56 Royal (8) 4-dr., $1,080° (ps). 
’55 Coronet 4-dr., $880°; Royal 4-dr., 


54 Austin Healey sedan, $1,875* (ps), 2 at $1,850°, $1,830° (ps), 





"51 4-dr., $220. ton pickup, $555*. °52 Dodge pickup, 590* (ps). 56 Fairlane (8) conv., $1,080* 
LINOCOLN—’57 Premiere 2-dr. Hardtop, $420, '51 Willys pickup, $520. ’'49 Pon- (ps); Custom (8) 4-dr., $1,030* $1,025, 

$3,275* (ps). '54 Capri Hardtop, $1,200° tiac panel, $105. $995, $960; Main 2-dr., $900. '55 Thun- 

(ps) derbird, $1,870° (ps) ; en test os A $1,006 
MERCURY—'57 Montclair 4-dr, Hardtop, $985*. °54 Custom (8) 4-dr., $590*, y verage 

$2,350* (ps). "56 Monterey Hardtop, $1,- LITTLETON, COLO. $285; 2-dr., $540, $535, $505. °53 Custom e 


400*. °55 Montclair Hardtop, $1,185* Colorado Auto Auction, Inc, Sale every (8) 4-dr., $345. °52 Custom (8) 2-dr., 
(ps); 4-dr., $1,020*; Custom 2-dr., $545*.| Monday. Prices are for sale of Feb. 24. $350; 4- dr. $265*, $200, $150°. top, $1,785*: 
NASH-—’56 Statesman 4-dr., $1, 160*, ’55| Both consignment and buying very active. mrseral— ’57 Southampton, $3,275* 56’ Plaza 4-dr. $820 


Country Club, $775°*. BUICK—’57 Special 4-dr. Riviera, $1,885* $485 
OLDSMOBILE — ’'56 (98) 4-dr. Hardtop, (ps). °55 Century conv., $1,105* (ps); LINCOLN — °57 Premiere 4-dr., $3,050*° > 


$1,770* (ps); (88) Super Hardtop, $1,- Special 4-dr., $1,060*; Super 2-dr, Rivi- (ps), $3,045* (ps), $2,885* (ps). °56 PONTIAC—’57 Star Chief 4-dr. Hardtop, 

670* (ps), $1,650° (ps); (88) Hardtop, era, $1,000* (ps). ’54 Special 4-dr., 2 at Premiere 2-dr. Hardtop, $2,250* (ps). $1,835°. '56 Chieftain station wagon, $1,- 

$1,610* (ps). °55 (88) Super Hardtop, $690°, '53 RM 4-dr., $460° (ps); Special | MERCURY—’58 Colony station wagon, $3,- 500°; 4-dr. sedan, $940. °55 Star Chief 

$1,385* (ps); 4-dr., $1,100*; (88) 2-dr., 2-dr., $375. 50 Super conv., $185*. 170* (ps); Monterey 2-dr. Hardtop, §$2,- conv., $1,130*; 4-dr. sedan, $690°, ‘54 

$920*. 53 (98) 4-dr., $730* (ps); 2-dr., CADILLAO — ’58 coupe de Ville, $5,050° 965*. °57 Montclair 2-dr., $1,925* (ps); Chieftain 4-dr., $585°; 2-dr., $420. 

$675* (ps). '50 2-dr., $235°*. (ps). ’57 Eldorado Seville, $4,150* (ps); Monterey 2-dr.. $1,750*, °55 Monterey| RAMBLER—’52 station wagon, $375; 2-dr., 
PACKARD—’53 Hardtop, $520°, "52 4-dr., (62) coupe de Ville, $3,775* (ps), $3,700*° 2-dr. Hardtop, $925°. 54 Monterey 2-dr. $285. ‘ 

$250°, $245°. (ps); (60) Special 4-dr., $3,850* (ps). Hardtop, $625*. ‘53 Monterey _station| STUDEBAKER—'55 President club coupe, 
PLYMOUTH—’55 Belvedere (8) club coupe, "55 (62) 4-dr., $1,910*° (ps), $1,855° (ps), wagon, $690. '52 Custom 2-dr, Hardtop, $880*. °55 Commander 4-dr., $505, °54 

$925*. °54 Belvedere 4-dr., $565°. °53 $1,465* (ps). "'49 4-dr., $220°, $280°. '51 4-dr., $200. Commander club coupe, $720. 

Cranbrook 4-dr., $310. CHEVROLET—’58 Impala (8) 2-dr. Hard-| OLDSMOBILE—’58 Fiesta station wagon,| WILLYS—'55 Jeep, $900. '54 Jeep, $800; 


PONTIAC—’57 Chieftain 2-dr. Hardtop, top, $2,685° (ps), $2,650° (ps), $2,575°, $3,550° (ps). °57 (88) station wagon, station wagon, $525. 


$1,720*, '56 Star Chief 4-dr., $1,325*, ’55 $2,410; Nomad station wagon, $2,595°: $2,400*; (98). 2-dr. Hardtop, $2,285* $315. ‘50 Jeep, $105. 


Chieftain Hardtop, $1,360* (ps). ’53 Bel Air (8) 4-dr., $2,380°, '57 Bel Air (ps), $2,185* (ps). °56 (98) 4-dr. Hard- a Sie, "OS Pera aoe a i 
x pickup, , 


Chieftain Hardtop, $450*. (8) 2-dr. Hardtop, $1,870* (ps), $1,845°; top, $1,795* (ps); (88) Super 4-dr. Hard- up, $620°. '55 Ford 


RAMBLER — '57 station wagon, $1,855°. 4-dr., $1,780*, 





Savoy 





Feb., Jan., 
1958 1958 
$2,828 $2,946 

1,691 1,728 
1,171 1,161 
891 900 
590 604 
357 367 
230 236 

183 170 

$ 993 $1,014 

(8) 4-dr., $1,495°. 


. "54 Belvedere 4-dr., 


*53 station wagon, 


$1,750*, $1,740°, $1,680° top, $1,625* (ps). 55 (88) 2-dr. Hardtop, $505°. '53 Chevrolet %-ton pickup, $500, 


’55 station wagon, $1,250°. (ps), $1,670*; Two-ten (8) 4-dr., $1,550°, $1,270* (ps); (98) 2-dr. Hardtop, $1,250* $480; Dodge 1-ton truck, $645. 
STUDEBAKER — ‘53 Land Cruiser 4-dr., $1,550, $1,455°. °56 Bel Air (8) 2-dr. (ps). °54 (98) 2-dr. Hardtop, $1,155°; 

$485*. °53 Commander 2-dr., $420*. Hardtop, $1,380*, $1,355*° (ps), $1,190*, (88) Super 4-dr., $815*, $700. ALBANY 
MISOELLANEOUS—’56 Volkswagen 2-dr., $1,125*; Two-ten (8) 2-dr., $975; One-| PACKARD—’57 Clipper 4-dr., $1,950° (ps). 

$1,345, $1,300; Ford %-ton pickup, $915. fifty (6) 2-dr., $685. '55 Bel Air (8) 2-dr. | PLYMOUTH—’57 Belvedere (8) 2-dr. Hard- Tim Anspach Dealer’s Auto Auction. 
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WAGON RACK 


TO FIT: ALL CARS - ALL MODELS - ALL YEARS 






Easily Removed! 


Just unscrew four bolts. The 
stainless steel mouldings make 
stylish roof trim. 





Easy Washed! 


No obstructions in design to 
hamper cleaning, polishing or 
waxing the top of car. 













4? REMOVABLE STANCHION & TUBING 


Yes, you can actually remove the rails and stands 
in a matter of seconds by unscrewing 4 bolts 
. . . and just as simply re-install. Thus, a sleek, 
trim line roof deck with RIGIDITY . . . GOOD 
LOOKS . . . and the LATEST STYLING. 


ECONOMICAL 


The station wagon model lists at $88.85. 
The passenger car model lists at $79.96 


RUGGED - STRONG - EVERLASTING 


Rugged and Strong — because of the U-shaped 
mouldings . . . Everlasting— because of the 
quality stainless steel. 


RAPID EASY ASSEMBLY 


This rack can be assembled quickly; all necessary parts are included. Only tools re- 
quired are hammer and screw driver. No drill necessary — all holes made by special 
punch included in kit. 


Ge DESIGNED . . . NOT COPIED 


The WAGON RACK was designed and completely engineered 
by our own engineers . . . and designed to do a JOB. It car- 
ries weight — is easy to clean — strengthens the roof deck — 
and beautifies the car. AND .. . stanchion and guard rails 
are removable! 


All this — and ECONOMY TOO! 


wh 















NAME OF NEAREST DISTRIBUTOR UPON REQUEST 


EGAL een PRODUCTS, INC. 


GRAN IVER AVENUE 


DETROIT 8, MICHIGAN 


Patent applied for 


Sale every Monday, Prices are for sale 
of Feb, 24. 


Today’s market showed no particular 
change in prices! Buyers galore attended 
buying with spring-like tempo! The only 
setback in price was shown on old heavy 
models and fixed agerage cars. New can 
struggled at less than dealer cost. Sold 
125 cars out of 171 consignments. 

BUICK—’58 Super 4-dr., $2,175* (ps). ‘57 
Century Estate Wagon, $2,290*° (ps); Ri. 
viera coupe, $2,100 (ps). °56 Super Rivi- 
era, $1,575*; 4-dr., $1,300° (ps); Century 
4-dr. Riviera, $1, 200°. ‘55 Super Riviera, 
$1,140° (ps), $1, 020°; Special Riviera 
coupe, $1,110*, $1, 000* (ps). °54 Super 
Riviera, $800*, $780° (ps); 4-dr., $635*, 
"53 RM Riviera, $380* (ps); 4-dr., $160* 
(ps); Super Riviera, $200°. ‘50 Super 
4-dr., $200*. 

CADALLIC—' 57 (60) Special 4-dr., $3,700* 
(ps). "56 (62) conv., $2,600° (ps). ‘SS 
(62) coupe de Ville, $2,160° (ps), §2,- 
075° (ps); coupe, $1,835° (ps). '54 (62) 
4-dr., $1,600° (ps). "53 (62) 4-dr., $830° 
(ps). °50 (62) 4-dr., $550°. 

CHE VROLET—’'58 Impala (8) coupe, $2,- 
520°. '57 Bel Air (8) 4-dr., $1,660° (ps). 
’56 Bel Air (8) 4-dr., $1,350° (ps); Bel 
Air (6) conv., $1,210; Two-ten (6) sta- 
tion wagon, $1,285°; 4-dr., $885; 2-dr., 
$925, $880, $875; Two-ten (8) Delray 
coupe, $1,100°; One-fifty (6) 2-dr., $930, 
$925. ‘55 Two-ten station wagon, $950*; 
Bel Air (8) conv., $1,075*; One-fifty 
2-dr., $480. ‘54 One-fifty 2-dr.. $530; 
Two-ten 4-dr., $490. "53 Bel Air 2-dr., 
$550; One-fifty 4-dr., $350. $345. ‘52 
2-dr., $260°, $245; 4-dr., $185. ‘51 4-dr., 
$260°. 

CHRYSLER—'55 NY St. Regis, $1,150° 
(ps), $1,000° (ps); 4-dr., $930° (ps). "Si 
conv., $100° (ps). 

DeSOTO—'52 Firedome club coupe, $200* 

DODGE—’S4 Coronet 4-dr., $550°. 

EDSEL—'5S Ranger 4-dr., $1,900°. 

FORD—’57 Fairlane (8) 500 2-dr. $1, 
590° (ps); Custom 300 2-dr., $1,335°. "Ss 
Country sedan, $1,360° (ps); Ranch 
Wagon, $1,250°, $1,120°; Fairlane (8) 
Victoria coupe, $1,210°; Custom (8) 
2-dr.. $1,110°, $850; Main 4-dr.. $925. 
*55 Fairlane (8) Crown Victoria, $1,040*; 
Country sedan, $1,000°, $935°; 2-dr., 
$890° (ps); Custom 4-dr., $700°, $690°; 
2-dr., $665; Main (6) 2-dr., $500°. "h 
Custom (6) 2-dr. $480; Custom (8) 
2-dr., $460°; Main (6) 2-dr., 0. “SS 
Ranch Wagon, $585*; Custom (6) 2-dr., 
$450; Custom (8) 4-dr.. §405°, $370; 
2-dr., $340, $295°. ‘52 Country Squire, 
$370; Custom coupe, §210°*; 4-dr., $210. 
"51 Country Squire, $135. 

HUDSON—'55 4-dr., $590. 


MERCURY—'55 Montclair sport coupe, $1,- 
160°; Custom 2-dr., $690, 


OLDSMOBILE—'56 (88) Super Holiday, 
$1,.500° (ps); 4-dr.. $1,500° (ps). "SS 
(88) Super 4-dr., $1,025°; (88) 4-dr., 
$800°. "54 (88) Super 4-dr.. $990° (ps); 
(98) Holiday coupe. $900° (pe); (88) 
Holiday, $820°, $775°. "53 (88) Super 
4-dr., $550° (ps). "52 (98) 4-dr., §200° 
(pe). 

PACKARD—'53 Clipper 4-dr.. §290*. 

PLYMOUTH— S56 (6) Suburban, $1,290*; 
Savoy (8) 2-dr.. $890. "55 Belvedere (6) 
coupe, $850°; Gavoy (6) 4-dr.. $650; 
Plaza (6) 2-dr.. $625; 4-dr.. $550. ‘h 
Savoy 4-dr., $530. ‘53 Cranbrook 4-dr., 
$480, $405°, $190°. 

PONTIAC—'56 Chieftain station wagon, 
$1,420° (ps); 4-dr.. $1,045°. ‘55 Chief- 
tain station wagon, $850. "54 Star Chief 
4-dr.. $470°; Chieftain 4-dr., §420°. 

RAMBLER—'SS station wagon, $1,030°, 


STUDEBAKER—'53 Champion coupe 
$240°, $155°. 

MISCELLANEOUS — ‘SS Ford %-tos 
enue, $1,400. ‘ST Volkswagen Bus, $1.- 


JENISON, MICH. 


Grand Rapids Auction. Gale every 
Tuesday. Prices are for sale of Feb. 25. 
Market very solid. Bidding active from 
start te finish. All makes and mmdeis 
sold well. 99 cars sold out of 164 offer- 


ings. 

BUICK—'57 Special Riviera, $1,825*; 4-dr., 
$1,800°. '56 Century Riviera, $1,325° (ps). 
$1,205° (ps); station wagon, $1,460°; 
Special Riviera, $1,200°. "55 Special Rivi- 
era. $1,015°, $875°; 2-dr.. §875°. ‘"S 
Special 2-dr.. $730°; RM 4-dr.. $615° 
(ps). "S3 Special 2-dr.. $350. 

CADILLAC—'S6 (62) 4-dr., $2,675* (ps): 
club coupe, $2,150° (ps). °55 (62) club 
coupe, $2,000° (ps). "53 (62) 4-dr.. §775° 
(ps). "50 2-dr., $135°. 

CHEVROLET—’58 Impala club coupe, $2.- 
465°. 'S7 Bel Air (8) club coupe, §1,670° 
(ps); Two-ten (8) 2-dr.. $1,450°: Two 
ten (6) 2-dr.. $1,195, $1,.170°. ‘56 station 
Wagon, $1,325°; Two-ten 4-dr. station 
wagon, $1,250°; 2-dr.. $1,000; 4-dr., 
$660; Bel Air 4-dr., $1,305*. "55 Bel Air 
(8) club coupe, $950°;: Two-ten station 
wagon, $790. ‘54 Two-ten 4-dr., §600*; 
Bel Air 2-dr., $575*; Delray, $540° (ps), 
$480, '53 Two-ten 4-dr.. $325; One-fifty 
2-dr., $200. ‘52 sedan, $130 

CHRYSLER—'s3 NY 4-dr., $425°, $325° 
ps 

DODGE—'56 Coronet 2-dr., $1,085°. ‘54 
wi. 4-dr., $430°. ‘53 station wagon, 

FORD—'57 Fairlane (8) 500 conv., $1,800*; 
4-dr., $1,675, $1,565* (ps): Custom 300 
4-dr., $1, 350°. ‘56 Country Squire, $1,- 
400°: Country sedan, $1,355°, $1,250° 
(ps); $1,210°; Fairlane club coupe, $1,- 
175°, $1,175° (pe); 4-dr., $1,155*; Vic- 
toria, $1,115°; Custom 4-dr., $955°. "55 
Fairlane Victoria, $965°, $755; Hardtop, 
$900°; Ranch Wagon, $725*; Custom 
(6) 2-dr. $715°; 4-dr., $695. ‘54 Ranch 
Wagon, $625°. ‘51 Victoria, $105. 

MERCURY—'55 Montclair club coupe, §$1,- 
035° (ps); station wagon, $1,150*; Cus- 
tom 2-dr., $725°, $695. "53 Custom 4-dr., 
—_e Meaterey club coupe, §$450°. ‘52 

OLDSMOBILE — "58 (98) 4-dr., $3,200° 
(ps); (88) Holiday, $2765* (ps). '57 (88) 
4-dr., $1,740°. ‘56 (88) Holiday, $1,485° 
(ps); 2-dr., $1,200°; (98) Holiday, $1,- 
400° (ps). "55 (88) 4-dr., $940°. "53 (88) 
Super 4-dr., 

PACKARD—’55 Clipper 4-dr., $725°. 

PLYMOUTH—'56 Belvedere Suburban, $1,- 
080°; Plaza Suburban, $960, ‘55 Belve- 
dere’ club coupe, $840: 2-dr., $835°, "54 
4-dr., $285°. '53 2-dr., $345°. 

PONTIAO—’56 Star Chief club coupe, $1,- 
265°; Chieftain club coupe, $1,200*. ‘55 
Chieftain 2-dr., $765*, $750°; 4-dr., 
$740*. ‘54 Cheiftain 2-dr., $595°*, $435°. 
"53 club coupe, $375. 

RAMBLER—’57 4-dr., $1,500*. °56 station 
wagon, $1,350°; 4-dr., $1,125. '55 station 
wagon, $815. 

(Continued on Page 51, Col, 1) 


_— 


sTUD! 
MISC! 


Are 
day 


of 54 
BUIC!I 
780° 
(ps) 
Spec 
Cent 
Har 
(ps) 
4-dr 
$720 
$425 
$630 
Supe 
CADE 
4-dr 
Ville 
$3,3 
(ps) 





iviera, 
-iviera 


_ $1- 
* "Ss 
Ranch 
e (8) 
| (8) 


,040°; 

2-dr., 
$690°: 
. 


» (8) 


quire, 
$210. 


4-dr., 
(ps), 
460°; 
= 


eeis* 


(pe): 
club 
$775° 


, $2.- 
\.670° 


ation 
ation 
é-dr., 
il Air 
ation 
600° ; 

(ps), 

fifty 


$325° 
"hs 
agon, 
800°; 
1 300 
$1.- 


$1,- 
Vic- 


atop, 
stom 
tanch 


$1,- 


i-dr., 
"52 


"(88) 
485° 


(88) 


$1,- 
felve- 
"54 


$1,- 
"55 
i-dr., 
435°. 


ation 
ation 


AUTOMOTIVE NEWS, MARCH 10, 1958 


Used-Car Auction Prices 





(Continued from Page 50) 


8ST UDEBAKER—’'52 Champion 4-dr., $125°. 
MISCELLANEOUS— 57 Volvo 2-dr., $1,550. 


CHICAGO 


Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Feb. 25. 
Market terrific. We sold 389 cars out 
of 547 offerings. 
BUICK—’58 Special 4-dr. 
780° (ps). °57 Century conv., 
(ps); RM 4-dr. Hardtop, $1,850° (ps). 


Hardtop, $2,- 
$2,105* 
"56 


Special Hardtop, $1,360° (ps), $1,170*. °55 
Century 
Hardtop, 
(ps); 


station wagon, $1,400* 
$950* (ps); Super 4-dr., $1,010* 
RM Hardtop, $985* (ps): Special 
$735*. °54 Special station wagon, 
$700°; 4-dr., $600°, $525°, $525, 
Super 4-dr., $695°, $695° (ps), 
$575*; RM 4-dr., $680° (ps). ‘53 
Super 4-dr., $350*; Hardtop, $300°. 
CADILLAC—’58 (62) coupe, $4,515° (ps); 
4-dr., $4,500° (ps). °57 (62) coupe de 
Ville, $3,690° (ps); coupe, $3,400* (ps), 
$3,385° (ps). °56 Eldorado coupe, $2,900° 
(ps); coupe de Ville, $2,740° (ps), $2,- 
725° (ps), $2,660° (ps); conv., $2,660*° 
(ps), $2,650° (ps), $2,600° (ps), $2,550° 
(ps); coupe, $2,525* (ps), $2,500° 
"55 (62) 4-dr., $1,945° (ps), 
(ps); 4-dr., $1,560° (ps); (60) 
4-dr., $1,840° (ps). "54 (62) 
Ville, $1,695° (ps). "53 (60) 4-dr., 


$2,665° 
Air (8) 


(ps); 





Special 
coupe de 
$725° 


(ps). 
CHEVROLET—’'58 
(ps); Hardtop, 
4-dr., $2,290°. '57 Bel Air (8) Hardtop, 
$1,735° (ps), $1,725° (ps), $1,665°, 
$1,635*. $1,580°; 4-dr., $2,290°, $1,- 
505°: 2-dr.. $1,500°; Two-ten (6) 
sedan, $1,520; 4-dr., $1,430° (ps), $1,415, 
$1.405*; 2-dr., $1,315, $1,220, $1,220°. 
"56 Bel Air conv., $1,295°, $1,285*°; 
Hardtop, $1,230°,  $1,155°, $1,115°; 
4-dr., $1,205°; 2-dr.. $1,135°; Two-ten 
2-dr., $975, $950; 4-dr., $950, $905. ‘55 
Two-ten station wagon, $1,205*, $980; 
Delray, $895; 4-dr., $860°; 2-dr.. $785°; 
Bel Air conmv., $1,150°, $1,035° (ps); 
Hardtop, $1,150°*, $1,145°, $1,040, $855°; 
One-fifty 2-dr., $665. "54 Two-ten 4-dr., 
$740; station wagon, $660°; Bel Air 
4-dr., $665°; Hardtop, $650°. $600; 2-dr., 
$520°, $505; One-fifty 2-dr.. $395. ‘53 
4-dr.. $565; 2-dr., $450°. 
CHRYSLER "55 Windsor 4-dr., $910*° 
(ps), $895° (ps) 
CONTINENTAL—'58 Mark 
(ps). 
DeSOTO—'56 Firedome Hardtop, $1,250* 
(ps). "55 Firedome 4-dr., $1,150*. 
DODGE—'55 Royal Lancer, $725*; Coronet 
4-dr.. $715*; Hardtop, $655° (ps). ‘54 
Royal 2-dr., $410°; Coronet 4-dr., $400°*. 
"53 Coronet 4-dr., $385°. 
FORD— ‘SS Country sedan, 
Fairlane (8) 500 Victoria, $2,300° 
"ST Fairlane (8) 500 Victoria, 
(ps); Country sedan, $1,750*, 
$1.700°; Fairlane (8) Victoria, $1,705° 
(ps), $1.660°, $1,610°, $1,550°, $1,300°; 
4-dr., $1,410° (ps); 2-dr.. $1,400°; Cus- 
tom (8) Ranch Wagon, $1,.490°, $1,430; 
2-dr.. 2 at $1,375; 4-dr., $1,370°, $1,355°, 
$1,345°. °56 Thunderbird, $1,810°; Fair- 
lane (8) Victoria, $1,340°, $1,250°, $1,- 
220° (ps), $1,185*, $990°: 4-dr., $950*; 
2-dr., $890°; Custom (8) Ranch Wagon, 
$1,050; 4-dr., $970; Victoria, $925°; 2-dr., 
$725*. ‘55 Fairlane (8) 2-dr., $850, $775°; 
4-dr.. $770. $745°, $730; Ranch Wagon, 
700°; Main (8) 2-dr., $560. "54 Country 
sedan, $635*. $555; Crest (8) Victoria, 
$530°. ‘53 Custom (8) 4-dr., $485. 
HUDSON—55 Wasp Hardtop, $510. 
LINCOLN—'SS Capri 4-dr. Hardtop, %.,- 
205° (ps). ‘56 Premiere Hradtop, $1,850° 
(ps). "56 Capri conv., $1,300° (ps); 4-dr.. 
$1,000° <‘ps). ‘S3 Capri 4-dr.. $500° 


(ps). 

MERCURY—'S7T Commuter station wagon, 
$2.380° ‘pe); Voyager, $2.300° (ps); 
Montclair Hardtop, $2,065*, $2,050° (pq), 
$2.000°:; Monterey 4-dr. Hardtop, $1,950° 
(ps). "56 Monterey Phaeton, $1,355° (ps), 
$1.300° (ps), $1,110° (ps); 4-dr., $1,- 
090°; 2-dr $1,085* (ps). "55 Monterey 
Hardtop $1,100° (ps); 4-dr., $9965°, 
S975°* <‘ps), $905° ‘ps), $805°; 2-dr., 
$950°. "54 Monterey 4-dr.. $755° (ps); 
Custom 4-dr., $650° (ps), $640°. ‘53 
Monterey conv., $875*. 

NASH —Statesman sedan, $420, $370. 

OLDSMOBILE—'57 (88) station wagon, 
$2.275°; Holiday, $1,950° (ps), $1,850°, 
$1,700°; 2-dr., $1,665°*; (88) Super conv., 
$2.240° (ps). ‘56 (98) 2-dr., $1,715° 
(ps); 4-dr. Holiday, $1,.710° (ps); conv., 
$1,.630° (ps). $1,560° (ps); (88) Super 
Holiday, $1.495° (ps), $1,480° (ps); (88) 
4-dr.. $1,420° (ps); conv., $1,405° (ps); 
Holiday, $1.375* (ps), $1,260° (ps). °55 
(98) Holiday, $1,175*, $1,150° (ps); (88) 
Holiday, $1,000°. ‘54 (98) Holiday, $1,- 
125° (ps); 4-dr., $1,020° (ps), $805°. 

PLYMOUTH—'57 Belvedere Hardtop, $1,- 
775° (ps); 2-dr., $1,595°; Savoy 4-dr., 
$1,480°; Plaza (6) 2-dr., $1,250. ‘56 
Belvedere (8) Hardtop, $1,295°. ‘55 
Belvedere (8) Hardtop, $890*; conv., 
$845°; 4-dr.. $840°; 2-dr.. $750°; Belve- 
dere (6) 4-dr., $710°; station wagon, 
$665; Savoy 4-dr., $575°; 2-dr., $530°. 
"34 Belvedere 4-dr., $555°; Plaza 4-dr., 
$420. 

PONTIAC—'57 Cheiftain Hardtop, $1,475*. 
"56 Star Chief Catalina, 2 at $1,455° 


Impala conv., 
$2,495°; Bel 


Ill, $5,405° 


$2,385° (ps); 
(ps). 
$1,750° 
$1,710°, 


(ps); 4-dr., $1,215° (ps); Chieftain Cata- 
lina, $1,140°, $1,105°. ‘54 Star Cheif 
4- dr. $500°, $440°. 


RAMBLER—’ 56 4- dr. $1,000°, $960. 

STUDEBAKER—'55 Champion 2-dr., $500; 
Commander club coupe, $475°. 

MISCELLANEOUS—'58 Volkswagen 2-dr., 
$1,695. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Feb. 27. 
Today's sales were exceptional consid- 
ering the weather. Clean cars bringing 
absolute tep dollar, Sold 57 out of 62 


consignments. 

BUICK—'58 Super Hardtop, $3,030* (ps). 
‘56 Special Riviera, $1,375*. '55 Special 
Riviera, $1,055*; Hardtop, $950°; 2-dr., 
$925°*. '53 Special 4-dr., $375*. "52 2-dr., 
$195*. 

CHEVROLET—’'56 Two-ten (8) 4-dr., $1,- 
080, $1,070. ‘55 Two-ten 4-dr., $750, 
$740; 2-dr., $785*; Bel Air (8) Hardtop, 
$905*; Bel Air (6) 2-dr., $680; One-fifty 
(6) 2-dr., $605. '53 Bel Air 4-dr., $440. 
‘52 2-dr., $255. '51 coupe, $305*; 2-dr., 
naa. $180, $150*. '50 2-dr., $110. 
a ne 53 Coronet (6) 4-dr., $340; Hard- 

$330°; 2-dr., $175°*. 

FORD. ~'57 Fairlane (8) 500 Hardtop, $1,- 


750*; Custom (8) sedan, $1,060. 
tom (8) 4-dr., $1,115*; 
club sedan, $980°; 


°56 Cus- 
Victoria, $1,050*; 
Ranch Wagon, $995; 
sedan, $290* (taxi). 55 Custom 4-dr., 
$820; 2-dr., $675; Main 2-dr., $625. ’54 
Custom 4-dr., $340; 2-dr., $500, $375; 
Victoria, $575*, $350°. °53 Victoria, 
$490°; 2-dr., $300, $170. '52 2-dr., $260. 
LINCOLN—’52 Hardtop, $165*. 
MERCURY — '57 Monterey Hardtop, $1,- 


850°; 4-dr., $1,815°; Custom 4-dr., $1,- 
370. 

PLYMOUTH—’56 Plaza 2-dr., $655, $600. 
'55 4-dr., $305. 

PONTIAC—’54 Chieftain 2-dr., $375*. °51 
4-dr., $110*. 


MISOELLANEOUS—’57 MG roadster, $1,- 
675. '53 Ford %-ton pickup, $405. 


OMAHA 


Richard Abel Auto Auction. Sale every 

Thursday. Prices are for sale of Feb. 27. 
We had a blizzard. Transportation was 

halted and schools closed. 

BUICK— 57 Special 4-dr. Hardtop, $1,850* 
(ps), $1,785*; 2-dr. Hardtop, $1,705*, 
$1,685°. °'53 Special 4-dr., $425. °52 Spe- 
cial 4-dr., $225. 

CHEVROLET—’56 Two-ten 4-dr. 
wagon, $1,345*; 


station 

sedan, $1,100; Bel Air 
4-dr., $1,335° (ps), $1,265*. °55 Bel Air 
4-dr., $930°. "54 Bel Air 4-dr., $590*. '53 
One-fifty station wagon, $485. "51 4-dr., 
$215°*; 2-dr., $210°*. 

DODGE—’'55 Royal (8) 4-dr., $950° (ps). 
"50 Coronet club coupe, $125. 

FORD—’56 Custom Ranch Wagon, $975. 


’55 Fairlane Crown Victoria, $1,160*; 
4-dr., $1,045*, $985°. '54 Custom 4-dr., 
$640* (ps). 


MERCURY—’55 Custom 2-dr., $865°, °52 
Sport coupe, $235. 

PACKARD—’55 ‘‘400’’ coupe, $1,000* (ps). 

PLYMOUTH—’57 Belvedere 4-dr, Hardtop, 
$1,560*. '55 Belvedere Sport coupe, $855*, 
$835*. °54 station wagon, $500; Belve- 
dere 4-dr., $725* 

STUDEBAKER ’*55 Commander 4-dr., 
$725*. °53 Land Cruiser 4-dr., $275*. 
MISCELLANEOUS — ’57 Chevrolet 1-ton 
truck, $1,530. ‘54 International 2-ton 
truck, $860; %-ton pickup, $480, ‘52 

Chevrolet %-ton panel, $230. 


LOS ANGELES 


Harold Henry’s Los Angeles Auto Auc- 
tion. Sale every Tuesday. Prices are for 
sale of Feb. 25. 

BUICK—’'58 Century Riviera, $3,400* (ps). 
"57 Special 4-dr. Riviera, $2,015* (ps). 
’56 RM 4-dr., $1,575* (ps); Special 4- 
dr., $895*. °55 Century Estate Wagon, 
$1,540° (ps), $1,300* (ps); Riviera, $1,- 
145° (ps); Super Riviera, $1,125* (ps), 
$1,005* (ps), $965* (ps); Special Rivi- 
era, $1,020*, $975* (ps), $910°. '54 RM 
Riviera, $875* (ps); Century Riviera, 
$780*; Super Riviera, $775*; 4-dr., $700* 
(ps). °53 Super 4-dr., $525* (ps); conv., 
$335* (ps); RM Riviera, $500*° (ps); 
4-dr., $285* (ps). ‘52 Super Riviera, 
$295°, $230°; RM 4-dr., $245*. °51 RM 
4-dr., $225*; Super Riviera, $180*; 
conv., $145°. 

CADILLAC—’57 coupe de Ville, 
(ps); sedan de Ville, $3,850* (ps), $3,- 
750* (ps); conv., $3,620* (ps); 4-dr., 
$3,445* (ps). ’56 Eldorado Biarritz, $2,- 
875° (ps); sedan de Ville, $2,870* (ps), 
$2,800° (ps); coupe de Ville, $2,695* 
(ps); (62) coupe, $2,610* (ps), $2,315* 
(ps). "55 (60) Special 4-dr., $2,150* (ps); 
4-dr., $2,135* (ps), $1,995* (ps). °52 4- 
r., $525. °51 4-dr., $505, $385*. ’50 (62) 
coupe, $405°; 4-dr., $380°, $345°; (61) 


$3,935° 


4-dr., $185*, °49 4-dr., $210°*. 
CHEVROLET—’58 Corvette, $3,600*, $3,- 
150*; Brookwood station wagon, $2, 210°. 


57 Corvette, $2,550°; Bel Air (8) Sport 
coupe, $1,850* (ps), $1,800* (ps), $1,750* 
(ps); conv., $1,850* (ps); Sport sedan, 
$1,770*, $1, 700°; 4-dr., $1,750* (ps), $1,- 
740° (ps); Two-ten (8) station wagon, 
$1,800*, $1,775* (ps); Sport sedan, $1,- 
680°; 2-dr., $1,475. ’'56 Bel Air (8) sta- 
tion wagon, $1,650* (ps); Sport sedan, 
$1,450*; Sport coupe, $1,420*; Two-ten 
(6) 2-dr., $970, $920, $900. °55 Bel Air 
(8) Sport coupe, $1,125*, $1,120°; 2-dr., 
$925*, $910*, $860; Two-ten (6) Delray 
coupe, $950°; One-fifty 2-dr., $550, '54 
Bel Air Sport coupe, $795*; conv., $675; 
4-dr., $600* (ps); One- -fifty coupe, $360. 
"53 One-fifty station wagon, $545; Bel 
Air 2-dr., $525; Two-ten >-dr., $455; 
4-dr., $450, $385; Sport coupe, $380. ’51 
Bel Air 2-dr., $315; 4-dr., $220*, $195; 
One-fifty 4-dr., $215. '50 sedan, $195. 


CHRYSLER—’57 Windsor Hardtop, $2,160* 


(ps). °53 NY 4-dr., $360* (ps); Windsor 
4-dr., $355°. 

CONTINENTAL — ’'56 Mark II, $5,000* 
(ps). 


DeSOTO—’57 Firedome Sportsman, $2,110* 
(ps). °56 Firedome 4-dr., $1,200* (ps). 
"53 Powermaster 4-dr., $295* (ps). °49 


4-dr., $100*. 

DODGE—’57 Coronet (8) sedan, $1,750*. 
’56 Coronet (8) Lancer 2-dr., $1,115*. 
55 Custom (8) Royal 4-dr., $850*, $775°*. 
’54 Coronet 4-dr., $445*. °53 Coronet 4- 
dr., $345; Meadowbrook club sedan, 
$285*; 4-dr., $250°. 


FORD—’ 58 Fairlane (8) 500 Victoria, $2,- 


425°. °57 Skyliner, $2,300* (ps); Thun- 
derbird, $2,275*; Del Rio station wagon, 
$1,790* (ps); Fairlane (8) 500 Town 
sedan, $1,575* (ps), $1,380; Custom (8) 
300 4-dr., $1,500*, $1,425°; 2-dr., $1,- 
430°. °56 Thunderbird, $1,850*; Country 
sedan, $1,550°, $1,425* (ps), $1,335*; 
Custom Ranch Wagon, $1,250*; Victoria, 
$1,230*; 2-dr., $1,075* (ps); Fairlane 


51 


(8) 4-dr., $1,125* (ps); club sedan, 
$980*; conv., $910*, $825*. 55 Thunder- 
bird, ‘31, 990* (ps); Country Squire, $1,- 
250°; Country sedan, $1,100*; Fairlane 
(8) Victoria, $1, a club sedan, $765*, 
$735; 4-dr., $675; stom Ranch Wagon, 
$1,035*; 4-dr., $670; Main (6) 2-dr., 
$525; coupe, $465. ’°54 Custom (8) club 
$575*; 4-dr., $550°, $435; 2-dr., 
, $355° (ps); Crest (8) 4-dr., $435. 
"53 Custom (8) 2-dr., $410, $395, $250; 
conv., $395*; 4-dr., $310; Crest Victoria, 
$355*; conv., $335*%; Ranch Wagon, 
$550*. °52 Custom 4-dr., §280*, $275*. 
’51 Victoria, $210*; 4-dr., $130, $125°, 
$120, '49 2-dr., $115°. 

$4,840° 


IMPERIAL — '58 4-dr. 
(ps). 

LINCOLN — ’56 Premiere coupe, $2,050* 
(ps). "53 Cosmopolitan coupe, $495* (ps). 

MERCURY—’57 Montclair coupe, $2,030° 
(ps), $1,825*; Monterey Phaeton, $1,850*° 
(ps). "56 Custom Phaeton, $1,295°, °55 
Montclair coupe, $1,170* (ps); 4-dr., $1,- 
035*, $670*; Monterey coupe, $1,050°, 
$1,035* (ps). °54 Monterey coupe, $665*; 
4-dr., $650*. '53 Monterey coupe, $480; 
4-dr., $325*; Custom 4-dr., $375, ’51 club 
coupe, $175*, *650 2-dr., $165. 

NASH —’'53 Statesman 4-dr., $225°. 
Statesman 4-dr., $185*. 

OLDSMOBILE—’57 (98) Holiday, $2,515* 
(ps); (88) Holiday, $2,000°. °56 (88) 
Super conv., $1,350* (ps); (88) Holiday, 
$1,345*, $1,250° (ps), $1,100*, °55 (88) 
Super Holiday, $1,355* (ps), $1,075* 
(ps); (98) Holiday, $1,240* (ps). '54 (88) 
Holiday, $950* (ps); (88) Super Holiday, 
$875* (ps). °53 (88) conv., $435*° (ps); 
Holiday, $400*; 4-dr.. $375; (98) Holi- 
day, $395° (ps). "52 (88) 4-dr., $205*. 

PLYMOUTH—’57 Savoy club sedan, $1,- 
750°; 4-dr., $1,430*; Belvedere Sport 
sedan, $1,745*. °56 Savoy (8) club se- 
dan, $805*. °55 Plaza club sedan, $500. 
53 Belvedere sedan, $360*; Cranbrook 
club coupe, $325; Cambridge 4-dr., $320, 
$270, $250. °48 station wagon, $125. 

(Continued on Page 52, Col. 1) 
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PONTIAC—’ 57 Chieftain Catalina, $1,795°*. $1,055* (ps), $875* (ps); Special 4-dr., 
‘56 Safari station wagon, $1,585* (ps), $1,200, $850* (ps); Hardtop, $790*; 2- 
$1,565*; Star Chief Catalina, $1,325°; dr., $725*. °54 Century 4-dr., $805°; 
Chieftain station wagon, $1,075*; coupe, Hardtop, $730* (ps); Special Hardtop, 
$980*. °55 Star Chief coupe, $980* (ps); $670*; RM Hardtop, $660* (ps). ‘53 
Chieftain Catalina, $975*. 453 Chieftain Super 4-dr., $430*; Hardtop, $375*, 
4-dr., $250*. °52 Catalina, $130°, °51 $360*; RM 4-dr., $400* (ps). °52 Super 


conv.., $130°*. 4-dr., $270*, $100*, "51 2-dr., $165. °50 

RAMBLER—’55 4-dr., $825. Hardtop, $210. 

STUDEBAKER—’55 President coupe, $990*, | CADILLAC—’57 (62) 4-dr., $3,310* (ps). 
$900*; Champion coupe, $830; Com- "56 (60) Special 4-dr., $2,790* (ps); 
mander sedan, $805*, ‘52 Commander sedan de Ville, $2,500* (ps). "55 (62) 
coupe, $220*. coupe, $1,765* (ps). °54 (62) coupe, $1,- 

WILLYS—’51 station wagon, $260. 500° (ps). *53 (62) 4-dr., $835° (ps), 


MISCELLANEOUS — '57 Chevrolet %-ton $815* (ps). 
pickup, $1,105; Ford %-ton pickup, $1,-| CHEVROLET—’57 Two-ten station wagon, 
245; MG roadster, $1,650; Triumph road- $1,870*, $1,825; 4-dr., $1,185; Bel Air 


ster, $1,895; Volvo 2-dr., $1,385, $1,345. (8) conv., $1,700* (ps), $1,500; 2-dr., 
’56 Chevrolet %-ton pickup, $935; Ford $1,360*. °56 Bel Air (8) station wagon, 
%-ton pickup, $925*; Borgward 2-dr.,| $1,525* (ps); conv., $1,375*; 4-dr., $1,- 


$1,350; Volkswagen 2-dr., $1,150, $850; | 350°, $1,290*; Hardtop, $1,310*, $1,285*, 
Volvo 2-dr., $1,300, $1,250, °55 Chevro- $1,220*; 2-dr., $1,125*, $1,110*; Two-ten 


let %-ton stake, $905; %-ton panel,| station wagon, $1,300*, $1,200; Hardtop, 
$700; Ford %-ton pickup, $805. °54 Hill- $1,150*; 2-dr., $1,080, $995, $950, $925. 
man 4-dr., $650. '53 Hillman 4-dr., $330. ’55 Bel Air (6) Hardtop, $1,030*, $990*, 


"52 Chevrolet %-ton pickup, $360. ‘51 $950, $930*, $865; 4-dr., $950* (ps); 2-dr., 
Dodge %-ton pickup, $365, °48 Willys $835*, $805, $800; Two-ten station wag- 


%-ton pickup, $135. on, $945; Delray, $900; 4-dr., $870; 2-dr., 
$740*. °54 Bel Air (8) conv., $720*%; 2- 

COLUMBUS, O dr., $690; Hardtop, $645; 4-dr., $585; 

—_ = Two-ten Delray, $640, $575, $565; 2-dr., 

Capital Auto Auction. Sale every Thurs- $550; One-fifty 2-dr., $550. ‘53 Bel Air 
day. Prices are for sale of Feb. 27. | Hardtop, $625*, $360*; 4-dr., $460; 2-dr., 


BUICK—'57 Century 4-dr., $1,810*; Hard- $275. 
top, $1,710*. '56 RM 4-dr. Hardtop, $1,-| CHRYSLER—’55 Windsor station wagon, 
400° (ps); Super Hardtop, $1,340* (ps). $1,330* (ps); Windsor Hardtop, $990*. 
"55 Century station wagon, $1,300* (ps); | DODGE—’55 Royal (8) 4-dr., $910; Hard- 
Hardtop, $1,230*; Super conv., $1,260° top, $735*; Coronet Hardtop, $835°, ’53 
(ps); Hardtop, $1,150° (ps), $1,115*. Coronet (8) 2-dr., $330*. 








FORD—’58 Fairlane (8) 500 Victoria, $2,- $300; 2-dr., $275. °'50 station wagon, 
400* (ps). ’57 Fairlane (8) 500 Victoria, $200. '49 4-dr., $125. 
$1,685*, $1,685; 4-dr. Hardtop, $1,650*;| PONTIAC—’56 Star Chief conv., $1,500* 
Fairlane Victoria, $1,300; Country sedan, (ps), $1,350° (ps); Chieftain 4-dr, sta- 
$1,340; Custom Ranch Wagon, $1,650*; tion wagon, $1,415*; Catalina, $1,110*, 
4-dr., $1,450* (ps); 2-dr., $1,260, $1,200. $1,065*. ‘55 Star Chief Catalina, $1,265* 
’56 Fairlane (8) conv., $1,295*; Victoria, (ps), $975* (ps), $935; conv., $930°*, 
$1,275*, $1,235*, $1,130, $1,070; Custom $905*; Chieftain 2-dr., $855*. °54 Star 
Ranch Wagon, $1,165; $-dr., $900; Main Chief 4-dr., $650*, $625°; Catalina, $485*. 


Ranch Wagon, $1,025; 2-dr., $925*, $680, ’53 Catalina, $325. '52 4-dr., $230. 

$670. ‘55 Country sedan, $1,135; Fair-| RAMBLER—’56 4-dr. station wagon, $1,- 

lane (8) 2-dr., $890; 4-dr., $850* (ps); 320°. 

conv., $830*%; Main (8) Ranch Wagon, 

$805; 4-dr., $670; Custom (8) 4-dr., 

$790; 2-dr., $740, $575*. 54 Custom (8) CHICAGO 

Ranch Wagon, $685; 2-dr., $650, $625; Greater Chicago Auto Auction, Sale every 

4-dr., $635, $600; Crest Victoria, $665*;| Thursday. Prices are for sale of Feb, 27. 

Main 4-dr., $390. '53 Custom (8) 2-dr., Sold 324 cars out of 468 offerings. 

$510, $425; 4-dr., $410°; conv., $335°. BUICK—’58 Special Riviera, $2,550° (ps). 
LINCOLN — ’55 Capri Hardtop, $1,210* "57 Special Riviera coupe, $1,865* (ps), 

(ps). $1,775*; 4-dr., $1,425. '56 RM 4-dr. Rivi- 
MERCURY—’57 Turnpike Cruiser, $2,170* era, $1,530* (ps), 2 at $1,400*° (ps); 

(ps); Montclair Hardtop, $1,900*; Mon- Super conv., $1,440* (ps); Special 4-dr., 


terey 4-dr., $1,730*. °56 Montclair Hard- $1,115*; Riviera coupe, $1,080*, '55 Super 
top, $1,410*; conv., $1,100* (ps); Custom Riviera coupe, $1,145* (ps); Century 


station wagon, $1,275* (ps); Hardtop, Riviera, $1,125* (ps); Special Riviera, 
$1,095*. °55 Custom station wagon, $1,- $960*, $670*. °54 Special conv., $945* 
240; Hardtop, $945; Montclair Hardtop, (ps); 4-dr., $450°,. ‘53 Special conv., 
$1,160* (ps). °54 Monterey 4-dr., $610*. $375*; coupe, $315*. °52 Super Riviera, 
"563 Hardtop, $535*, $510*. $300*. 

NASH—’'S4 Statesman Hardtop, $605. CADILLAC—’ 57 Eldorado Biarritz, $3,960* 


OLDSMOBILE—’57 (88) Holiday, $1,985* (ps); (62) sedan de Ville, $3,730* (ps), 
(ps), $1,860*, °56 (88) 4-dr, Hardtop, $3,395* (ps), $3,385* (ps); conv., $3,590* 
$1,395*°. °55 (88) Super 4-dr.. $1,365* (ps), $3,550° (ps); 4-dr., $3,525* (ps); 
(ps), $1,300*° (ps), $1,260* (ps); (98) coupe, $3,445* (ps); (60) Special 4-dr., 
Hardtop, $1,350* (ps), $1,310* (ps); 4- $3,655* (ps). °56 (62) sedan de Ville, 
dr., $980° (ps); (88) 2-dr., $945*, °54 $2,640* (ps), $2,620* (ps), $2,600* (ps), 


(98) 4-dr., $985* (ps); Hardtop, $910* $2,565* (ps), $2,310* (ps); coupe, $2,-/ 





(ps); (88) Hardtop, $880*; 4-dr., $825°;| 360° (ps), $2,250° (ps); coupe de Ville, 
2-dr., $750*. ’51 4-dr., $200. $2,595* (ps), $2,270* (ps); 4-dr., 2 at 

PACKARD—’51 Hardtop, $165. | $2,175* (ps). °55 (62) coupe de Ville, 

PLYMOUTH—’57 Belvedere (8) Hardtop, $2,155* (ps); conv., $1,720* (ps); 4-dr., | 
$1,605*; 4-dr.. $1,560*, $1,435*; Subur- $1,800* (ps), $1,650*° (ps), $1,640° (ps). 
ban, $1,390*. °56 Fury Hardtop, $1,320*; "53 (62) conv., $960* (ps); coupe de 
Belvedere (8) 4-dr. Hardtop, $1,190*; Ville, $625*; 4-dr., $470*, $450°; (60) 
Suburban, $1,165*; Savoy 2-dr., $845*. pe 4-dr., $865* (ps), $845* (ps). "51 
‘55 Belvedere Hardtop, $800*; 2-dr., (62) 4-dr. $200°. 


$725*, $710; Savoy (8) 4-dr., $720*; CHEVROLET—’57 Bel Air (8) Sport se- 
Savoy (6) 2-dr., $700*; 4-dr., $600°. ’53 dan, $1,755° (ps), $1,705*, $1,590°; 
station wagon, $360*°; Cranbrook 4-dr., Sport coupe, $1,695* (ps), $1,665*, $1,- 
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Actual photos from GM 
plants in Flint, Michigan. 


The Birthplace of 








GENERAL MOTORS 





--. and its Principal Production Center 


Great celebrations will be going on in Flint 
all year. 1958 is the Golden Milestone year 
for General Motors. And Flint is justly 
proud of its close affiliation with GM since 
its beginning here in 1908. The Flint Citi- 
zens’ Golden Milestone Committee has 
arranged throughout the year many civic 
events in observance of the Corporation’s 
50th anniversary. The climax will be 
Golden Milestone Week, August 10th to 
the 16th, when daily major events are 
planned, and Flint will be dressed in 1908 
atmosphere. In conjunction with the latter, 
The Flint Journal will publish on August 10, 
a Special Golden Milestone Edition de- 


voted to historical reviews of the Corpora- 
tion, its operations, management, personnel, 
and divisions. 1958 will be a memorable 
year in Flint—a year of unprecedented 
tribute to a local organization that has 
gained world recognition for its achieve- 
ments, for its progress, for its greowth—and 
for Flint, its birthplace. 

Manufacturers and friends of GM, wish- 
ing to salute the Corporation with con- 
gratulatory messages in the Special Golden 
Milestone Edition, can make space reserva- 
tions or obtain detailed information by 
contacting 

THE FLINT JOURNAL 


Don't just watch us celebrate! — Join in the celebration! 
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615*; 4-dr., $1,595* (ps), $1,590° (ps); 
Two-ten (8) station wagon, $1, 6358: 
2-dr., $1,450* (ps), $1,415* (ps); 4- dr, 
$1,400*, $1,390°; One-fifty (8) st tion 
wagon, $1,330. ‘56 Bel Air (8) Sport 
coupe, $1,450*, $1,200*, $1,185*, $1,1 i 
$1,145*; 2-dr., $1,085*; Two-ten (8) 
dr., $1,060*, $980; 2-dr., $1,010, 068, 
$945, $810; Sport coupe, $955; Deray, 
$920. °55 Two-ten (6) station wagon, 
$975*, $970*; Two-ten (8) 4-dr., $935*, 
$650; 2-dr., $730*%; Bel Air (8) 4-dr, 
$890; Sport coupe, $800*; 2-dr., $590* 
’54 Bel Air coupe, $650; 2-dr., $550, 
$475*, $395; One-fifty 2-dr., $390. ‘53 
Bel Air coupe, $495*, $235*; station 
wagon, $455; 4-dr., $365, $350; Two-ten 
2-dr., $230, $215. °52 Bel Air coupe 
$310*. °51 4-dr., $200. 

CHRYSLER—’56 NY 4-dr., $1,370* (ps); 
Windsor Nassau, $1,335* (ps). ’55 Wind- 
sor conv., $700*. ’'54 NY 4-dr., $295*. "53 
NY 4-dr., $260°*. 

DeSOTO — '55 Fireflite 4-dr., $880*. 'h 
Fireflite 4-dr., $400*, $300*. 

DODGE ’55 Royal (8) Lancer, $885*; 
Coronet 4-dr., $700*, °53 Coronet (8) 4 
dr., $230*, $220*. 

FORD—’58 Fairlane (8) 500 2-dr. Victoria, 
2,420* (ps). °57 Thunderbird, $2,500* 
(ps); Fairlane (8) 500 conv., $1,750* 
(ps), $1,645*; Country sedan, $1,745*, 
$1,700*, $1,640*; 4-dr. Victoria, $1,710*; 
2-dr. Victoria, $1,670* (ps); 4-dr. sedan, 
$1,575*, $1,550*, $1,450* (ps); Fairlane 
(8) Victoria, $1,565* (ps), $1,555*, §$1,- 
550*, $1,495* (ps), $1,460, $1,450°; 4-dr., 
$1,530*; Ranch Wagon, $1,570*; Custom 
300 2-dr., $1,375*, $1,345*, $1,165, §1,- 
160; 4-dr., $1,230. °56 Thunderbird, $1,- 
800*; Fairlane (8) 4-dr. Victoria, $1,- 
300* (ps); 2-dr. Victoria, $835*, $730*; 
4-dr. sedan, $1,220* (ps), $945°; 2-dr., 
$980*; conv., $830*%; Custom (8) 2-dr., 
$830*, 755*: Custom (6) 4-dr., $610; 
Main 4-dr., 2 at $725. °55 Fairlane (8) 
4-dr., $750*; Victoria, $605*; Custom 
4-dr., $700, $550*, $535*, $530°, $350. 
"53 station wagon, $425; Custom 4-dr., 
$415; 2-dr., $310, $275, $265, $260, $205, 

HUDSON—’'55 Hornet 4-dr., $740*, $500*, 
$480*. 

LINCOLN — '56 Premiere conv., $1,970*° 
(ps); coupe, $1,755* (ps), $1,500° (ps). 
655 Capri 4-dr., $970* (ps). °53 Capri 
coupe, $285* (ps). 

MERCURY—’'57 Monterey coupe, $1,845°. 
’56 Montclair coupe, $1,440°, $1,350° 
(ps); Phaeton, $1,400° (ps); Monterey 
coupe, $1,160*. °55 Montclair coupe, $1,- 
250° (ps). $915*; Monterey 4-dr., $800*; 
coupe, $925*, $775*; Custom 4-dr., $725°. 
'54 Monterey coupe, $650°, $630*; Cus- 
tom 2-dr., $480*. "51 Custom 4-dr., $270. 

NASH—’56 4-dr., $950°. 

OLDSMOBILE—'57 Fiesta station wagon, 
$2.375* (ps); (98) 2-dr. Holiday, $2,355*° 
(ps); (88) Super 2-dr. Holiday, $2,150; 
(88) 4-dr. Holiday, $2,055* (ps); 4-dr. 
sedan, $1,625*. '56 (98) Holiday, $1,605° 
(ps), $1,555° (ps); conv., $1,575° (ps), 
$1,.500° (ps); 4-dr.. $1,210° (ps); (88) 
4-dr., $1,375° (ps); 2-dr., $1,020°. ‘55 
(98) 4-dr. Holiday, $1,335*°; 2-dr. Holi- 
day, $975° (ps); (88) 4-dr., $1,120°. 'S4 
(88) Super 4-dr.. $750° (ps); 2-dr., 
$725*, $705°. 

PACKARD—’'53 Clipper 2-dr., $210*. 

| PLY MOUTH—'58 Belvedere (8) 4-dr., $2,- 
240°; Suburban, $2,100°. ‘57 Belvedere 
(8) 4- dr. Hardtop, $1,780° (ps), $1,710° 
(ps); 2-dr., $1,385°; Suburban, $1,625°. 
‘56 Belvedere Hardtop, $1,180°; 4-dr., 
$995°; Savoy 2-dr., $885; 4-dr., $795; 
Plaza (6) 4-dr., $635. ‘55 Belvedere 
coupe, $825°; Savoy 4-dr., $820°, $545°, 
$475*. °53 Cranbrook 4-dr., $310; Plaza 
4-dr., $235. 


| PONTIAC—'57 Star Chief Catalina, $1,- 


810° (ps), $1,7%0° (ps); Chieftain 4-dr., 
$1,575°. °56 Star Chief 4-dr. Catalina, 
$1,335° (ps); 2-dr. Catalina, $1,335° 
(ps); Chieftain station wagon, $1,290*; 
Catalina, $1,215°. ‘54 Chieftain 4-dr., 
$375°, $365°, $250. ‘53 coupe, $440*, 
$305*. ‘52 coupe, $205°. 
RAMBLER —'56 Cross Country, $1,370° 
(ps), $1,330°, $1,315°, $1,250. '55 2-dr., 
$470. 


| MISCELLANEOUS—'57 Skoda, $915. 


NEW YORK CITY 


Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale af Feb. 25. 
Demand for good clean units is very 
strong in the New York area. Dealers 
bidding very sharply for cars. Despite 
long run of bad weather, market shows 
goed strength, Sold 113 cars out of 149 
offerings. 

BUICK—'56 Super 4-dr., $1,310° (ps). ‘55 
Super 4-dr., $1,000° (ps); Special 4-dr., 
$980°. °54 Special 2-dr. Hardtop $650°. 
'53 RM 4-dr., $285* (ps). ‘52 Super 
4-dr.. $225°. °51 Super 2-dr. Hardtop, 
$110°. 

CADILLAC—'55 Eldorado conv., $2,355° 
(ps). "50 4-dr., $195°. 


| CHEVROLET—'57 Two-ten 4-dr., $1,450°, 


$1,395*, $1,305; Bel Air 4-dr., $1,410*. 
‘56 Two-ten station wagon, $1,150; 4-dr., 
$1,065*, $965, $950, $945; 2-dr., $935, 
$905, $900, $875, $870, $850°, $840; Bel 
Air 4-dr., $1,160°; One- -fifty station 
wagon, $995: 2-dr., $875. '55 Two-ten 
4-dr., $775*, $755* (ps), $710, 2 at $675. 
"54 One-fifty station wagon, $640, $615; 
2-dr., $375, $255. °53 4-dr.. $365, $350°, 
$325*. °52 2-dr., $230*. 50’ conv., $175*. 

CHRYSLER—’'55 Windsor Hardtop, $1,055° 
(ps). 

DeSOTO—'54 Firedome 4-dr., $400°%. ‘53 
Custom 4-dr., $225* (ps). °53 Power- 
master 4-dr., $260°. F 

DODGE—'54 Reyal 4-dr., $470* (ps); 
Coronet 4-dr., $455°. ‘53 Coronet 4-dr., 
a $235; conv., $280*; Suburban, 
1 

FORD—'57 Fairlane (8) 2-dr. Hardtop, 
$1,435; Main 2-dr.. $1,050. '56 Fairlane 
Victoria, $1,215°; 2-dr. Hardtop, $1,130*; 
Custom station wagon, $1,150*° (ps); 
4-dr., $900, °55 Custom Ranch Wagon, 
$800; 2-dr., $705, $550; Fairlane Vic- 
toria, $965*, $770*; conv., $700° ‘'54 
Ranch Wagon, $560*; 4-dr., $570* (ps). 
"53 4-dr., $320°. ’51 4-dr., $130. 

HUDSON—'54 Hornet Hollywood, $360°. 
'53 Hornet 2-dr., $130*. 

LINCOLN—'54 Cosmopolitan 4-dr., $710*. 
’53 Capri 4-dr., $360*. °52. Hardtop, 
$130*. 

MERCURY—’57 station wagon, $2,075* 
(ps). '56 Monterey station wagon, §$1,- 
205°; 2-dr. Hardtop, $1,125. '55 Monte- 
rey 4-dr., $745*. '54 Monterey Hardtop, 
$665*, $460. ‘53 4-dr., 10. 

NASH—’52 4-dr., $165. 

OLDSMOBILE—’'56 (88) Super. 4-dr. Hard- 
top, $1,360° (ps). '55 (88) 4-dr., 

(ps). °54 (98) 4-dr., $705° (ps). 38 
— Hardtop, $500* (ps); 4-dr., $260° 
Ps 

PACKARD—'55 Panama Hardtop, $840*. 
*54 Clipper 2-dr., $275*. 

PLYMOUTH—’'56 Savoy 2-dr., $830; Sub- 
urban, $860. 55 Savoy 4-dr.. $605; 2-dr., 

(Continued on Page 56, Col. 3) 
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Norwin Miller, Town & Country Buick, Inc., Jersey Shore, Penna., reports: 


“I make from *20 to *50 extra profit on 
every car | sell with nylon cord tires” 


“Depending on the deal, I put anywhere from $20 to $50 extra in 
my pocket every time I sell a set of nylons. I put them on my dem- 
onstrator models and bring them into the sales talk from the start. 
Once a customer is sold on a car like the B-58, he wants the best 
and the safest tires he can get. And he’s usually willing to pay a 


pee 


little extra for the real blowout protection he gets with nylon. 

““Back in ’55 I had to tell customers about nylon, but not any 
more. Recently one of them insisted he wouldn’t own a car without 
nylon cord tires. I’ve made it a practice to talk up nylon cord tires 
along with the other options. It’s paid off in profits!” 
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BETTER THINGS FOR BETTER LIVING 


--»- THROUGH CHEMISTRY 


6 out of 10 customers say they will buy nylon Intensive advertising by Du Pont carries the Enjoy the “Du Pont Show of the Month” — on CBS-TV 
cord tires when you offer them, according to a nylon safety story to 19,500,000 people, the com- 
recent survey conducted by Dun & Bradstreet. bined circulation of these nine leading magazines. 


THE SAFEST, STRONGEST TIRES ARE MADE win ‘ LON 


Moe AR fs pe mee 
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But What's the Lowdown? 


Captive Imports Test 
Small-Car Market 


(Continued from Page 1) 


in the world market rather than 
specifically for the home market. 

With the factories being so 
markedly restrained in discussing 
their captive imports, AUTOMOTIVE 
News turned to dealers in New 
York and Los Angeles, where sales 
are heaviest. 

There is, of course, considerable 
doubt as to whether Buick dealers 
will get enough Opels or Pontiac 


dealers enough Vauxhalls to really | 


test this market. 

But generally, dealers report few 
selling problems and fewer service 
problems. One point seems clear 
the Big Three dealers who are 
selling the imports like the addition 
to their wares. 

. bd * 


Opel Called Sellout 


—. spokesmen had a satis- 
fied note in their voices when 
they reported on Opel sales. “We 
are selling all we can get,” they 
said. 

The division was allotted 1,000 
Opels a month when the import 
program was begun. There was no 
hint that Buick dealers would be 
able to get more htan 1,000 units 
a month. Opel is already producing 
cars at peak capacity. 

From the time the import pro- 
gram was begun in Septemebr 
until Dec. 31, a total of 4,005 
Opels were produced for sale in 
the U. S. However, many of them 
were listed as “in transit.” 

A Buick spokesman said the 
division’s dealers had delivered 
about 1,500 Opels to retail custom- 
ers between September and the 


end of last year and that 233 had/| 


been delivered in the first 10 days 
of January. 


Dealers’ unfilled orders for Opels 


were put at 1,149 as of Dec. 31. 
> a * 
HILE Opel sales had been con- 
centrated in costal areas in the 


first months, the division is now 


making plans to ship the cars to| 


dealers in inland areas. 
The division expects 


the Midwest, particularly Chicago 


and Detroit, when the Great Lakes | 


to have} 
some of the German-made autos in| 


| shipping season opens in the 
| spring. 

Buick and Pontiac spokesmen 
| had about the same report on 
waiting periods before delivery 
of their foreign units. There is 
a wait for delivery in some areas 
with the best service available 
in port cities and the greatest 
delay in the more remote areas, 
they said. 

Pontiac said its dealers had de- 
livered more than 1,600 Vauxhalls 
since September. A quota of 1,000 
Vauxhalls a month was allotted 
Pontiac dealers when the program 
was opened but the quota has since 
been lifted to 1,500 a month. 

+. + * 


|Top Year in U.S. 


rr MOTOR CoO. reported that 
its English Ford had had its 
| greatest year in the American 
|} market in 1957. Further increases 
are seen in 1958. 

| The plans for the future of the 
| English Ford in the U. S. are 
rather difficult to track down now. 
The car is being put under the 
jurisdiction of the new MEL di- 
| vision, which is still working on 
| its program for the car. 

One of the many rumors in the 
small-car field said that General 
| Motors is either going to produce 
|or import a four-cylinder model 
|to be sold by Chevrolet dealers. A 
Chevrolet spokesman said there 
|was no basis for the report. 

It was also reported that con- 





| Newsweek Says GM, 
Ford to Build Small Car 


NEW YORK.—Newsweek mag- 
azine reported GM and Ford 
Motor Co. have decided to manu- 
facture small cars in the U. S. 
| that will sell for about $1,600. 

The cars would go on sale in 
1959 and be similar in size and 
power to GM’s and Ford Motor’s 
overseas cars, the magazine said. 
Both Ford Motor and GM said 
“they (Newsweek) are speculat- 
ing.” 








tracts for tooling for the Holden, 
which GM makes in Australia, had 
been let in the U. S. GM said that 
Holden has no unfilled tool orders 
outstanding in the U. S. at this 
time. 
* * * 

LTHOUGH distributors in the 

New York area have vehe- 
mently maintained that business 
held up extremely well during the 
last few months, dealers on the 
firing line advise that the import 
business has slowed considerably. 
The last 10 days has seen renewed 
resurgence in the market, and both 
dealers and distributors look for- 
ward to an extremely prosperous 
1958. 

The American dealer, handling 
an import, (and here the “captive 
makes” are particularly con- 
cerned), is caught in a cross cur- 
rent of philosophies which he has 
trouble adjusting to. Volume is the 
philosophy in which he has been 
trained; controlled distribution is 
the philosophy he must adjust to. 

* ca * 


Rewards of Patience? 


N THE former, he has come to 
look upon a piece of merchan- 
dise setting on his showroom floor 
for more than three weeks as a 
kind of economic poison; where the 
later philosophy attempts to illus- 
trate the rewards of patience. 

More specifically applied, this 
means that there are some dealers 
in the “captive makes” who will 
discount a car, just to get it out 
of the showroom. Some sell into 
the wholesale outlets. Others to 
dealers from the Midwest who 
want this GM or Ford product 
badly. 

Still others will not offer so 
much as a free dust rag, unless 
the customer is willing to pay 
for it. The later is convinced 
that he will find a buyer for his 
vehicle. 

He wishes he could have more 
cars, while the former feels there 
is almost no limit to the number of 
cars available. 

Some people feel the former 
dealer handles the line in order 
to show the zone his willingness 
to cooperate although, being un- 
familiar with this newer market, 
he doesn’t know how to merchan- 
dise the newer product. 

Then, too, there are the hot 
shots, who just don’t believe a full 
gross can be made on any vehicle 
today, and are impatient to turn 
the stock over. 

* 





* > 


A= without exception today, 
the customer can walk into a 
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EXECUTIVES 


MARKETING RESEARCH 


A new position requiring proven ability to develop merchandising programs, 


SALES 


DIRECTOR 


well as to conduct research activities. 


AREA SALES MANAGERS 


Two immediate openings—Detroit, Michigan, and Boise, Idaho,—other locations 
pending. Requires several years’ experience in retail and/or distributor-dealer selling. 


AREA SERVICE MANAGERS 


Two immediate openings—one to cover Europe, Africa and Asia, one in the Middle 
West—both would be based in Wichita, Kansas. Requires service background— 
A & E desirable, or the equivalent, in experience. 


MARKET DEVELOPMENT 


SPECIALIST 





as 


This job is to sell to America's largest corporations, on the concept of using fleets of 
Cessna airplanes to help fill their growing transportation and communication needs. 


If you are interested in an unlimited opportunity with the world's largest 
producer of Executive Aircraft, send your resume to the Employment 
Supervisor, Cessna Aircraft Company, 5800 East Pawnee Road, Wichita, 


Kansas. No 


phone calls, please. 

















showroom, and go home with an 
imported car, if he is not too fussy 
about his color and interior. Other- 
wise his waiting period will be as 
short as a week, or as long as 10 
weeks, depending upon his de- 
mands. 

Most dealers in the “captive 
makes” seem to feel that the supply 
is almost unlimited, yet the dealers 
who have successfully merchan- 
dised the three or four a month 
they are given, wish they could 
have more. 

When asked their opinion of 
the depth of the imported-car 
market, both dealers and dis- 
tributors will almost unhesitat- 
ingly say: “We haven’t begun to 
tap this market yet. Why I bet 
we double last year’s market in 
1958 and we may damn well do 
the same thing in 1959, too.” 

One enthusiastic dealer stated: 
“Boy this is the gravy train. Wish 
I could get more of these little cars 
from the corporation. They are a| 
life saver. I’d have been out of this | 
business months ago except for} 
these things.” 

A distributor expresses his opin- 
ion this way: “Our prospects are 
55 million American car owners, | 
and my personal opinion is that no 
one has accurately estimated this 
market yet.” 

+ = * 


Unlimited Horizon 


— executive, working in 
the distribution end for one of 
the “captive makes” recently 
stated: “This compact economy car 
—we like to call them that—is 
really endless. I don’t know what 
makes it tick—and if you can define 
it satisfactorily you'll make a mil- 
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Our gas or electric powered Junior autos 
ore authentically scaled down, real cars, 
Smart as their ‘58 big brothers. Sensa- 
tional for dealer publicity and big cor 
sales. Wire or write for complete details, 
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lion overnight—but it’s end cer- 
tainly isn’t in sight yet.” 

There’s grumbling on the part 
of some GM dealers who critcize | 
what they feel is the corporation 
attitude. One dealer summed it 
up this way: “GM is treating this | 
market like a step-child. If they | 
would only step up to this thing, | 
and realize its here to stay, we | 
could all make a bundle of money. | 

“That’s how Ford treated its) 
English line for too many years. | 
But last year they suddenly realized | 
they had something that was po-| 
tentially big, and started to move 
ahead. I hope GM doesn’t wait 
around too long. This is really the| 
time to get established. 

“Sometimes you get the feeling) 
that the corporation is deliberately | 
soft-pedalling its participation in| 
this market, for reasons which can 
only be known best to the insiders. | 
But you can be damn sure that our 
foreign competitors, outside of GM, 
are here in a serious way. 

* 2 * 

“TPYHE eagerness with which the 

American public is turning to} 
these compact vehicles has been a 
pleasantly startling experience to 
them, They never dreamed they 
could tap this market to such a 
profitable extent. 

“And every year they are con- 
vincing themselves that their} 
participation here is deeper than 





LOST ANOTHER 
NEW CAR SALE? 


Did you lose the deal by a few dol- 
lars? Or don't you know by what 
amount you lost the deal? Don't lose 
sales because you're selling in the 
dark—discover your competitors’ costs 
and you'll know the kind of deal it 
takes to beat them! 


Order the 1958 edition of “AUTO 
COSTS"—the dealers’ wholesale cost 
encyclopedia—the authoritative book 
that gives the complete listing of the 
wholesale costs of ALL 1958 cars, ac- 
cessories and equipment. 


“AUTO COSTS” is priced at $10 per 
copy which includes FREE supplements 
containing all price and model 
changes. Send $10 for the ‘58 edition 
or only $18 for an economy 3-year 
subscription. 


AUTO COSTS 


Box 224— Dept. 86 
New York 1, N. Y. 











their wildest dreams would have 
permitted them to hope.” 

He paused. “If we only had 
some one with Bill Holler’s im- 
agination!” he mused. 

At this point, even as strongly 
import-car conscious as the U. S. 
has become, there are probably 
more dealers in this market and 
in the New York area particularly, 
who express the genuine convic- 
tion that the imported car is a fad 
that must burn itself out. 

Some of the most respected, suc- 
cessful dealers for both Ford and 
GM refuse to handle imported ve- 
hicles, in spite of the fact that they 
probably receive any number of 
offers from outside the corpora- 
tion, as well as inside, in the course 


of a week. 
* = oo” 


Favored as First Cars 


HERE is a natural follow-up 

question. Is the purchase a 
second or only car? By its very 
nature, the answer must furnish 
some clues as to why they are 
bought. 

It is the considered opinion of 
almost every dealer handling an 
imported car that between 70 and 
90 percent of the people who pur- 
chase economy cars use them as 
their only vehicle. 

The remainder are purchased 
as second or third cars. However, 
it has finally been recognized by 
both dealer and distributor that 
the second and third-car market 

(Continued on Page 55, Col. 1) 





NEW 
1958 
PENNANT 
CATALOG 


New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 


AUTO-TURNTABLE 
Assembled in 30 Minutes , 


Send for ‘ 
free folder. y 
AMER- STAGE : 
805 East 134 St. * 
Bronx 54, N. Y. 
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But What’s the Lowdown? 


‘Captives’ Test Small-Car Market 


(Continued from Page 54) 


is hardly large enough to absorb 
the ever increasing volume being 
exported to this country from all 
over the world. 

At last count there were over 50 
makes vieing for their place in the 
spotlight. 

Something less than nine months 
ago, the advertising agency handl- 
ing one of the market’s most pop- 
ular sports cars contended that 
only people earning more than 
$8,000 a year could afford to buy 
the car handled by their account. 

This assumption was made on 
the basis that a sports car, by the 
very nature of its construction, 
must confine its utility to second- 
car status. 

. + * 
HE market changed or came 
into focus rapidly. This same 
agency is now advising dealer meet- 
ings that the bulk of the market 
for this sports car is in the $7,500 
a year and under range. 

“Don’t go after the second car 
buyer ‘exclusively’” is the admoni- 
tion. More and more are sold to 
single-car families. Young mar- 
rieds and older retired people, for 
instance. 

This is not an about face, merely 
a recognition of the basic shift 
the market has taken, based on 
dealer experience. 

= ° = 
New Philosophy 

S IT possible to class “the average 

Joe” by income status. Dealer 
checks indicate that the majority 
of them average $5,000 a year and 
under. 

Did they have to deny themselves 
the pleasures and comforts of the 
domestic car, in order to 
down to a foreign car,” 
dealer termed it. Certainly! 

Do they apologize for it? Not by 
a long shot. 

With typical American pioneer- 
ing spirit, these purchasers are 
pushing out the frontiers for the 
import market in a great spirited 
campaign designed to accomplish 
two purposes: 1. Rationalize the 
purchase in their own minds; 2. 
Give their car, thus themselves, 
a new prestige. 

Basically, the car was purchased, 


as one 


most dealers avow, because the| 


family exchequer would permit no 


more. 
* * 


Hesitant Okay 


HICH leads to the question 

should Detroit attempt to in- 
vade the small-car market in a 
big way? The answer from most 
dealers is a hesitant yes. 

They still refer to the Edsel in- 
troduction. Many dealers point out 
that unexpectedly heavy numbers 
of lookers expected a small, com- 
pact, economical car, with a dis- 
tinctly European flavor to be 
introduced. Futhermore, they ex- 
pected a European price -tag. 

“If Edsel had introduced an 
American-made, European- 
oriented automobile,” one dealer 
stated emphatically, “I am certain 
they would have had the entire 
small-car market almost to them- 
selves this year. 

“There is such a crying need for 
a truly compact, economical car in 
this market, made by one of the 
Big Three, that the first corpora- 
tion to realize it and give the 
public what it really wants is 
going to steal the march toward 
the newer market we are entering. 
Hooray for American Motors and 
the courage it has demonstrated in 
pushing the Rambler in the face 
of all the big opposition.” 

However, it is evident from dealer 
comments that stripped-down 
American models now on the road 
do not answer the need. They offer 
Several reasons, one being overall 
size, which remains unshaved. 
Additionally a stripped-down model 
of a more expensive line damages 
owner prestige and flies in the face 
of all our concepts of automobile 
ownership, to which domestic auto- 
motive advertising has educated 


the public. 

A GROUP of import owners was 
recently asked to state their 

Preferences in a new Detroit pro- 

duce in order to regain their 

loyalty. Answers ranged from the 

stout, “They couldn’t build any- 


* * 


“trade | 


thing I would ever buy again,” to 
the more thoughtful answers, such 
as: “The car would have to be 
honest and sincere in design and 
function.” 

“I won’t buy again until I can be 
shown true craftsmanship, And I 
firmly believe it can be furnished 
to me at a price. I just do not 
believe that our state of technology 
can’t furnish it.” 

“The domestic model would 
have to offer me economy, ma- 

neuverability, plus distinction, 
ease of maintenance and the 
assurance that I wouldn’t be com- 
pletely obsolete within nine 
months.” 

There is no doubt in many places 
that the imported car has helped 
many dealers remain in business. 
Without them, the trend toward 


retail shutdowns would have ac-| m 


celerated many months ago. 
In the case of General Motors, 


the volume of Vauxhalls and Opels| cause they had so little parts and| 


available to their dealers will never 

keep the dealer in business, but it 

| has staved off disaster in a number 

lof cases, even if only temporarily. 

> * . 

No Boon to U. S. Cars 

| JN THE Los Angeles area, dealers 
report “captive imports” are no 

remedy for poor sales of domestic 

| lines. 


Bill Mills, general manager of 
|Phil Hall Buick in Hollywood, 
|summed it up neatly: “The Opel 


|has no effect on Buick business. 
| You've got a different type of 
buyer—you couldn't sell the guy a 
big car if you wanted to.” 
English Ford dealers are unique 
in having a large pool of factory 
| ears (reported to vary between 
500 to 1,000) at the nearby Long 
Beach plant to draw on for spe- 
cial orders. Accordingly they can 
always maintain balanced stocks 


Goodrich to Sell 
Import-Car Tires 


AKRON.—Tires and tubes to fit 
foreign cars sold in the U. S. are 
now available through B. F. Good- 
rich dealers and stores. 

Guy Gundaker jr., sales vice- 
president, said three of the 13 sizes 
being sold are manufactured in 
Goodrich plants in the U. S. 

“The remaining ten,” he said, 
“are manufactured by B. F. Good- 
rich associate plants in France, 
Germany, The Netherlands and 
Sweden, which also produce orig- 
inal equipment tires for cars made 
in their countries and imported to 
the U. 8S.” 

Goodrich retailers are selling five 
sizes of four-ply tube tires: 5.60-14, 











| 


5.00-15, 5.50-15, 5.60-15 and 5.00-16. | 


They also have a sixth tube-type 
tire, the two-ply 135-380. Available 
|tubeless sizes are: 5.20-13, 5.60-13, 


| 135-380. 
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Tires for Imports— 


and customers seldom wait for 
more than a few days for out-of- 
stock colors or body styles. 

As the little cars have been 
coming into the L. A, area for over 
10 years, there is an adequate parts 
supply; with one dealer (Holmes 
Tuttle) providing mail order service 
for smaller inland dealers and 
garages. 

As to discounts, one dealer said, 
“Sure—sure, why not? Even though 
there’s not much gross in the car 
we'll use a sharp pencil ($100 to 
$150 overallowance or discount for 
cash) to close a deal.” 

Most dealers agreed that dis- 
counts of varying size were avail- 
able to customers, though one said 
he limited such sales aids to a free 
mirror or set of white-wall change- 
overs. 

Service problems on the English 
‘ord seem conspicuous by their 
absence, with a couple of cost-| 
conscious operators complaining be- 


service business. 
= * > 
HAT dealers dualing with the 
English Ford think of the U. S. 
market for a similar car of do-| 
mestic manufacture is hard to 
determine. 

One said, “It would depend a 
great deal on the (quality of) car 
the U. S. factory would put out. 
For some reason the Rambler goes, 
but frankly I doubt if we could 
build a car as good as the imported 
Ford. They just don’t rattle.” 

Several other men commented 
on the volume required for U. S. 
production while one large dealer 
handling the Ford import said, 
“It’s hard to decide whether there 
is actually a firm market for the 
car, or we are selling it to a 
small group of sentimentalists 
who are in love with imported 
automobiles.” 

Who buys the Ford import 
turned out to be no question at all. 
Dealers were in agreement that 
people in all walks of life were 
buying the little job, mostly because 
of the improved gas mileage and 
ease of handling in city traffic. 
Surprise was the lack of “second 
car” sales mentioned. 

One sharp operator has his used- 
car team alerted to switch u. c. 
prospects to the English Ford, 
which is a twist on the often tried 
upgrading of import prospects to) 
a larger domestic product. 

> . * 


Want Factory Help 


LL Pontiac showrooms in the 
Los Angeles metropolitan dis-| 
trict seem to have a Vauxhall 
parked in one corner along with 
the potted palms, Dealers have all 
the cars they want, with more than | 
half those interviewed saying that 
Vauxhall sales would be a lot) 
better if the factory would under- 
take some promotion. 
On the other hand, there is | 


5.90-13, 6.40-13, 6.70-13, and 50-13, reported to be just barely enough 
|(all four ply) and the tworply | cars coming through Los Angeles 


(Continued on Page 58, Col. 1) 





One of the 10 sizes of tires being produced by Goodyear Tire & Rubber Co., 
Akron, to fit foreign-made automobiles imported to the United States is being shown 
to Daisy McDonald by serviceman Dean Beltz. To service this growing replacement 
tire market, Goodyear is producing and warehousing nationwide—at a rate four 
times greater than that of last year—its tubeless Custom Super Cushion tire, black 
or sidewall. Sizes range from 5.20-13 to 6.00-16. 
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Import Pioneer— 


The fog lamps above are an example 
of the products Cibie is offering to Am- 
erican buyers of import cars. Observers of 
the import market see a big import after- 
market developing in the U. S. The lamps 
above are available through EFPE Co., 
5278 Dickerson, Detroit, a pioneer 
this business. 
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-|Greyhound Adds — 


23 Rental Outlets 


CHICAGO.—Greyhound Rent-A- 
Car, Inc., has established new out- 
lets in 23 cities, according to R, J. 
Fencl, president. 

He said Greyhound Rent-A-Car 
now has more than 60 auto and 
truck-renting and leasing stations. 
Greyhound’s fleet exceeds 11,000 
units, he added, and 1958 purchases 
will bring the figure to 15,000. 

New outlets have been opened at 
Augusta, Ga.; Austin, Tex.; Lexing- 
ton Park, Md.; Green Bay, Wis.; 
Ithaca, N. Y.; Marieta, O.; Mobile, 
Ala.; Williamsport, Pa.; Duluth, 
Minn.; Lexington, Ky.; Little Rock, 
Ark.; Midland, Tex.; Rockford, IIL; 
Royal Oak, Mich.; Sarasota, Fla.; 
Schofield, Wis.; Mt. Vernon, N. Y.; 
Baton Rouge, La.; Syracuse; Scran- 
ton, Pa.; Waterloo, Ia.; Odessa, 
Tex., and Trenton, N. J. 





Import Car After-Market 


Is Attracting Pioneers 


tiem rising volume of import cars 
in the U. S. is bringing with it 
something new on the auto scene 
an after-market business for im-| 
port cars. 


This is going on at present with | 
a minimum of promotion and 
merchandising, and it has only 
scratched the surface. 


Yet those associated with the 
import business see great possibili- 
ties as U. S. buyers become familiar 
with the wide variety of parts and 
accessories of the world market. 

= = = 


= of the possibilities and 
\” problems were discussed the| 
other day by Francois Prevot, of 
Detroit, who is undertaking to give 
direct U. S. representation to Cibie, 
largest automotive lamp maker in 
France. 

One of the big problems, especi- 
ally in the Midwest, is lack of 
understanding of this operation 
among bankers. And lack of 
understanding results in lack of 
financing. 


Prevot, former French vice coun- 
sel in Detroit, says that dire¢t rep- 
resentation calls for getting up 
catalogs for U. S. dealers, making | 
marketing surveys, travel, carrying | 
a minimum stock, and as advertis- | 
ing and promotion to inform the| 
distribution level of the possibilities | 
as well as creating demand among} 
the potential users. 

All this takes capital, and Prevot 
says he has found the bankers less | 
than eager to take part in financing | 
this pioneering venture. 

> > 7. 


REVOT is convinced that once} 
the operation becomes estab-| 





| lished it will create its own dollar 


balance to carry on. The rub is in 
getting the American dollars neces- 
sary to lay the groundwork. 

That, he says, is the reason why} 
most of the European parts and/| 
accessory distribution is done} 


GMC Introduces 
‘Wide-Side’ Pickup 
In 2 Body Lengths 


PONTIAC. —A new “Wide-Side” 
pickup truck, which is said to have 
50 percent more cubic load space 
than conventional models, has been 
announced by P. J. Monaghan, gen- 
eral manager, GMC Truck & Coach 
division. 


The pickup body encloses the 
wheel wells and comes in either 6% 
or eight-foot lengths. The 6%-foot 
box has 59.5 cubic feet, while the 
eight-foot body measures 75.6 cubic 
feet. 

The extra capacity has been 
achieved with only a four-pound 
weight increase in the smaller box 
and 22 pounds in the eight-foot 
version, Monaghan said. 

“Comparing the new Wide-Side 
with conventional models means 
that the 6%-foot body will haul 
three more bushel baskets, six more 
bushel boxes or four more egg 
crates,” Monaghan said. “The eight- 
foot body will let truck owners put 
in five more bushel baskets, seven 
more bushel boxes or six more egg 
crates.” 





through the import car makers and 
through national sales organiza- 
tions for general import products. 
Prevot says European parts 
and accessory makers could pro- 
vide more competitive prices and 
could have better market control 
through direct representation. 


Prevot, who comes from a diplo- 
matic family, was attracted by the 
opportunity he saw in this business 
while in the French consular serv- 
ice in Detroit. He resigned to start 
his own business in January, 1957. 

With import car sales rising from 
98,000 in 1956 to 206,000 in 1957 and 
the possibility of reaching 300,000 
to 500,000 a year in the near future, 
Prevot believes that the ground- 
work is fast being laid for a strong 
market. 

Meantime, he is struggling with 
the problem of letting dealers know 
about Cibie’s line of driving lights, 
fog lights and backup lights. 


—Rosert M. Finiay 


Synthetic Proved 
Rubber’s Eq 
Goodrich Says 


DETROIT.—Successful testing of 
@ new man-made rubber which is 
said to equal or surpasses natural 
rubber for use in tires was an- 
nounced by Dr. Waldo L. Semon, 
director of polymer research for 
B. F.. Goodrich Co. 

“The new material answers the 
nation’s urgent need of a replace- 
ment for natural rubber,” Semon 
told the Society of Automotive En- 
gineers. “With it, Americans can be 
assured of rubber for tires and for 
all uses where natural rubber has 
been required until now.” 

Semon said test data on “Ameri- 
pol SN,” which has the same mole- 
cular structure as tree rubber, show 
that the new material can be used 
interchangeably with natural rub- 
ber for making high-speed truck, 





| bus, airplane, military and off-the- 


road tires. 

In the past, Semon said, heavy 
duty truck tires required natural 
rubber for most satisfactory per- 
formance, due to the damaging 
effects of heat build-up in previous 
man-made rubbers. 

Underscoring the immediate im- 
portance of the successful test 
program on Ameripol SN, Semon 
said the plantation industry will be 
unable to meet the rising world de- 
mand for natural rubber within 
three to six years. 

Ameripol SN was developed by 
a team of scientists for Goodrich- 
Gulf Chemicals, Inc., and an- 
nounced in 1954. Since then, Semon 
said, four types of the material 
have been produced at the com- 
pany’s pilot plant in Avon Lake, O., 
in tonnage quantities for large- 
scale tests. 


Zaco Offers Smel-Nu 


Smel-Nu, an aerosol product, 
gives used autos a new-car aroma 
and kills unpleasant odors, accord- 
ing to Zaco Laboratories, 1360 W. 
Ninth St., Cleveland 13, O. Smel-Nu 
is sprayed throughout the car in- 
terior and trunk area. 
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The Best Way to Reach MORE Houstonians... 


THE HOUSTON CHRONICLE 


$575; Belvedere 


$750*; Plaza station wagon, $805*. ‘54 
MERE THAN THE PEST Gacy Plaza station wagon, $600*; Belvedere 


4-dr., $400, '53 4-dr., $475, $305, $225; 


99 2-dr., $310, °52 4-dr., $145, °51 4-dr., 
, 


RAMBLER—’52 conv., $175. 
MORE THAN THE PRESS DAILY STUDEBAKER—’55 Champion 4-dr., $490. 


MISCELLANEOUS—’56 Chevrolet ‘%-ton 
28,041 


pickup, $625. °55 Chevrolet Carryall, 
MORE THAN HOUSTON’S 


$500. 
OTHER SUNDAY NEWSPAPER 








WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Feb. 26. 

Sunny skies made Wednesday an ideal 
auction day. Consignment of cars was up 
with over 80 percent sold, 

BUICK—’57 Special 4-dr. Hardtop, $1,940* 
(ps), $1,900* (ps). °55 Super 4-dr., $945*° 
(ps). °54 Special Hardtop, $735*, $700*° 
(ps); Century Hardtop, $705*. '53 Super 
4-dr., $580° (ps), $350*, $290°. 52 Spe- 
cial 4-dr., $395*. ‘51 RM 4-dr., $125°. 
"50 Hardtop, $165°*. 

CADILLAC—’55 (60) Special 4-dr., §$1,- 
880° (ps). "54 (62) 4-dr., $1,610* (ps), 
$1,525° (ps). "50 (75) 7 pass., $165*°. °49 
4-dr., $155°*. 

CHEVROLET—’'56 Two-ten 4-dr., $1,375° 
(ps), $1,150*, $1,085, $1,025, $950, $910, 
$900; station wagon, $1,150*; Delray, 
$1,065; Bel Air 2-dr., $1,205°, $1,185°. 
"55 Bel Air (6) 2-dr., $1,005*; Two-ten 
4-dr., $805, $670. '54 Bel Air 2-dr., $610; 
Two-ten 2-dr., $430. '53 Bel Air 4-dr., 
$450; Two-ten 2-dr., $365, $275*°. ‘52 4- 
dr., $330, $300, $295°. °51 4-dr., $245*, 
$200°, $150°, $120. ‘50 4-dr., $185, $125, 
$105. ‘49 4-dr., $100. 

CHRYSLER—’55 Windsor Hardtop, $975* 
(ps). 

DeSOTO — '55 Firedome 4-dr., $800*. °54 
Custom 2-dr., $585° (ps). ‘53 Firedome 


THE HOUSTON CHRONICLE 


FR) ORT Penne 
2 CARTHY Ateectaing Boerne 
(ROME Bene Ae 





Used-Car Auction Prices 
16,206 4-dr., ee ais dak ‘ie Custom (8) 4-dr., $975, 








THE BEAMMAm COMPANY — Nattomal Represrmtenres 4-dr., $315° (ps): Custom 2-dr., $265° 
(ps). "51 Custom 4-dr., $120*. 

DODGE—'53 Coronet 4-dr., $280; Meadow- 
brook 4-dr., $255. ‘52 Coronet 4-dr., 
$175. °51 Meadowbrook 4-dr., $165*. 

FORD—'57 Custom 300 4-dr., $1,490*, $1,- 
275°. °56 Fairlane (8) Victoria, $1,280*° 


White Sales Rise 
To New Record; 
Net Near Peak 


CLEVELAND.—Sales and operat- 
ing income of White Motor Co. es- 
tablished record highs in 1957 and 
net income was the second highest 
in the company’s history, Chairman 
R. F. Black and President J. N. 
Bauman reported last week, 

For the third straight year, sales 
volume rose to a new alltime rec-| 
ord. The increase amounted to 9) 
percent, with total volume of sales 
of all products and services at $225,- 

















YOUR BEST 
AUTOMOTIVE 
ADVERTISING 
BUY... 





912,070. This compares with the 
previous year’s total of $207,411,732. 
Net income for 1957 was $6,833,- 


a i ~ - 
~ ad 205. The previous year’s net income | 
as i] iz ea , was $7,187,875. | 
: The company’s working capital 
| 


at the close of 1957 was at an all-| 
time high of $76,455,663. This is an| 


increase of more than $7,850,000) 
NU Coy eve AVES oes 
Black and Bauman commented 


that “if the economic change, which 


is being felt by almost all industry 

A wy A AS A 4 the country over, had bypassed the | 

truck business, we would have un- 

limited confidence in the outlook | 
for 1958. 

“Because we cannot judge the | 

length of the slowdown, or the de-| 

gree of its effects, we shall confine 


our forecast to expressing the be- 











. . lief that the company is in a posi- 
© Over 47,000 circulation. tion to and will obtain, on a profit- 

able, basis, a larger share of the 
@ Over 150,000 readers. heavy-duty truck market than 





@ Buyers guide of over 2,000 automotive concerns. heretofore,” they added. 


@ Complete registration figures, new car sales, production, engi- Pontiac Post Goes 


neering highlights, service data and specifications, album section 
and many other exclusive features. ToE dmonston 
PONTIAC.—Cortez W. Edmons- 


ton jr. has- been appointed to the 
RESERVE SPACE TODAY! new post of dealer survey manager 
for Pontiac. 

Published with April 28 issue Formerly assistant sales promo- 
tion manager, Ed- 
monston, in his 

FINAL FORMS CLOSE APRIL 1 monston, in his 

as : in charge of field 

The most influential publication in the automotive industry. surveys in all 

> metropolitan 


areas. 
t Edmonston 
tue P1lU& joined General 
4 Motors with Pon- 
2666 Penobscot Bldg. Detroit 26, Mich. | tiac’s Kansas City 
Zone in 1945 and 


was named dis- 


NEW YORK: Edward Kruspak, Ray Billingham, Howard E.|trict manager in ©. Edmonston jr. 








5 ¥ 1946. He was transferred to the 
: Bradley, Murray Hill 7-6871 Milwaukee zone in 1949 where he 
q CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 ee a eS 
e t bbe illiam . ‘ood- | at Pontiac in 1955, Edmonston was 
i DETROIT: R. L. We r, Wil R. Maas, Roy Holihan, W appointed assistant sales promotion 
| ward 3-0495 manager the following year—the 
Fi . z position he held prior to his new 
hy LOS ANGELES: R. H. Deibler, Dunkirk 3-0303 appointment. 


$950*; Custom (6) 2-dr., $920. ‘55 Cus- 
tom (8) Ranch Wagon, $1,015; 2-dr., 
$750*; Custom (6) 2-dr., $600. °54 Cus- 
tom (6) Ranch Wagon, $745; Custom 
(8) conv., $500*. 53 Custom (8) 4-dr., 
$465*, $390, $355; 2-dr., $390*; Main (8) 
2-dr., $360*, $305. '52 Custom (8) 4-dr., 
$310*, $190. ’51 Custom 2-dr., $165*. '50 
station wagon, $125. 

IMPERIAL—’52 4-dr., $280* (ps). 

LINCOLN—’55 Capri conv., $830* (ps). 

MERCURY—’56 Monterey Hardtop, $1,525* 
(ps); Custom station wagon, $1,235; 
Medalist 4-dr., $900. '55 station wagon, 
$650* (ps). °54 Monterey 4-dr., $575* 
(ps); Custom 4-dr., $505*. °53 Hardtop, 
$535°. °52 4-dr., $150°. °51 4-dr., $260*, 
$215°. 

NASH—’53 Statesman 4-dr., $245. '52 Am- 
bassador 4-dr., $190. °51 4-dr., $175. 
OLDSMOBILE — '57 (S88) 4-dr., $1,840*| 
(ps). °54 (88) Super 4-dr., $805. | 
PACKARD—’55 Clipper sedan, $560*° (ps). 

"53 4-dr., $385°. "51 4-dr., $110*. 

PLYMOUTH—’'56 Belvedere Hardtop, $1,- 
120°; Savoy 4-dr., $1,045*, $900°. ‘53 
station wagon, $475; Cranbrook 4-dr., 
$385*; conv., $280; Cambridge 4-dr., 
$305, $225; Plaza 4-dr., $220*. °52 4-dr., 
$135. 

PONTIAC—'55 Chieftain 4-dr., $900°; 2-| 
dr., $805*. °54 Star Chief Hardtop, $690*; 
Chieftain 2-dr., $455°. ‘51 4-dr., $145, 
$110*; 2-dr., $130*. 

RAMBLER "56 station wagon, $1,250* 
(ps), $1,060°. '53 station wagon, $435. 
STU DEBAKER—’53 Champion 2-dr., $260*. 
MISCELLANEOUS—’56 Chevrolet delivery, 
$750. °55 Ford %-ton pickup, $600, $550. 

"52 Jaguar Mark VII, $400. 


FLINT 
Flint Auto Auction, Inc. Sale every Wed- | 

nesday. Prices are for sale of Feb. 26. 
Even though we had light rain the | 
market was quite active. Bidding brisk 
and prices edged up slightly. Sold 155 
cars out of 216 consignments. 

BUICK—"57 Special 4-dr. station wagon, | 
$2,330° ‘(ps); Super Riviera, $2,060*° 
(ps); Century Riviera, $2,030°. ‘56 Cen-| 
tury Riviera, $1,375* (ps); Special 4-dr., 
$1,250°; 2-dr., $1,100°. °55 Super Riviera, 
$1,140°, $1,005° (ps), $975*: Special 2- 
dr., $850° (ps), $840°. ‘54 Super 4-dr., 
$750°; Century Riviera, $565. °53 Special 
Riviera, $500°. ‘52 Super 4-dr., $195°*. 
"51 Super Riviera, $135°, $125°; 4-dr., 
$100°. ‘50 station wagon, $235*; conv., 
$100°. 

CADILLAC—'55 (62) conv., $1,805* (ps). 
"S1 (62) 4-dr., $410*. 

CHEVROLET—'58 Bel Air (8) 4-dr. Hard- 
top, $2.335*° (ps); Biscayne 2-dr., $2,065*. 
"57 Bel Air (8) 4-dr. Hardtop, $1,825°| 
(ps), $1,625°; 4-dr.. $1,750° (ps); 2-dr., | 
$1,665°; Two-ten 2-dr.. $1,350*°, $1,290; | 
Sport coupe, $1,505°. ‘56 Two-ten (8) 
4-dr., $1,050*. $1,025°; Two-ten (6) 2- 
dr., $1,000. "55 Bel Air (8) club coupe, 
$925°. $900°; 4-dr., $875*, $865*; Two- 
ten (6) station wagon, $895; 4-dr., $800°, 
$690; 2-dr.. $750°. ‘54 Bel Air 2-dr., 
$630°; 4-dr., $565*; Two-ten 2-dr., $500°; 
4-dr., $460. 53 Bel Air club coupe, $360; | 
4-dr., $340; 2-dr., $200°; Two-ten 4-dr., 
$305°. °52 2-dr., $320, $250, $205, $200; 
4-dr., $210. "51 2-dr., $200, $140; 4-dr., 
$235°. °50 club coupe, $390°. 

CHRYSLER—'55 Windsor 4-dr., $1,000*, 
$920°. "53 NY 4-dr., $380° (ps). 

DeSOTO—'55 Firedome 4-dr., $880*. 

DODGE—'56 Coronet Hardtop, $1,170*. °55 
Coronet 4-dr., $675. ‘54 Coronet station 
wagon, $575; club coupe, $435. °53 Coro- 
net 4-dr., $225. '51 2-dr., $130. 

FORD—'57 (6) Ranch Wagon, $1,420. °56 
Fairlane (8) Country sedan, $1,375°; 
4-dr., $1,185° (ps); Custom Ranch Wag- 
on, $1,160°; 2-dr.. $955*, $940, $840; | 
4-dr., $955. ‘55 Country sedan, $895*; 
Fairlane (8) club coupe, $840; 2-dr.,/ 
$585; club coupe, $750° (ps): Custom 
(8) Ranch Wagon, $760; 4-dr.. $650°;| 
Custom (6) 4-dr $715°. °S4 Ranch 
Wagon, $660°; Custom 2-dr.. $445; Main 
4-dr., $325: conv., $310. ‘'53 Main (8) 
4-dr.. $310°. ‘52 Custom 2-dr., $150°. 
"51 2-dr.. $200, $160, $140, $135; club 
coupe, $200 

HUDSON—'52 Wasp 4-dr.. $165°*. 

KAISER "52 Manhattan club coupe, | 
$460° | 

MERCURY—’'53 Custom 2-dr., $310. } 

NASH— "53 Statesman 4-dr., $130. 

OLDSMOBILE—'56 (88) Holiday, $1,425°. | 
"52 (98) 2-dr.. $150°. | 

PACKARD—'56 Clipper Hardtop, $1,280* 
(ps). | 

PLY MOUTH "57 Belvedere Hardtop, $1,-| 
555°; Savoy 4-dr., $1,260, $1,200*° (ps); | 
Plaza 2-dr.. $1,240°. °56 Plaza 4-dr., | 
$460. °55 Belvedere club sedan, $660; 
Savoy 4-dr., $560. ‘54 Plaza Suburban, 
$500; Savoy 4-dr., $340; club coupe, 
$245. °53 Savoy 4-dr., $290. °51 Subur- 
ban, $300; 4-dr., $105. 

PONTIAC—’57 Chieftain 2-dr.. $1,280*. ’56 
Chieftain club coupe, $1,075*, $1,000*; 
2-dr., $950°, $915*, $895*. '55 Star Chief | 
conv., $990°; Chieftain 4-dr., $940*, | 
$925°; Hardtop, $830*°; 2-dr., $780. °54| 
Chieftain station wagon, $750*, $605*; | 
2-dr., $340; Star Chief 4-dr., $455°*. 53 
club coupe, $225*; 2-dr., $180, '52 4-dr., 
$220°. 

RAMBLER—’55 2-dr., $465°. 

STUDEBAKER—'52 Champion 4-dr., $200; | 
club coupe, $145°*. 

MISCELLANEOUS—’58 Metropolitan, $1,- 
300. '57 Renault Dauphine 4-dr., $1,030. 
"56 Dodge %-ton pickup, $790. ’54 Chev-| 
rolet %-ton panel, $240. '53 Studebaker 
pa pickup, $275; Ford delivery truck, 








* oe * 
— Auctions in Brief — 


INDIANAPOLIS 

Ken Schaefer Auto Auction, Inc, Sale 
every Thursday (Feb. 27), Prices remained 
steady here as 182 units of 226 cars con- 
signed changed hands. Extra clean cars sold 
strong with average cars holding their own 
from last week. 

* * 


BORDENTOWN, N. J. 
National Auto Dealers Exchange. Sale 
every Wednesday (Feb. 26). Clear weather 
once again found our usual fine turn out. 
With 347 cars registered, the large con- 








tingent of buyers took home 249 cars of 
the well-rounded selection. 

Every foreign car registered in our new 
foreign car line was sold. 

N.A.D.E, will change auction starting 


time as of March 12th, Trucks and ‘‘A” 
group cars to '54 models will start promptly 
at 11 a.m, Foreign cars and ‘‘C’’ group 
cars, 55 models and over, will start at 12 
noon sharp. 

+ * * 


DYER, IND. 


Dyer Auto Auction, Sale every Friday 
(Feb. 28). Weather bad, but action was by 
far the best that I have witnessed with a 
record 80 percent sale. 


SAVE ON 
LE 


as tow as 2 DE per 30-Ft. ser 
Buy pennants direct from the manufacturer and 
save both time and money. 30-ft. set of twelve 
12” x 18” flags in 6 colors from 75c to $1. 
per set, including only pennants made with full 
60-day guarantee. 


FREE CAR LOT DISPLAY CATALOG 


Shows wide variety of outdoor display items 
manufactured and sold direct by Pratt- 
pennants, banners, posters, vertical and mobile 
displays, and letter-banners. Write for your 


copy. 


For lower prices, faster delivery and 
guaranteed quality, buy direct from .. . 


The Pratt Poster Co. 


PRINTCRAFT BUILDING * INDIANAPOLIS 4, IND. 


LOW VOLTAGE CIRCUIT TESTER 


Weight 
15 Pounds 





FOR USE ON 6 AND 12 VOLT SYSTEMS 
The low voltage circuit tester $112 Valve 


is a ~~~ a 

Laces 

complete and rapid check 4 

the a S crea 

including any current and 

age regulators which may — 

used. Battery Voltage regule- COMPLETE 

tor and cutout settings, ond uNSTRUCTION 
BOOK 


generator performance can be 
-asily determined. 


F & R COMPANY 


BRADFORD, IOWA 


pul! oasssace 

De ow! TRADE 
mie OFFERS A NEW 
fo 1958 LIST 
OF NEW CAR DEALERS 


We will address your envelopes or post cards 
and return them to you within five days. 


FOR ONLY 1* PER NAME 


Complete State Lists or by Car Make 


ARRIAGE 


To) CF ODA 
\ J TRADE K4 


CARRIAGE TRADE PRODUCTS CO. 
P.O. BOX 2183, KETTERING, OHIO 












AUTO 
TURNTABLES 


- 
Manufactured by 
so 


Macton Machinery Co. 
DYKE LANE 
Stamford 2, 

Cons. 





Mai 
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| Market Penetration Anal eee 

* group 

“|” How Makes Sold by States in ’57 
Friday (Continued from Page 8) spot in 27 states, It ran No. 3 in| Studebaker, not in the Top Ten 
wih, | first in 25 states and Ford was first| two states, No..5 in 16 states, No.| nationally, entered the charmed 


T. SET 





in 24. 

Nationally, Plymouth was third, 
a position it held in all but two 
states—Wisconsin and Wyoming— 
where Buick was third and Plym- 
outh fourth. 

No. 4 nationally was Buick, its 





Auto Mechanics, 
Driving Teachers 


To Hear Experts 


ANN ARBOR, Mich.—The fifth 
Annual Institute for Teachers of 
Auto Mechanics and the Sixth An- 
Institute for Teachers in 








6 in three states and seventh in 


one state (Nevada). 

Oldsmobile, in fifth place in 
overall sales, claimed that spot in 
23 states. However, it was fourth 
in 15 states and sixth in 11 states. 

* * + 
ONTIAC held its-No. 6 national 
ranking in 28 states. It moved 
up to No. 4, however, in five states; 
to No. 5 in 10 states; No, 7 in five 
states, and No. 8 in one state 
(North Dakota). 


Although Dodge was seventh 
and Mercury eighth in total sales 
in the U. S, Mercury held 
seventh place in more states than 
Dodge did. 


circle in some states. 

Rambler was No. 8 in Rhode 
Island, No. 9 in Colorado, Idaho, 
Maine, Massachusetts, Minnesota, 
Montana and New Hampshire. It 
was tenth in Arizona, Connecticut, 
Illinois and Kansas. 

Cadillac was ninth in 30 states 
and tenth in 12 states. Elsewhere, 
it was out of the Top Ten. 

Chrysler was ninth in two states 
(Maryland and West Virginia) and 
tenth in 17 states. DeSoto was 
ninth in two states (Pennsylvania 
and Utah) and tenth in 11 states. 


Studebaker was ninth in Indiana | unit is powered by a 54.8 horsepower, four-cylinder engine. 


and tenth in Mississippi, New 
Hampshire, South Dakota, Vermont 


57 








Pontiac Dealers Offer Vauxhall Wagon— 


The newly designed Vauxhall Victor station wagon, manufactured in England by 
General Motors, will be offered in the United States by Pontiac dealers late this 
spring. With an overall length of 167.5 inches and a wheelbase of 98 inches, the 
two-seat wagon can seat six persons. By folding the second seat, the Victor provides 
a flat cargo space over five feet long, four feet wide and nearly three feet high. The 


nual 
urer and. | Driver Education will be held at| Dodge was seventh in 13 states|and West Virginia. * s 
if twelve | the University of Michigan March! and Mercury was seventh in 29 No other make was in the Top t r 1 e 
to $1.30 15. states. They were tied in one state| ‘Ten in any state. i u a Ss 
ith ful The institutes are sponsored by| (Idaho). Dodge moved up to sixth s 6 -& 
wi U-M’s Department of Vocational! place in four states, while Mercury ‘ 
Education and Practical Arts of the} was No. 6 in three states. Fox pert Homergge Beas am |in 1917, and held that position until he 
-ALOG — > ieee a Depart-| Dodge was No. 8 in 31 stateS| weakest to strongest as follows: Retired Dealer Leader | retired last year, He became a director of 
me o echanica ngineerin : ; : ema |the Harvester Co. in 1920 and served as 
‘ and the Universit Sictenmnen| while Mercury held that ranking RAMBLER — 0.41 in Mississippi to| Jp Pa., Russell CG. Jones | chairman “of the board from 1941 to “1946. 
ay items : y |}in 15 states and fell to ninth place ; i in: nial 
Serv 3.93 in Wisconsin; MerTrRopo.iTaNn * * * 
Pratt rvice. |in one state (Rhode Island). 0.03 in South Dakota to 0.54 i HARRISBURG, Pa.— Russell C.| . 
d mobile Cooperating organizations are| : oS ee oat n| Jones, honorary director of the| Leo L. Cooper 
* | Chrysler Corp., Ford Motor Co., GM, | eg Ws Washington; Hupson—0.01 in| Pennsylvania Automotive Assn.,|¢=!ULINGS. Mont.—Leo L. Cooper, De- 
for your Michigan Department of Public In| (QTHERS to get into the Top Ten| Georgia and Mississippi to 0.23 in| 4.04 Feb is ee ee eee chen the nae a 
struction, Automobile Club of Mich-| - = = sales aa joa aa — "ie ar a = Louisiana ‘ie oan also was a trustee of | Mshway near their ‘home here and plunged 
‘ tchi : ambler, eSoto, an rysler. | an evada to 0.47 in isconsin. . v 100-foot bank t. His wife al 
= igan and the Michigan Driver and|—~ = z a PAA Insurance Trust. He had re-| was killed and their three-year-old daugh- 


Safety Education Assn. 





CHRYSLER — 0.88 in Arkansas to 


tired from the board of directors | t¢T seriously injured. 


“Materials and Training Oppor-| 2.96 in New Jersey; ImperiaL—0.24 | . 6 - 
Co, | tunities Provided by Industry” por, Anco Observes lin South Carolina to 0.93 in New| PAA and — . Charles W. Dillon 
be discussed by Stanley S. Roe, of | : Jersey; DeSoro—0.90 in Nebraska} LAWRENCE, Mass.—Charies W. Dillon, 
5 4, IND. : : ; : ‘ | Raymond P. Fohey 85, chai f the board af C. W. Dillon, 
a Soe Manvéee-| 40th Anniversary oo Se eee, eee ee parnere._tagmund P. Fohey, 67, who Ine. <Chrysier-Imperial-Plymouth), died 





turers Assn. Hugh Pierce, U-M lec-| 
turer, will talk on “Research in| 
Selecting Trainees for Auto Me-| 
chanics. 

B. J. Ludwig, assistant chief en-| 
gineer, Chrysler Corp. engineering | 
proving grounds, will discuss “En-| 
gine Size and Driving Forces,” and| 
Merton Gilbert and I. E. Schaum-| 
berg, Product Service Department, 
General Motors Institute, will 
speak on “Fuel Injection Systems.” 

Other demonstrations and dis- 
cussion topics include: 

“Free Piston Engine,” Prof. Lay; 
“The Dual-Head Lamp System and 
Aiming Demonstration,” Milton 


In Auto Market 


GARY, Ind.—Anderson Co. 
makers of windshield wiper prod- 
ucts, celebrated its 40th anniversary 
March 1. 


John W. Anderson, principal 
owner and president, founded the 
company at South Bend in 1918 to 
market a manifold, a timer, and 
other ANCO replacement products 
for Model T Fords. In 1923 the 
company moved to Gary. 

Since occupying its present plant 
in 1947, the company has added 
four extensions in floor space for 


in Mississippi to 5.59 in Ohio, and 
PLymMouTH—7.51 in Georgia to 13.35 
in Maryland. 
Foorp—20.65 
30.24 in Georgia; 
Vermont to 0.83 
CoNTINENTAL—zero 
to 0.09 in Nevada; 
South Carolina to 
and Mercury—2.95 
to 5.85 in Nevada. 
Buick—5.05 in California to 8.32 
in Wyoming; Capmiac—1.34 in 
North Dakota and West Virginia 
to 3.38 in Florida; CHEevroLeT—20.02 
in Nevada to 31.10 in Mississippi; 
OLpsMoBILE—4.66 in Vermont to 7.46 


in Pennsylvania to 

Epsei.—0.21 in 
in Wyoming; 
in South Dakota 
LiIncoLN—0.28 in 


1.21 in Nevada, | 
in Rhode Island | 


| March 4 in West Palm Beach, Fia., 





March 1 in a Boston hospital. He was a 
member of the Lawrence, New England 
and National Automobile Dealers Assns. 
* * 


> 
William W. Morriss 
DALLAS, Tex William W. Morriss, 72, 
| former owner and operator of Morriss Buick 
Co. and a Dallas business and civic leader 
| for 50 years, died Feb. 27. He had been a 
| director of the Mercantile National Bank 
for 30 years. 


retired in 1955 as a member of the staff 
of the treasurer of Chrysler Corp., died 
after 
a heart attack. He joined Dodge Brothers 
Inc., and rose to secretary-treasurer before 
the company became a part of Chrysler. 
He was Chrysler secretary from 1930 to 
1950 and then joined the treasurer's staff 
* * * 


Harry Molyneux 
ROCKWOOD, Tenn. — Harry Molyneux, 
62, president and treasurer of Molyneux 7 

Chevrolet Co., oldest Chevrolet dealership | J. Conrad Johnson 
in the state, died Feb. 19 in Chamberlain | NORWOOD, Mass.—J. Conrad Johnson, 
Memorial hospital |} 66, ploneer auto dealer and past president 
* * * |of the Massachusetts Automobile Dealers 


| Old Timers, died Feb. 24 in St. Petersburg, 
Ernest Andrew Strawn 


| Fla, Mr. Johnson started in the auto busi- 
YAKIMA, Wash.—Ernest Andrew Strawn, | "¢Ss with a car rental agency in Norwood 
53, a retired Yakima automobile dealer, 


in 1909. Since 1934, he had operated John- 
died while visiting relatives in Oklahoma | $0" Motor Sales (Oldsmobile), Islington. 


Jovanovich, chief of electrical engi-| a total 152,000 s f 

ve ; eat ’ quare feet. in M husetts, and Pontiac—3.83 | “'*Y- i cae 
neering, Ford Motor Co. and “Air) The most crucial point in the|in North Dakota to 687 in Dela- ee T. R. Coleman 

95 Suspension Clinic,” C. M. Rubly,/ company’s history, said Anderson,| \ a>. , Judson F. Stone RUSTON, La.—f. BR. Coteman, 98, aute- 
assistant staff engineer, passenger| occurred in 1927 when Ford dis-|  Packarp—0.04 in Alabama, Arkan-| ,,ZVANSTON, Il.—Judson F. Stone, 85, | Feb. 23. He opened a dealership in Ruston 





director and former chairman of Interna-|;.. i959 and he and his brother. Joe Col 








mepaip | car chassis design, Chevrolet. i i Sieh J 
cn aioe will aaa ceeds ait he esis ~ the Model sas, Michigan, South Carolina and/|tional Harvester Co., died Feb. 20 at | man later bought encther Genlesship te 
TE “Research and Progress in Nuclear| market he said he turned to wind: | T°%28 2 0.20 in West Virginia, and | Zysnamn Shits" sreaecessor’ McCormick | MonFoe 
1ON Radiation.” hi ia wi aaa Srupssaker—0.56 in the District Of | Harvesting Machine Co., since 1892, He a 
r sale pers. , Columbia to 2.30 in Indiana. became manager af the McCormick Estates Alf M. Andresen 
; eee Also a leading producer in the aera tain eee WEST SEATTLE, Wash.—Alf M. An- 
yY |'57 Auto-Lite Sales | ctisinal-equipment field, ANCo pS 4 F - * 
| : : Andresen otor Co, (DeSoto-Plymouth), 
supplies wipers to Chrysler Corp., | died Feb 12 in a Seattle hospital. He was 


Rise 15 Percent | 


American Motors Corp., General 
Motors and manufacturers of com- 





‘Drive to Europe’ Is Seen 


|}a@ member of the Seattle, Washington State 
and National Automobile Dealers Assns. 





—=]| TOLEDO.—Electric Auto-Lite Co.| mercial vehicles. I N Wh I C. F £ ae 

_—_=—/|4nnounced that its 1957 sales — ++ i O- ee ar o uture ara nntthew E. Palmer 
amounted to $267,326,870, a gain of| Chevrolet Dealers Elect eT Tieaw Gasca O. ant tee 

\GE | 15 percent over 1956 sales of $231,- Mall tn Co ° DETROIT—Tomorrow’s car will in a system with ducted fans to | 25 after suffering a heart attack 

E 587,694. | Miation in nnecticut have no wheels and it isn’t far off,| generate gas pressures properly a 

oon anne ae om in a oe > + ee a ae directed for propelling, steering | er Ca L iia 

/ ounte o 096,944, compared| Norwich, has been elected presi-| produc esigner who play a —_ 7 hy a - 
with $2,345,887 for 1956. |dent of the Connecticut Chevrolet|major role in the design of auto = eal aneattaaae Motors, Ine (Oldsmobile). died Feb. 23° 


ST 
RS 


Other transactions and adjust- 
ments of a special nature in 1957) 
resulted in a net addition to these| 
earnings of $1,944,637, Auto-Lite 
said, bringing the total earnings 





Dealers Assn. 

Other officers are Arthur Rydene, 
Milford, vice-president; W. R. Aus- 
tin jr., South Norwalk, secretary, 
and Stuart Bristol, Canton, treas- 





tail fins. 

Reynolds told the _ three-day 
Industrial Designers Institute na- 
tional conference here: 

“In 20 years people will be rid- 


few hours after suffering a heart attack 
in his office. Mr. Burt was in the banking 
business here before joining Triangle 
. - * Motors in 1948 

involving a ‘guide . 26 


Joseph Foreman 


“Upon limited access highways 
for inter-city travel, electronic de- 
vices, perhaps 
beam’ or radiation system, will pro- 


cards to $9,501,581. urer. ing in the no-wheels car and | vide automatic steering and speed| PITTSBURGH. — Joseph Foreman, 46, 
lays. safety will no longer depend on | control,” he said. ee oe ee — died March 1 in a 


ME 


| Eb 





i: 





Show Visitors See ‘Explorer'— 
A replica of the U. S. satellite, the Explorer, was displayed at the Columbus (O.) 


Guto show. John B. Barton, left, executive secretary of the Columbus Automobile 


tire wear and road-surface con- 
ditions.” 

Such a car, Reynolds said, could 
be built immediately but only on 
an experimental basis. Intricate 
tooling for the project would delay 
any large-scale production of the 
ear, he added. 

Reynolds believes the car, pro- 
pelled by ducted fans, would main- 
tain an altitude of about two feet. 
However, he continued, the car 
would have the ability to climb to 
altitudes of more than 100 feet, 
but should be controlled to prevent 
“hedge-hopping.” 

Reynolds said the car could 
travel over calm waters, such as 
inland lakes, and it would not be 
impossible to “drive to Europe.” 

The car would be constructed of 
a durable, alloy-like magnesium or 
aluminum which would allow a 
smaller, lightweight engine to be 
used, Reynolds said, making alti- 
tude maintenance and control much 
easier. 

The general shape of the car — 
much larger than today’s conven- 
tional car—would be aerodynami- 
eally more efficient, he continued, 
with the nose low to prevent lift 





A Glimpse of Things to Come?— 


This is how designer Carl Reynolds thinks tomorrow's auto will look. The car would 


Dealers Assn., tells about the satellite while two soldiers stand by. The soldiers 
Gccompanied the exhibit from Washington. Barton said it was the first time the 
feplica had been shown outside Washington. 


have no wheels, would be propelled by ducted fans and maintain an altitude of 
Turbine engines would be used | about two feet, scys Reynolds, doing away with road bumps. 


at high speeds. 
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for the Lowdown... 





‘Captives’ Test Small-Car Market 


(Continued from Page 55) 


harbor to supply demand with none 
left over for factory pool stock, 

At the present time, dealers 
order what they want, requests 
are filled from the next shipment 
and cars left over are used to 
floor-stock dealers with no spe- 
cific needs. Most dealers will 
Swap cars and one man reported 
himself in the market to buy 
Vauxhalls from other dealers. 

Discounts on a Vauxhall are 
harder to get, because supply runs 
close to demand, though most Pon- 
tiac men agreed that up to $50 
would be shaved to close a tight 
one. 

Tom Sherlock, of Sherlock Pon- 
tiac, Highland Park, has the dis- 
count shopper cornered. Said Tom, 
“We give the buyers something 
else to talk about besides price. 
Our Vauxhalls are two-toned, have 
the headlight rims chromed and 
have been fitted with white walls. 
Even though the $27 extra cost is 
passed along to the buyer, he is 
usually so pleased with improve- 
ment in the car’s appearance he 
forgets about asking for a price.” 

> > > 


S TO the market for a “Made in 

America” Vauxhall, the Pontiac 
dealers had varied opinions. Sher-| 
lock said, “I doubt it—at least not 
at the present price.” 

A nearby competitive dealer had 
more to say; “No! Every domestic 
product produced in the stripped 
minimum car field has flopped. I 
doubt whether a domestic car could 
ever be built to fill the market, at 
a reasonable price.” 

On the subject of an American 
small car, Willard Dolman 
(Dolman Pontiac, Inglewood) 
said, “As a dual dealer, I'm not 
too sure the small import is fully | 
compatible with larger domestic 
units. Then, too, there are two 
completely different types of buy- 
ers. 

“Frankly I don’t see how the 
factory (whoever would produce an 
American small car) could obtain 

enough volume to make it pay.” 

Cylde Helms (Helms Pontiac- 
Cadillac, San Fernando) said, “The| 
market would depend on the price. | 
Any well-built small car in the) 
$1,600 to $1,900 price range could 
do well in filling the second-car|/ 
market.” 





What Help Vauxhall? 


FFECT of the Vauxhall on 

Pontiac sales has been negli- 
gible, with many dealers consider-| 
ing it a no or low overhead item on| 
which any gross is gravy gross.) 
One dealer pointed to the added 
profits he wouldn't have gotten 
without the car and the new people 
(customers) he might never have 
seen. 

But he could remember not a 
single switch where a Vauxhall 
shopper was moved to a new 
Pontiac or used car. 

On the other hand Tom Sher- | 

lock said, “It has been a help to | 
us, Our men use it as a stepping 
stone to a Pontiac. As you know 
a Chieftian two-door can be rolled 
out the door for just a few more 
dollars than the Vauxhall.” 

Cylde Helms didn’t figure the 
Vauxhall helped much, except in 


_ its additions to the overall profit 


picture, while Willard Dolman 
agreed by his remark, “Sure it 
helps, to the tune of a retained unit 
gross of $350 added to our overall 
picture.” 

Buick business on the Opel varies 
from dealer to dealer, as to the 
dealer’s overall business health. One 
operation, way off on Buick sales, 
has eight Opels in stock, including 
two of the hard-to-get station 
wagons. Another. man has one on 
the floor, has sold the rest of his 
quota as fast as it came in. 

7 . > 

N GENERAL most Buick deals 

are getting enough Opels, spend- 
ing enough time to sell those and 
not trying to build an order file. 

As Bill Mills said, “We take no 
orders, though I’ve one fellow who 
has called up every day for three 
months to get a station wagon.” 

Most dealers have heard of 

others who discount the Opel, but 

they are sticking tight for full 
gross in their own shop. Of all 
the dealers interviewed only one 


came off the hood by saying, 
“Of course, we’re forced to give 
about a hundred bucks just to 
keep them moving.” 

Like the other two “captives,” 
Opels appear to have few service 
problems. As one dealer said, “Once 
they’re out the door we never see 


them again.” 
« * * 


Limited Potential 


==: potential for a “Made- 
in-America” Opel seems limited 
as seen through Buick dealer eyes. 
Said one, “That’s a good question. 
In my opinion, I don’t think the 
quality of product we could build 
would ever be able to compete with 
the imports.” 

An interesting viewpoint was 
expressed by George Guenther 
(Guenther-Langer Buick) who said, 
“I think we're in it right now. The 
biggest competition for the Opel 
wagon ($2,596) is a Chevrolet Six 
stick-shift wagon which sells for 
a few dollars difference. (Suggested 
price of $2,566 in Los Angeles).” 

Another dealer’s general man- 
ager thought U. S. makers should | 

have jumped into the field 10 
years ago. He pointed up the | 
present prices as just about hav- | 
ing new cars priced out of the 
mass market, leaving the major- | 
ity of buyers soft for a recent 
used car. 

Opel’s help or hinderance in a| 
Buick operation is somewhat like} 
the bump on a log. It hardly makes 
any difference, for as one man said: 


“You've a different type of buyer, 
but anything that helps floor traffic 
helps business.” 

Most deals were operating on the 
same basis, selling what Opels 
they could, making little effort to 
push them, and counting on in- 
creased floor traffic to pay for floor 
and parts-bin space. 

+ * 


Praise Quality 

N EVERY dealers conversation 

was appreciation for the import’s 
high quality of construction and 
lack of chronic service problems. 
In turn they usually compared 
them with a domestic line on the 
same floor, in a sense wishing that 
Detroit’s output was as clean and 
solid. 

For tomorrow’s import their sug- 
gestions averaged out to the same 
small car, with its economy of op- 
eration and maintenance; at a 
price to compete with used one- 
year-old Fords-Chevrolets- 
Plymouths and an automatic trans- 
mission. 

Their point on the automatic 
transmission seems well made 
with many mentioning the mil- 
lions of women (who demand a | 
second car) who have never 
driven a car with a gear shift. | 

Of all the dealers interviewed, it 
took a suburban Buick operator to 
underline a really new use for the! 
Opel in cutting the expense of store 
operation. His wife, daughter and 
son drive Opels, instead of $12,000 
worth of 1958 Buicks. 





600,000 Sales by 1970... 





Canadian Car Boom Seen _ | 


TORONTO.—The annual rate of 
new-car sales in Canada will nearly 
double by 1970, according to a pro- 
jection by Canadian Acceptance 
Corp., Ltd., which advised dealers 
to prepare for the increased mar- 


| ket. 


Despite “tremendous economic 
growth” in the recent past, “we 
must plan for even greater 
growth in the next dozen years,” | 
CAC told dealers. 

The finance firm's report gave) 
this prediction on the Canada of| 
1970: 

A $50 billion economy will be sup- 
porting 21 million people and the 
automobile population will be 5.9 
million, a net increase of about 2.5 
million from the present total. 

Auto sales, now at an estimated 
annual rate of 350,000 units, will be 


|running at nearly 600,000 units by 


1970. Auto scrappage will be at the 
rate of 380,000 units a year by then. 

Since two used-car ons 
are traditionally completed for 
every new-car sale, total sales of 

new and used cars in 1970 will 
be about 18 million a year, The 

yearly total now is about one 
million. 

CAC observed that year-to-year 
fluctuations above and below these | 
average trends are bound to occur. | 

While the auto economy is mak- | 





AMC Day— 


American Motors Day was proclaimed 
in Detroit by Mayor Lovis C. Miriani, 
right. Here the proclamation and a key 
to the city is presented by the mayor 
to George Romney, president, American 
Motors Corp. The firm was cited for being 
“a part of the industrial might of the 
city" and for its “strong interest in civic 
oftairs.” 


| 


ing these changes in the next 12 
years, other alterations in Canadian 
life will be noticed. Here’s what) 
CAC sees after 12 years: 

The bulk of population growth 
will come in the suburbs. Life in 
the suburbs will increase the need 
for automobiles and increase the 
number of families who have two 
or more cars. 

The growth in the gross na- 
tional product will more than 
double the number of people 
making $5,000 a year or more. 
Since persons with this type of 
income make the greatest use of 
new-car credit, the auto install- 
ment business is certain to in- 
crease. 
“Developing and controlling his| 

time sales market is of paramount 
importance to the dealer’s future 
profits and progress,” CAC said. 





5 Dodge Dealers 
To Stage Series 


Of Profit Forums 


DETROIT.—Five Dodge dealers 
are starting out on a three-week 
nationwide tour to tell other Dodge 
dealers how they run the various 
phases of their business in order 
to make a good profit. They will 
detail every phase of their opera- 
tions and advise local dealers how 
they may tailor some of these 
methods to their own dealerships. 


The meetings will take place in 
Atlanta, New York, Detroit, Chi- 
cago, Kansas City and San Fran- 
cisco, and dealers from all 48 states 
have been invited. 

The meetings, called profit for-. 
ums, will take two full days in each 
city. On the first day the five deal- 
ers, plus two local dealers, will 
describe in detail their methods 
and techniques. These talks will 
include service, new-car sales, used- 
car sales, fleet sales, truck sales and 
service, advertising and promotion 
and community relations. 


On the second day the dealers in 
the audience will have the oppor- 
tunity to discuss their businesses 
with the speakers. The five national 
speakers are: 

Ralph Bollinger, Lakeview, 
Mich.; William B. McKinstry, Hop- 
kins, Minn.; George Tunis, Free- 
port, L. L; Harry Burkett sr., 
Houston, and Owen F. Hands, San 


Jose, Calif. | 





Counting Sales— 
Tabulating Ford sales after Cleveland| thermostat. A three-speed blower 


Auto Week are from left, James Mulgrew,| controls air delivery; 


Euclid Ford Co.; W. W. Cummings, Ford 
Cleveland district manager; Frank Love, 
Chagrin Valley Ford, and George Cunning- 
ham, general manager, Heights Motor 
Sales. Final results of the one-week pro- 
motion revealed that Ford dealers in- 
creased sales 64 percent over the first 
22 days of February. 





Firestone Offers 
Air Conditioner 


For 756-58 Cars 


AKRON.—A lightweight air con- 
ditioner that fits under the dash- 
board of a car has been added to 
Firestone’s line of cooling units, ac- 
cording to J. F. Faunce, manager 
of the company’s home and auto 
supply division. 

The portable unit is designed to 
fit most 1956, 1957 and 1958 auto- 
mobiles. 

“The compact evaporator or cool- 
ing unit is mounted under the 
center of the instrument panel,” 
Faunce said. “It is positioned over 
the floorboard hump.” 

He said the cooling system is 
controlled automatically by a 


adjustable 
circulators direct air in any di- 
rection and filters screen out pollen. 

“Another important feature of 
the air conditioner is that it is 
easily transferred from one car to 
another,” Faunce added. “Owners 
needn’t worry about giving it up 
when they trade.” 


Cleveland Week Hailed 


‘Continued from 


session were the president of the 
Cleveland chamber of commerce, 
the editors and advertising man- 
agers of Cleveland’s three daily 
newspapers and representatives of 
all radio and television stations. 


Joining in with the new-car and 
used-car dealer associations were 
finance companies, banks and in- 
surance companies. 

7 « * 


ACH auto-making division sent 

representatives to the planning 
sessions. The manufacturers also 
agreed to double or even triple 
their normal budgets in Cleveland 
media during the week. 

“You Auto Buy Now” was adopted 
as the theme of the week. The 
idea behind this pitch was that, 
with 93 out of 100 Clevelanders 
working, the local economy sstill 


| was strong enough to justify pur- 


chases without waiting for intang- 
ible future events. 


A strong appeal to home-town 
loyalty was made in newspaper 
and radio-TV ads. “Keep Cleve- 
land Strong” was tied in with the 
“You Auto Buy Now” theme. 


Salesmen and dealers shook off 
the winter-long doldrums and 
pitched into the campaign with a 
new-born fervor. A sales rally at- 
tended by 1,200 and energized by 
Chevrolet Drumbeater Bill Power 
got the salesmen working hard as 
the week opened. Tickets for the 
dinner were $5 a person, and liquor 
was specifically barred. 

Newspapers splashed banners 
across their classified pages and 
gave the promotion daily copy, in- 
cluding editorials and editorial car- 
toons. The Plain Dealer, News and 
Press covered the event like it was 
a Presidential nominating conven- 
tion. 

= . a” 


LEVISION and radio stations 


donated 300 spot announcements | . 
to the week, besides carrying the| © 


paid plugs. 

Individual kits containing 50 
bumper stickers, two banners, eight 
window cards, 125 balloons, 50 but- 


tons and other items were pre- : 


pared for dealers. The kits cost $50 
each and went to 150 new-car deal- 
erships and 50 used-car concerns. 


Even the weather broke favor-|% 


ably. An “Indian spring” hit Cleve- 
land on the weekend preceding the 
promotion and melted an accumu- 
lation of snow, ice and “sit-by-the- 
fire” apathy. 

“Still, Burrows said, “we were 
plenty scared. The prices and 
terms were as low as we could 
get them, but what then? We 
didn’t know how deep this re- 
luctance to buy was entrenched 
in town. There’s more money in 
Cleveland banks than ever be- 
fore, but the psychology of the 
present recession had us wor- 
ried.” 

The answer came when Cleve- 





As Needed Sales Spark 


Page 1) 


landers hit the dealerships and 
used-car lots in a buying mood. 

“We were going to wait, but if it 
will help Cleveland now, we'll buy a 
car now,” said buyers. 

It was a corny approach, but the 
home-town pitch plus a steady tat- 
too of promotion seemed to have 
penetrated the fog of hesitancy. 

* x ae 


URING auto week, 1,292 new- 

car sales and 1,563 used-car 
sales were reported by Leonard 
Fuerst, county clerk of courts. 
Fuerst also said that not all of the 
sales have “gone through our 
office,” and he indicated the total 
amount may be more. 

Blaushild, the “idea” man respon- 
sible for the week’s activities, esti- 
mated that 3,300 new cars and 3,500 
used cars were sold. He called this 
performance “almost miraculous.” 

The Cleveland Independent 

Auto Dealers Assn., cooperating 


| with CADA, also acknowledged 


the impact of the drive. Harry 
Halpert, CIADA president, and 
Sam Messerman, CIADA liaison, 
said the carryover will “be tre- 
mendous, and it'll mean _ that 
those salesmen who are worthy 
of their name will be in a posi- 
tion to capitalize on public in- 
terest.” 

Even President Eisenhower was 

(Continued on Page 59, Col, 1) 


Ford Is Working 
Overtime to Meet 


T-Bird Backlog 


DETROIT. — Ford division an- 
nounced it is producing Thunder- 
birds on a heavy overtime schedule 
to meet demand. 


J. O. Wright, Ford division gen- 
eral manager, said the division has 
a backlog of 
5,000 orders. 

“We hope to be 
producing about 
twice as many 
Thunderbirds in 
April as we did 
last month 
(February),” he 
added. 

The only limit- 
; ing factor at 

: present, he said, 
5. O. Wright is the availability 
of parts. Current production rate 
is slightly over 100 a day. Based on 
the assembly rate of the former 
two-passenger Thunderbird, the 5,- 
000 orders represent about three 
months of production, Wright said. 


He said a study of the first four- 
passenger Thunderbird sales 
showed 28 percent went to persons 
who traded in one of the three top 
luxury cars. Another 29 percent 
went to former owners of medium- 
priced cars and 18 percent went to 
former Thunderbird owners, he 
added. 
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Allout Effort Works... 


Cleveland Week Lifts 
Sales to ’58 Heights 


(Continued from Page 58) 


Fox, in a telegram to Blaushild, ex- 
pressed hope that the week’s suc- 
communitywide push against de-|cess would be followed by other 
pression talk and hold-back buying. | business and industrial lines. 

Presidential Assistant Frederick * * 

a ae TT BLAUSHILD predicted that the 

dealers of Cleveland would have 
at least three or more weeks of 
good business as a result of the 
one-week drive. He estimated at 
| $15 million the amount of business 
| poured into the city’s economic life 
| during the week. 

In a five-minute address before 
a luncheon meeting last Monday of 
the Cleveland Advertising Club, 
| Blaushild discounted the influence 
| of the warmer weather by reporting 
that sales in other areas did not 
register an upturn. 


“Cleveland is the only bright 
spot in the auto market,” he de- 
clared, “We have done our job,” 
the CADA chief said. “This idea 
is too big to allow it to die, I 
appeal to you,” he told the club 
members, “for a dramatic spon- 
taneous and concerted effort by 
all Cleveland enterprise to rid 
yourselves of gloom and pessi- 
mism. The new and used-car 
dealers of Cleveland pass the 
torch to you.” 


He reported that one south side 
dealer who had sold only 12 cars in 
the first three weeks of February 
saw his sales jump to 35 for the} 
|} one week of the promotion. 


A west side dealer closed 47 new- 
|}car deals against 23 in the first 
three weeks of last month. Another 
dealer in the same area delivered 
30 used cars, with 18 of them sold 
for full cash payment. The oldest 
auto was a '55 model. 
> > > 

E salesman, also on the west 

side, sold seven new autos—a 
car a day average. 

Surprising, too, Blaushild said, | 
was the number of people who paid 
cash. Finance companies, he con- 
tinued, noted that most downpay- 


alerted to the business and eco- 
nomic stimulant resulting from the 
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Germans Fond 
Of 26% Margin, 
Long Car Waits 


DETROIT.—The West German | 
auto market, as described by Dr. | 
Herbert Gross, a correspondent for | 
Steel magazine, remains a dealer’s | 


paradise. 


Dealers get a 26-percent margin | 
by selling cars at prices estab- 
lished under fair-trade arrange- | 
ments. Their customers have to | 
wait two to four weeks for their | 
new cars, six to nine months in | 
the case of the popular Volks- 
wagen. 

The high demand for cars that 
dates back to World War II re- 
mains, with used-car prices hold- 
ing firm. Now that the number of 
cars on the road has been built up, 
franchised dealers are doing a 
profitable service business. 


Dr. Gross, in the U. S. to study 
small business for its counterpart 
in West Germany, said the Euro- 
pean common market and free- 
trade movements are radically 
changing business life in Europe. 

He said the common market 
scheme to bring free trade to West 
Germany, France, Italy and the 
Low Countries would become opera- 
tive in many ways in the next two 
years. There are indications that 
the plan will not result in the 
erecting of a high tariff wall around 
the six countries, he added. 

When asked what Europeans 
think about the future of their 
small cars in the U. S. market, 
Dr. Gross said it depended on 
the design of American cars, “We 
hope, of course, you will stick to 
your present (large-car) designs,” 
he said. 


— 
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ments were high, This indicated 
that the buyers were from solid 
economic levels—people who had 
money but had been holding off 
from buying, Blaushild said. 

He expressed satisfaction that 
the Cleveland campaign was 
spreading across the country. 
Eleven governors have urged 
similar campaigns in their own 
states, he said. 

A co-chairman for auto week, 
Leo Conway, personally reported on 
the drive to Distribution Vice- 
President W. F. Hufstader of Gen- 
eral Motors. Hufstader reportedly 
assigned Cleveland personnel of GM 
divisions to make a study of how 
the Cleveland promotion was exe- 
cuted. 

Promotion phases of the under- 
taking were handled by Bill Veeck, 
who was retained by CADA after 
an expenditure of $5,000 was au-| 
thorized. Veeck, former general) 
manager of the Cleveland Indians} 
baseball club, is well known 
throughout Cleveland communities. 

* * * 
PROCLAMATION lauding 
Cleveland Automobile Week| 
was issued by Mayor Anthony J.| 
Celebrezze, and the Cleveland city| 





|} council passed a resolution in the) 


same vein. 

As examples of support for the 
promotion, menus in local restau- | 
rants carried promotional lines | 
all during the week and gasoline | 
stations displayed window cards 
and bumper strips. 

Cy Mack acted as CADA co- 
chairman of auto week in charge 
of public relations. Other commit- 


| tee chairmen were: 


Conway, promotional; Earl w.| 
Foos, advertising; A. D. Pelunis, 
used-car; N. J. Popovic, entertain- 
ment, and Charles S. Fuller, treas- 
urer. 

Line chairmen were: Paul F. 
Corell, Buick; Conway, Cadillac; | 
F. H. Mosher, Chevrolet; Frank M. 
Condon, Chrysler; Joseph E. 
Schrock, DeSoto; L. J. Trotter,| 
Dodge; Carl Beach, Edsel. 

Hugh Gibson, Ford; Steven R.| 
Barry, Lincoln; H. M. Ferguson,| 
Mercury; Foos, Oldsmobile; Philip) 
Fleishman, Plymouth; Harry G.| 
Arthur jr., Pontiac, and A. L. Eng-| 
lander, Rambler. 
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Akron to Stage ‘Sale-O-Rama’ Week .. . 


Industry Steps Up War on Blues 


factories’ assistance through gim-}| good honest deals here—no gim- 


(Continued from Page 1) 
the program of the administration, 
we're confident of a pickup in 
business generally. In fact, we see 
signs of a return of confidence 
already.” 

Murray and Cadillac General 
Manager James N. Roche will visit 
dealers this week in Atlanta, Mem- 
phis, Dallas, Salt Lake City and 
San Francisco. 

oo” * = 
XECUTIVES of American 
Motors and Studebaker-Packard 

also were exuding confidence about 
the sales outlook. 

In Portland, Ore, American 
Motors President George Romney 
spoke to Rambler dealers from the 
four Far West states and Alaska 
and renewed his appeal for a law 
to disperse the power of the big 
auto manufacturers and the United 
Auto Workers. 

AMC Distribution Vice-President 
Roy Abernethy, at a dealer session 
in Minneapolis, said Rambler sales 
there were 160 percent of the same 
period last year and predicted 
“substantial” gains in the months 
ahead. 

Studebaker-Packard President 
Harold E. Churchill found busi- 
ness encouraging on a visit to 
Denver. He met S-P zone man- 
agers in South Bend later and 
acclaimed the Cleveland Auto 
Week campaign as “the sort of 
dynamic action that is needed all 
over the nation.” 

“Here we have an example of 
men who won't accept adversity,” 
Churchill said of the Cleveland 
promotion. “They go out and make 
business.” 

In Portland for a meeting of 
Pacific Northwest dealers, Chevro- 
let General Sales Manager W. E. 
Fish expressed confidence in the 
basic strength of the nation’s econ- 
omy. He repeated earlier forecasts 
by Chevrolet General Manager E. 
N. Cole that the division may chalk 
up its highest market share in 20 
years. Impala sales still are out- 
running production, Fish said. 

> > > 


ocneatal. reports on dealer 
promotions in various cities 
follow: 


Rochester, N. Y. 


Auto dealers are relying on both 
their own sales efforts and their 








micks and national programs. 

“Ford’s free gift from abroad is 
proving to be a good drawing card,” 
said Bernard Scheuerman, general 
manager of Judge Motor Corp. 
(Ford). “Because of the offer, we 
have sold quite a few cars and 
have received the names of lots 
of prospects. 

“In addition to this gift offer, 
my staff is working hard and we 
are seeing the results of our own 
efforts.” 

Stanley Abrams, new-car sales 
manager at Bonenblust & Buckman 
Ine. (Oldsmobile), was another to 
place reliance on factory assistance. 

“We are cooperating with the 
factory in using its institutional 
promotion,” he remarked, pointing 
to factory-designed window dis- 
plays. “In addition, we are push- 
ing drive demonstrations, putting 
the prospects right behind the 
wheel on the street. 

“As for our used cars, we are 
promoting a drive on '54 and ‘55 
models, emphasizing that they 
provide the most resale value. We 
think the prospective purchaser of 
one of the lowest-priced three will 
find a better value in one of our 
54-55 used cars. We go in for 





Irked at Slump News, 


Dealers Cancel Ads 


BURBANK, Calif. — The 12 
members of the Burbank Auto- 
mobile Dealers Assn. has stopped 
advertising in the Burbank Daily 
Review in protest against the 
newspaper’s front-page treatment 
of recession news. 

“This organization,” the associ- 
ation wrote the newspaper, “will 
not compete in advertising on the 
inside with adverse headlines on 
the outside.” 

The dealer statement said 
headlines on the recession induce 
“retrenching of possible buyers.” 
Daily Review Publisher Hoyt 
Cater replied that the dealers 
were badly advised and said 
cancellation of advertising was no 
way to make business better. 











Put Your Auction In The Spotlight 


Thousands of leading car dealers . . . your best 


customers . . . 
every week. 


. read AUTOMOTIVE NEWS 


An advertisement or listing of your auction in our 
“LEADING USED-CAR AUCTION DIRECTORY" 
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and all the good things you have to offer. 


Frequency rates on request. 


Contact 
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2666 PENOBSCOT BLDG., DETROIT 26, MICH. 
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MOVING CARS? 


THE BEST WAY IS BY 
TROYLER AUTO HAUL-A-WAY 


This ad is sponsored in the interest of the 
Avte Haul-A-Way Industry by 


THE TROYLER CORP. 


1401 MEYLERT AVENUE, SCRANTON 6, PENNA. 


MANUFACTURERS OF THE MOST ADVANCED 
AUTO HAUL-A-WAY AND SPECIALIZED TRAILERS 








micks.” 
* * * 


ONATHAN H. HEINRICH, pres- 
ident of Heinrich Motors Inc. 
(Chevrolet), said his salesmen were 
participating in a local zone pro- 
gram that produces for the individ- 
uals 50 prizes of $50 each, with 
lesser prizes in merchandise. 

“I have a feeling dealers are 
trying to shy away from factory 
gimmicks,” he said. “I still believe 
in making contacts and building up 
a steady clientele. It’s the personal 
touch that pays off.” 

Valley Cadillac-Pontiac Corp. 
is dropping the latter line, sales 
manager Laurance Hill an- 
nounced. Pontiac sales at Valley 
last year were about half of the 
1955 total, he disclosed, pointing 
out at the same time that the 
company’s previously successful | 
22-year franchise precluded any 
possibility of a clash between 
Cadillac and Pontiac sales. 

“We haven’t had a sales contest 
at Valley Cadillac since I don’t 
know when,” he continued. “We are 
demonstrating as much as we can, 
and to show that it pays off, we| 
sold three Cadillacs the day after 
the recent blizzard let up. 

“We are trying to give good 
values, and as a result we can say 
that business is good but should be 
better. 

“Actually, our last sales contest 
was in October. It cost money, we 





had a lot of sales but made little 
profit.”"—(William Hackman.) | 


* * * | 


Akron 


REATER Akron automobile 

dealers are taking the lead in a 
“Sale-O-Rama” designed both to 
arouse buyers from their lethargy 
and to instill new confidence in 
them. 

Based on the theme that “now 
is the best time to buy,” the pro- 
motion opening March 23 is the 
most elaborate ever attempted by 
the Akron Automobile Dealers 
Assn. 

While the program lasts a week, 
the project will be a continuing 
one, aimed at showing the im- 
portance of the industry to any 
community, particularly Akron, 
E, John Lehman, manager of the 
association, said. 

“We know that the people have 
the money and that they want the 
cars,” Lehman added, “but they are 
hesitant because they are fearful 
of economic conditions, 

“It is our aim to prove to them 
that if they are going to buy a car 
in the months ahead, they will 
never get a better price than now.” 

On the planning boards for 
weeks, the promotion is to be 





kicked off at a 7:30 a.m. breakfast 





Edsel’s Vertical Front End 


Portland Visitors— 


From left, American Motors Marketing 


Vice-President Roy Abernethy, President 
George Romney and AMC Portland (Ore.) 
Zone Manager R. M. Stephenson get 
together prior to a press conference and 
dealer meeting. 


at the Sheraton Hotel, March 21, 
with more than 500 salesmen and 
dealers on hand. 
> = « 

NE of the highlights of the week 

will be “operation demonstra- 
tion” which will have as its objective 
to get more people to try out '58 
models. The association will pick 
up the names of prospective buyers 
and the salesmen who demonstrate 
the cars will award $100 each day 
to one person who takes a ride 
and $50 to the particular salesman. 

To further stimulate salesmen, 
the association is organizing a 
“million-dollar round table” for car 
salesmen patterned after a similar 
group in the insurance industry. 
One of the qualifications will be 
that the salesman must sell a 
certain number of cars during the 
year. His employer also must be a 
member of NADA. 

Special awards will be made by 
the Akron association annually to 
the top salesmen. Lehman be- 
lieves this will initiate a national 
honorary organization for sales- 
men. 

An incentive program also is 
being worked out within each 
dealership in which the whole 
organization of the dealer will 
benefit if the salesmen click during 
“Sale-O-Rama” week. 

Wives of salesmen, as well as 
their children, will be encouraged 
to obtain new-car prospects. 

“We are going to show that the 
key to the whole economy is the 
automobile key,” Lehman added. 
“What is beneficial to the automo- 
bile dealers is beneficial to the 


whole community.” 
> > > 





EN a salesman sells a car, 
the association will demon- 
strate how the sale sets off a chain 


To Be Retained in ’59 


(Continued from Page 8) 


considerable applause when Nance 
announced that the vertical front 
end would be retained. 

He said Nance asserted that the 
pendulum of automotive styling is 
swinging back to the vertical grille, 
and that the M-E-L chief men- 
tioned reports that other Big Three 


R. I. Considers 
Buying 650 Cars 


PROVIDENCE. — The State of 
Rhode Island will be in the market 
for 650 new automobiles if a pro- 
posal advanced by Gov. Dennis J. 
Roberts is approved by the General 
Assembly, now in session. 

The governor’s plan, calling for 
an initial appropriation of $450,000, 
would provide for the immediate 
purchase of 250 new automobiles, 
and the early replacement of the 
400 the state now owns. 

Expansion of the state-owned 
fleet by 250 units would end a 
system whereby many officials and 
employes use their own automo- 
biles and bill the state for mileage. 





makes will adopt the vertical idea 
for 1959. 


On the subject of dualling, 
Nance noted that this problem 
is much easier to solve in small 
towns than in metropolitan areas. 


He said there will be increased 
dualling within M-E-L where pos- 
sible, but that the first considera- 
tion will be the ultimate good of 
all dealers involved. Multiple lines 
are ho panacea, he said. 

After the meeting, a metropolitan 
dealer who handles only Edsel said 
he would be happy to take on all 
the M-E-L lines—Edsel, Mercury, 
Lincoln, Continental and English 
Ford. 

Another retailer said Nance 
urged them to “dig in and hold 
tight this year” and to cut overhead 
wherever possible. 

Nance mentioned that the fear 
generated by Russia’s Sputnik 
had hurt the usual fall boom in 
auto sales. The first Soviet satel- 
lite began its tour of the heavens 
Oct. 4, just one month after 
Edsel appeared on the market. 

He told the dealers there is 
nothing wrong with the economy 
that the “hard sell” and restoration 
of confidence won’t cure. 





— 


reaction that helps the insurance 
man, the finance man, the grocer, 
bankers, bookkeepers, ba'tery 
makers and tire builders. 

“This program literally sets the 
salesman up on a pedestal,” Leh. 
man explained. “Nothing happens 
until some one buys a car— until] 
some one sells something.” 

A special action of the Akron 
Beacon Journal will inaugurate 
“Sale-O-Rama” week. In addition, 
dealers are among 200 business- 
men sponsoring three full-page 
advertisements a week for a 
period of 15 weeks, aimed at 
instilling new confidence in the 
public. 

Following the lead of the Cleve. 
land dealers, the Akron group will 
pay all its employes in $2 bills to 
show graphically how the money 
finds its way back into the coffers 
of all retail business. 

Lehman pointed out that the 
market for good used cars is drying 
up in this area because dealers are 
not getting enough trade-ins, Dur- 
ing January, dealers sold 300 fewer 
new cars than in the same month 
a year ago but sold 65 more used 
cars.—(Joe Kuebler.) 

a * * 


Minneapolis 

— appears to be no strong, 

concerted effort on the part of 
dealers here and in neighboring St. 
Paul to stimulate lagging new and 
used-car sales. There does appear 
to be more advertising in the daily 
newspapers, however, urging the 
public to buy new cars now. 

In an ad in the Minneapolis Star, 
Suburban Chevrolet, of suburban 
Hopkins, used the theme “100 cars 
in 10 days.” The ad stressed the 
fact that special inducements in- 
cluding better trades were being 
offered for one week only. 

Mannie Anderson, of Anderson 
Dodge-Plymouth, Minneapolis, 
also said that he was advertising 
heavily to try to pull in addi- 
tional new-car buyers. In addi- 
tion he has a contest for sales- 
men, although he said it does not 
seem to be helping much, and 
an individual drawing. Anderson 
said that factory-run contests 
are “okay,” but he is against 
gimmicks. 

Nash-Rambler-Hudson dealers in 
the Twin Cities are sponsoring an 
old movie show on television on 
Sunday afternoons. Les Hencir, of 
Hencir Motors, Inc., Minneapolis, 
said the show does bring in some 
business and his sales were holding 
up very well. 

Hencir, in order to push used-car 
sales, is giving a new suit to every 
salesman who makes his used-car 
quota. As for factory contests, he 
said that he doesn’t frown on 
them, but would like to see the 
factory sponsor one on its own, 
without contributions from dealers. 
—(Donald M. Lyons.) 


* * * 


Denver 


USINESS is good at O'Meara 

Motor Co. (Ford). Al O’Meara, 
president, said a total of 39 new 
and used automobiles were sold by 
the company on Washington's 
birthday. 

The ‘total was nearly double 4 
normal Saturday, O’Meara said, 
“and shows clearly that the busi- 
ness recession hasn’t reached 
Denver.”—(Ira Alexander.) 


Dewey Elected President 


By Omaha Dealers 


OMAHA.—Jack Dewey, Dewey 
Chevrolet Co., has been elected 
president of the Omaha New Car 
Dealers Assn. 

Bill Sample, Sample-Hart Ford, 
was elected vice-president, and 
Fred Schneider, Fred Schneider 
Pontiac, secretary-treasurer. 


MOTOR oy 
MASTER 


MOTOR MASTER PRODUCTS CORP 
BOX 96., DEFIANCE, OHIO 
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Car, Truck Output Estimates 
7. 
By Automotive News 
PASSENGER CARS 
(0, 8S. PRODUCTION ONLY) 
Week Week Total Jan. 1 
Ended Same Ended Output, To 
March 8, Week, Marchi, Febru- March 9, March 8, 
1958 1957* 1958* ary* 1957* 1958 
AMERICAN MOTORS** .......... 2,350 3,705 14,872 17,548 31,183 
IIE siseusivienpesuninerwers — 2,175 3,705 14,872 15,773 31,183 
CHRYSLER CORP....... 10,200 29,758 11,253 42,314 285,567 112,441 
CRED os ccccscesscccescevesese 1,200 2,974 1,015 4,181 31,005 11,662 
PERE. cicroresteemsscnens 350 1,010 285 1,158 8,836 3,377 
NINE - icenenivuniiemncuiedteds 150 3,076 360 3,376 34,747 7,190 
Dodge 1,000 7,079 1,724 6,453 63,141 16,973 
Plymouth .............. . 7,500 15,619 7,869 27,146 147,838 73,239 
FORD MOTOR*** ........ 16,705 44,030 25,388 111,549 417,897 263,880 
IED Sintaieecscnticoduvedetibocks 500 inten 2 hb 3,336 
Ford ....... . 11,580 34,353 23,607 95,701 328,232 225,442 
Lincoln 815 1,107 840 3,435 11,516 7,467 
Mercury ....................... 3,910 8,540 939 11,310 77,961 27,635 
GENERAL MOTO . 55,013 62,328 51,024 220,791 647,942 550,670 
DEE Acaubiichivinninniiien: a” aaa 4,972 24,735 111,952 67,492 
Ee 3,367 3,232 12,807 32,581 29,466 
Chevrolet .. . 31,400 30,461 30,323 124,923 312,886 308,141 
Oldsmobile ........ .. 8,519 9,741 7,453 34,417 101,422 83,588 
eo 8,613 5,044 23,909 89,101 61,983 
fo a 1,695 72 2,586 15,440 6,477 
Packard 125 288 Siena 376 4,166 929 
Studebaker 1,139 1,407 72 2,210 11,274 5,548 
Total Cars, U. S..... 83,182 140,161 91,442 392,112 1,384,394 964,651 
*Revised 
**American Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Total Jan. 1 Jan. 1 
} Ended Same Ended Output, To To 
March &, Week, Marchi, Febru- March 9, March 8, 
1958 1957°* 1958* ary* 1957* 1958 
CHEVROLET ee 6,100 7,720 5,533 23,243 72,416 54,930 
DIAMOND T . 100 15 100 473 787 1,052 
DIVCO 60 Ru 67 248 766 562 
DODGE 1,200 1,789 1,236 4,474 17,491 10,289 
FORD 4,375 5,289 4,667 18,942 62,678 46,713 | 
GMC ... i 1,275 1,163 1,475 5,270 15,472 12,340 
INTERNATIONAL . 2,340 1,590 2,329 9,570 17,845 23,673 
MACK : 360 345 360 1,299 3,744 2,889 
STUDEBAKER 190 211 190 694 2,358 1,202 
| WHITE 375 426 372 1,534 3,884 3,463 
WILLYS8. .......... eee ‘ 1,077 6,901 13,098 15,110 
| MISCELLANEOUS*** 51 50 50 192 405 513 
Total Trucks, U. S..... 18,206 18,738 17,456 72,840 210,944 172,736 
Total Cars, Trucks, 
o&. 101,388 158,899 108,898 464,952 1,595,338 1,137,387 
Total Cars, Trucks, 
Canada ....... a. 7,295 10,057 8512 31,135 93,624 71,534 
Grand Total, 
Cars and Trucks, . 
U. S. and Canada....108,683 168,956 117,410 496,087 1,688,962 1,208,921 





"Revised, Miscellancous includes Corbitt, 
Drive, ete. 


Marmon-Herrington, Federal, Four-Wheel- 


N. B.: All U. S. totals include cars and trucks for military orders. 


***Autocar, Freightliner, 
included tn Mack totals. 


First Dealership 


Reo and Sterling are included in White totals; Brockway 


Toronto Salesmen Strike 
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(Continued from Page 3) 


& wage increase and other benefits 
to 18 mechanics and maintenance 
Men. 


W. R. Henderson, Local 879 
business manager, said the one- 
year agreement provides for a 
three-cent hourly wage increase, 
eight paid holidays, two weeks 
vacation after three years service, 
time and a half over nine hours 
a day, and a 50-50 contributory 
sickness and accident plan. 

Shop employes at four U. S. 
dealerships chose the Machinists 
union as their representative. They 
are: 
Lee D. Butler, Inc. (Lincoln- 
Mercury), Washington; Rohrer 
Chevrolet Co., Camden, N. J.; Fields 
Chevrolet Co., Portland, Ore., and 
Clark Chevrolet Co., West Home- 
Stead, Pa. 


* x 


Production Dispute Settled 


N THE factory front, Chrysler 
Corp. and the United Auto 
‘ Workers moved together last week 
in a program aimed at returning 
top seniority employes to a 40-hour 


week and settling a six-week dis- 
pute over production standards in 
several Detroit-area plants. 

The company-union program 
grew out of an agreement worked 
out between L. L. Colbert, Chrys- 
ler president, and Walter P. 
Reuther, UAW president. 


The company agreed that it will, 
as far as possible, maintain 40-hour 
work weeks for as many employes 
as it can use and will lay off the 
remainder. 


After deliberation and study with 
union officials, the company also 
announced that new production 
schedules will go into effect today 
(March 10) at the Chrysler division 
Kercheval and Jefferson plants and 
at the Dodge Hamtramck plant. 
Two Plymouth plants will maintain 
present car building schedules until 
further notice. The company said 
the DeSoto plant is not involved in 
the work dispute. 

The Dodge plant has been idle 
since last Tuesday (March 4). 
Prior to that, the production dis- 
pute caused 26 work interruptions 
in as many days. 





Following Year’s Low .. . 





Car Output to Exceed 


«:|90,000 This Week 


(Continued from Page 1) 


the entire week. In addition, its 
Louisville, Dallas and Long Beach 
(Calif.) plants were down Friday. 

In other Ford Motor Co. opera- 
tions, Mercury worked all four of 
its plants last week and turned out 
an estimated 3,910 units, as com- 
pared with 939 the previous week 
when only its Metuchen (N, J.) 
plant worked the entire week. 

Lincoln declined from 840 units 
the previous week to an estimated 
815 last week, and Edsel climbed 
from a production of only two units 
a week earlier to an estimated 500 
last week. 


+ * * 
HRYSLER CORP. output 
skidded from 11,253 assemblies 

the previous week to an estimated 
10,200 last week as its Dodge divi- 
sion halted Detroit operations for 
three days. DeSoto’s Detroit opera- 
tions were down all week, and 
Chrysler division worked its De- 
troit plant four days. 

A breakdown of Chrysler Corp. 
output showed Plymouth with 
7,500 assemblies last week, com- 
pared with 7.869 the previous 
week; Dodge, down from 1,724 to 
1,000 units; DeSoto, off from 360 
to 150; Chrysler division (exclud- 
ing Imperial), up from 1,015 to 
1,200, and Imperial, up from 285 
to 350 assemblies. 

Some improvement in the Chrys- 
ler situation is expected this week, 
however, since new Dodge and 
Chrysler division production sched- 
ules have been called for in a man- 
agement-UAW agreement reached 
last week. 

Although company officials would 
not say whether the new schedules 
would match those in effect prior 
to Jan. 20—the date when disagree- 
ment over production standards 
arose—it is safe to assume they 
should be higher than during the 
last four weeks, when Dodge failed 
to get more than a few hours’ work 
each day. 

Changes are expected only in 
Dodge and Chrysler division sched- 
ules in the Detroit area at the pres- 
ent time. Plymouth, a Chrysler 
spokesman said, will continue to 
operate under its present schedule. 
DeSoto is not affected by the 
Chrysler-UAW agreement. 

. * > 


HE remainder of the decline 

last week resulted from the 
closing down of all assembly opera- 
tions at AMC’s Kenosha (Wis.) 
plant. 

AMC will resume Rambler output 
today at the rate of 3,675 cars a 
week, but next week will drop to 
a 3,000-unit level. Production a year 
ago was running at the rate of 
2,300 cars a week. 

Increased output at all five of 
its divisions gave General Motors 
@ gain of nearly 4,000 units over 
the previous week’s assembly 
operations. 

The corporation's five divisions 
were led by Chevrolet with an esti- 
mated 31,400 assemblies last week, 
compared with 20,323 a week ear- 
lier. GM jumped its output from 
51,024 units during the week ended 
March 1 to an estimated 55,013 last 
year. Three of Chevrolet's plants 
worked only four days. Its Corvette 
plant in St. Louis worked Saturday. 

A breakdown of other GM assem- 
bly operations showed Buick, back 

on five-day operations again, with 
6,294 cars last week, compared with 
4,972 the previous week; Oldsmo- 
bile, up from 7,453 to 8,519; Pontiac, 
up from 5,044 to 5,600, and Cadillac, 
down slightly from 3,232 to 3,200 
units, 


oe * 7” 

TUDEBAKER - PACKARD 

worked four days last week and 
turned out an estimated 1,264 Stude- 
bakers and Packards, as compared 
with 72 “knockdown” Studebakers 
a week earlier. A breakdown of S-P 
operations last week showed Stude- 
baker with 1,139 assemblies and 
Packard with 125. 

Revised monthly totals showed 
U. S. makers turning out 392,112 
cars during February, a 19.9 per- 
cent drop from the 489,357 units 
turned out in January and 31.3 
percent off the 570,650 cars rolled 
from the lines during February 
@ year ago. 


months of this year stood at 881,469 
units, or 27.3 percent under the Jan- 
uary-February period a year ago, 
when the makers produced 1,212,241 
cars. 

Truck output last week totalled 
an estimated 18,206 units, up nearly 
800 units over the 17,456 commer- 
cial cars rolled from the lines a 


week earlier. 
* > 


+ 
fg thm mene truck output totals for 
February showed the commer- 
cial-car manufacturers producing 
72,840 units for an 11 percent drop 
from January’s 81,877 assemblies 
and a 21.1 percent decline from 





Illinois Mud-Guard Law 


Ruled Out by U. S. Court 


SPRINGFIELD, fil.—An Illi- 
nois law requiring contour-type 
splash guards on trucks has been 
ruled invalid by a panel of three 
Federal judges. 

Seven out-of-state truck firms 
had asked the Federal courts for 
the injunction against the law. 
It was pointed out that Arkansas 
has a law which prohibits the 
type of guard required by the 
Illinois law. 





| 
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February a year ago, when the 
makers turned out 92,308 trucks, 

Total commercial-car output 
for the first two months of this 
year amounted to 154,530 units— 
a 17 percent decline from the 
same period a year ago, when the 
makers rolled 186,181 trucks from 
the lines. 

Canadian car and truck opera- 
tions produced an estimated 7,295 
vehicles last week, compared with 
8,512 the previous week and 10,057 
during the same week a year ago. 

Combined car and truck output 
during February totalled 31,135 
units in Canada, compared with 
33,006 assemblies in January and 
36,350 during February a year ago. 

* - * 


Chevrolet to Refurbish 


Coast Plant, Cole Says 


OAKLAND, Calif.— Immediate 
modernization of the Oakland 
Chevrolet plant was promised by 
Edward N. Cole, general manager 
of Chevrolet, at the GM 50th 
Anniversary celebration here. 

“The money already has been 
allocated for capital expenditures to 
modernize and rearrange the Oak- 
land Chevrolet plant,” Cole said. 
“This work will begin immediately. 
When completed it could nearly 
double the capacity of the Chevro-. 
let Oakland operations.” 

“This would mean a marked in- 
crease in employment by both 
Chevrolet and Fisher Body,” he 
added. 

He said the modernization is 
geared to expected further popula- 
tion growth in this area with 
increased demand for cars and 
trucks. 





DeSoto’s Right on Hand 
To Welcome Hernando 


(Continued from Page 4) 


event, and so have you,” Wag- 
staff continued. “We hope that 
this becomes one of the really 
big carnivals of the country. And 
we think it can.” 

The event helped open the auto 
maker’s 30th anniversary activities. 
Wagstaff told the Bradenton group 
that Chrysler Corp. picked the 
name DeSoto for a new car in 1928 
because “the history of Hernando 
DeSoto symbolized travel and ad- 
venture.” 

The DeSoto official was presented 
a silver helmet with a scarlet plume 
and was installed as an honorary 
member of the Conquistadores, a 
75-man civic group which stages 
the annual celebration. 

He and Bradenton Mayor A. 
Sterling Hall exchanged keys of 
their cities, with Wagstaff acting 
for Louis C. Miriani, Detroit's 
mayor. 

Attending the luncheon were 
several DeSoto-Plymouth dealers 
from the area. They included 
Morris E. Cox, Bradenton; 





Car-Price Cut Will Halt 
Slump, Say Union Chiefs 

SPOKANE.—Oficials of United 
Steelworkers locals here have 
urged auto-price cuts of $500 to 
$1,000 as a means of halting the 
business slump. 

If prices are chopped, said E. 
D. Hutchins, secretary-treasurer 
of the Steelworkers’ Presidents 
Committee, dealers would sell 
more cars, the makers would 
build more and steel and alumi- 
num firms would sell more metal. 





DeSoto's Space Wagon— 


George L. Stearns, Clearwater; 
Carl J. Westcott, Fort Myers; 
J. A. Miles sr., Plant City; Alan 
A. Peterson and Crosby Swanson, 
St. Petersburg; Grady M. Camp- 
bell, Sarasota, and Herbert 8S. 
Hawke, Tampa. 

Cox, who provided cars for the 
Detroit party, is one of DeSoto’s 
top-penetration dealers with a score 
of nearly 4 percent in his area. 

DeSoto’s national penetration was 
1.74 percent last year, up from 1.69 
percent in 1956. In Florida, the 
figures were 1.30 and 1.29 percent, 
respectively. 

Another luncheon speaker, Knox 
Burger, new-books editor of Dell 
Publishing Co. New York, an- 
nounced that his company will pub- 
lish a novel dealing with the Span- 
ish explorer’s expedition in North 
America. It will appear at the time 
of next year’s Bradenton pageant. 

In addition to the luncheon and 
DeSoto’s landing, the week’s fes- 
tivities included parades, a fashion 
show, golf, tennis and fishing tour- 
naments, a water ski show and a 
Coronation Ball at which the Cele- 
bration Queen was honored. 

Jumping from 1539 to 1958, the 
auto company last week pointed 
to the growth of station-wagon 
production. DeSoto’s output of 
these units has jumped 957 per- 
cent since it began building them 
in 1950, Wagstaff said. 

The company now offers four 
wagons, two of which are dubbed 
“Explorer.” 

The name presumably was chosen 
to recall the deeds of the Spanish 
adventurer. With the orbiting of the 
Army satellite of the same name, 
the designation has taken on new 
promotional value for the division. 

> 





A DeSoto station wagon is loaded at Chrysler Corp.'s missile plant alongside an 
Army Redstone missile, an adaptation of which helped the Jupiter C push the first 
U. S. satellite into orbit. The wagon is named the “Explorer,” the designation which 
Total car output for the first two! the Army later chose for its satellite. 
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Chapin Traces 
AMC’s Profit to 
‘Being Different’ 


DETROIT.—American Motors is 
now well in the black because it 
“dared to be different,” Roy D. 
Chapin jr., automotive division ex- 
ecutive vice-president, told the Har- 
vard Business School Club of 
Detroit. 

Reviewing the company’s rapid 
turnaround since its formation 
three years ago, 
Chapin pointed 
out that total em- 
ployment is now 
18,000, up 25 per- 
cent from a year 
ago. American 
Motors’ assets on 
Dec. 31 stood at 
$186 million, and 
working capital 
totalled $52.5 mil- A 
lion, Borrowings a 
from banks, Fey D. Chapin jr. 
meanwhile, have been paid down to 
lowest levels of any time since the 
merger of Hudson and Nash- 
Kelvinator, Chapin said. 

He credited the rapid rise in 
Rambler sales—up 66 percent since 
AMC’s fiscal year started last Octo- 
ber—to the growing demand for 
compact cars which has been cre- 
ated by the increase in traffic con- 
gestion, inadequate roads and high- 
ways, lack of parking facilities and 
problems of traffic safety, as well 
as the “swelling wave of doubt that 
consumer needs and desires have 
been adequately considered in con- 
ventional automobile design.” 

The Rambler idea, Chapin told 
the Detroit group, “is simple and 
logical: The horsepower race and 
the size race are going down two 
dead-end highways. We build an 
automobile that appeals as much 
to the native intelligence of people 
as to their ego. We build a car with 
the interior passenger comfort of 
the biggest cars, yet without exces- 
sive dead-weight and showy sheet- 
metal. 

“Today, of course, we know we 
are on the right road at the right 
time. Rambler’s resurgence is one 
of the astounding stories of the 
U. S. auto industry.” 





Classified Want Ads 





HELP WANTED 


PARTS MANAGER, upstate New York 
Ford dealer, State experience in own 
handwriting. Box 7988, c/o Automotive 
News, Detroit 26. 

SALES REPRESENTATIVES, $7,500 plus 
to start, for Cleveland and Chicago area. 
Leading automobile direct-mail concern; 





high caliber, car necessary. Exclusive 
territory. Will train—Excellient future. 
Box 8011, c/o Automotive News, Detroit 


26. 


SALES MANAGER—For foreign car oper- 
ation new and used. Must be able to 
hire, train and supervise a staff of sales- 
men. Must be experienced in used foreign 
car values—Also experienced buyer. Chal- 
lenging and rare opportunity for qualified 
man with the only large, volume con- 
scious, foreign car dealer in Ohio, Indi- 
ana, Pennsylvania area. Income commen- 
surate with experience and background. 
Send resume and recent photo. Box 8012, 
c/o Automotive News, Detroit 26. 


INDIANA SALES REPRESENTATIVE 
NEEDED. Established territory produced 
over $14,000 in commissions in 1957, Ex- 
perience contacting automobile dealers 
necessary. Commissions up to 50% plus 

other benefits. Need good car, free to 


travel state. For details write Liquid 
— Inc., 704 Sheridan St., Lansing, 
ich. 
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HELP WANTED 


PARTS MANAGER — Must have proven 
ability to organize, take complete charge 
of Volkswagen dealership parts depart- 
ment, Accounting or engineering experi- 
ence required. Excellent opportunity for 
capable man to grow with expanding or- 
ganization. Send resume with photo. Re- 
plies confidential. Box 7999, c/o Automo- 
tive News, Detroit 26. 





SERVICE MANAGER 


We want the best and will pay accordingly. 
Long established owner managed deal 
with exceptional facilities, excellent location 
and vast potential. Now averaging over 
$35,000 shop sale monthly. Located in South- 
ern California. Our staff knows of this ad. 
Correspondence will be confidential. P. O. 
Box 2115, Inglewood 4, California. 











NEW CAR 
SALES MANAGER 


Prefer man who has imported car sales ex- 
perience (but knowledge of financing and 
trading values more important), to take com- 
plete charge of large operation in large mid- 
western metropolitan area — including new 
cars, used cars and financing. Excellent start- 
ing salary with incentive for unlimited com- 
pensation. Must be able to develop and 
supervise hard-hitting sales force. Please do 
not apply unless you have the above quali- 
fications. Replies strictly confidential. Box 
8007, </o Automotive News, Detroit 26. 











ACCOUNTANT 
GENERAL MOTORS 


Position available immediately in Cleveland 
for experienced accountant, preferably one 
with retail automobile training. Must be 
qualified to install a dealer accounting sys- 
tem, furnish instructions to office personnel, 
and perform periodic examinations. Position 
involves traveling; automobile furnished, all 
expenses paid. Furnish complete employment 
record, age, experience in letter of applica- 
tion. Box 8014, c/o Automotive News, Detroit 
26, Mich. 


WANTED — SALESMEN to sell the book 
“Auto Costs’’ which features factory 
invoice prices of all 1958 cars and equip- 
ment. Huge demand from auto dealers, 
banks, finance companies and leasing 
companies. High commission—No terri- 
tory restrictions. Write Auto Costs, Box 
224, Dept. B.. New York 1, N. Y¥. 


POSITION WANTED 


AUTOMOTIVE 


NEED SALES DIRECTION? Former 


BUSINESS MANAGER-ACCOUNTANT. 


GENERAL BUSINESS MANAGER—Strong | 
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INSTRUCTOR OR SERVICE REPRE- 
SENTATIVE—tTwelve years instructor 
auto mechanics, eleven years own garage. 
Personable, good speaker, highest refer- 
ences. Want position with manufacturer 
or oil company. Box 7961, c/o Automo- 
tive News, Detroit 26. 





HELP WANTED 


FINANCE MEN 


Rapidly expanding national finance company, well established for over a 


quarter century, needs: 


BRANCH MANAGERS 
OFFICE MANAGERS 


Men with recognized finance company experience and a successful record in 
soliciting dealer accounts, and/or approving credit and supervising office staff, 


assured of rapid progress. 
Company offers multiple 


benefits including Profit-Sharing, 


non-contributory 


Retirement Plan, Incentive Bonus, Salary Continuation, Major Medical Insurance, 


Stock Purchase Plan and many cthers. 


Write in strict confidence for personal interview giving complete personal 


information and employment history. 


Box 8010, c/o Automotive News, Detroit 26. 





POSITION WANTED 


SERVICE MANAGER—Fifteen years’ run- 
ning shop profitably. Engine diagnosis 
and service sales—Able executive—Ex- 
perienced service advertising. If you 
really want a profitable service operation, 
I can help you do it. Reason for ad: 
Want greater opportunity for my experi- 
ence. Highest references. Box 7960, c/o 
Automotive News, Detroit 26, 





FORMER CAR DEALER 16 years—Active 
personal experience in all pliases dealer- 
ship activities. Looking for sinaller dealer 
who could use my experience. Highest 
references as to character and ability. 
Box 7962, c/o Automotive News, Detroit 
26. 





GENERAL MANAGER—Interested in buy- 
out arrangement of sound, profitable 
dealership — Ford or Chevrolet — about 
1,000 car deal. Top experience large vol- 
ume Ford chain, Married, 42 years old. 
Box 7989, c/o Automotive News, Detroit 
26. 


GENERAL - BUSINESS MANAGER — Ex- 
perienced in factory accounting, super- 
visory capacity, and dealership account- 
ing and auditing. Desires position of 
responsibility with large volume operation 





or one of ‘‘Big Three’’ automotive cor- 
porations. 41, married, sober. Will relo- 
cate, Box 7991, c/o Automotive News, 
Detroit 26. 


SALES MANAGER—10 years’ experience 
as Chevrolet sales manager. Age 37, mar- 
ried, college graduate. Can hire, train 
and develop top quality sales force. 
Would consider plan permitting invest- 
ment opportunity, Am presently em- 
ployed, Willing to relocate, Box 7995, 
c/o Automotive News, Detroit 26. 








EXPERIENCED EXECUTIVE seeks fac- 
tory, agency, distributorship, or related 
industry position, Young, aggressive, per- 
sonable, accepts responsibility. Well- 
known, Proven record all phases dealer- 
factory relations. Ten years’ same cor- 
poration. Excellent background, record. 
Have top industry references. Replies 
held confidential. Box 7969, c/o Auto- 
motive News, Detroit 26. 


dealer-sales manager will help you reor- 
ganize and train sales force to sell in 
volume profitably. Will personally teach 
your managers and salesmen proven 
sales methods that get results. Will show 
how to appraise, recondition and reduce 
used car inventory—approve all new and 
used car deals. Will actively work in 
dealership for 90 days on contract. Not 
a “hot shot'’ management service—no/| 
program to buy. Highest references. Will 
work anywhere for fixed fee and ex-| 
penses. Box 7948, c/o Automotive News, 
Detroit 26. 


Ten years’ retail experience all phases 
dealership operations—Ford and Chrysler. 
Three years as traveler for factory 
financed dealership chain. Age 50. Prefer 
southwest. Box 8000, c/o Automotive 
News, Detroit 26. | 





organizer, sales and overhead 
absorption minded. Six years’ business 
and accountant office manager experi- 
ence, five years sales manager for large 
farm equipment dealers (active canvas 
know-how). Presently with 850 to 1,000 
“Big Two'’ new car organization, Recep- 
tive to 350 upward deal where realistic 
action with profitable results provides 
remuneration accordingly, 38 years old, 
married, have two children. Located in 
California presently—preference given 11 
western states. Desirous move by June 
ist. All replies strictly confidential. Box 


expense | 


| DUAL HANDLING 





8001, c/o Automotive News, Detroit 26. 


~~ DEALERSHIPS AVAILABLE 
WELL ESTABLISHED dealership handling 





Rambler, south central New York state. 
$19,000 net after owner's salary. Little 
cash needed. Buy complete or your way. 
Owner has other interests. No real estate, 
low rent. Reply Box 7951, c/o Automo- 
tive News, Detroit 26. 


TOP FOREIGN CAR AGENCY, large serv- 


ice department, well established rental 
and leasing business. Long term lease 
available. $10,000 plus inventory. Florida 
east coast. Box 7950, c/o Automotive 
News, Detroit 26. 


DEALERSHIP IN SOUTHERN CALIFOR- 


NIA—Not L. A. Top market area. Han- 
dling General Motors medium priced car 
plus GM foreign. Exceptional physical 
layout, including top used car operation. 
Must sell to manage other interests. A 
going, reputable volume deal. Qualified 
buyer cannot miss. Write Box 7952, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING BUICK— 
FLORIDA. One of the best towns in 
Florida, approximately 15,000, Signed my 
first Buick contract in 1929 and want to 
retire. It will be necessary for you to 
have Buick’s approval and sufficient capi- 
tal, In reply give your entire business 
experience and banking references. Box 
8016, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING CHEVROLET 


in Central Wisconsin, selling 300 new and 
used units per year. Factory approval 
and cash required. Box 7964, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING FORD- 
MERCURY in resort community of north- 
ern California. New car potential 130 
per year. Parts and equipment only—no 
property to buy. Stansberry Ford, Box 
998, Lakeport, Calif, 


IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request 
NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 





DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING CHEVROLET- 
OLDSMOBILE. Arizona resort town. 
Sharp, modern facilities. Lease available. 
Average 250 new units per year. Excep- 
tional net. Must qualify with GM. Write 
Box 8013, c/o Automotive News, Detroit 


HANDLING CADILLAC-OLDSMOBILE, 
trading area 65,000, located in the Pied- 
mont area of North Carolina. Highly 
industrial, with good farm income. Olds 
planning potential 120 cars a year. Owner 
has other interest requiring full time. 








Good facilities on main N-S highway, 
reasonable lease. Buy parts, shop and 
office equipment—-No real estate, used 


cars, blue sky or accounts to buy. Ap- 
proximately $50,000 to handle deal in- 
cluding working capital. Do not answer 
without proper finances. Must be able to 
obtain factory approval. Give full details 
as to finances, age, etc., in first corre- 
spondence. Box 8015, c/o Automotive 
News, Detroit 26. 


WESTERN MASSACHUSETTS dealership 
handling Oldsmobile. Exceptional physical 
layout, including showroom, office and 
service facilities. 
or lease property. Owner 
Box 8002, c/o Automotive News, 
26. 





must retire. 
Detroit 


FLORIDA 


DEALERSHIP HANDLING FORD 
County seat town, also sub-dealership in 
nearby coastal town. Zone of influence, 50,000. 
Only Ford dealer in county. County seat 
town sales approximately 250 cars per year 
for last four years. Sub-dealership in coastal 


town sales approximately 200 cars per year. | 


This trade area reaches 25,000 people. Ex- 
cellent buildings in both locations. For lease 
or sale. Box 7953, c/o Automotive News, 
Detroit 26. 





FOR SALE: Dealership handling Mercury 
in southwest town of 22,000 located on 
Mexican border. Potential 150 cars or 
more per year. Buy equipment and parts. 
$20,000 will handle, Nice attractive build- 
ing with good lease. Box 7935, c/o Auto- 
motive News, Detroit 26. 





Dealership Handling 
One of the “Big Three" 
in prosperous Connecticut city. Consistently 
high monthly profits. No real estate. Excellent 
lease terms. No used cars or receivables. 
Minimum cash requirements. Box 7983, c/o 
Automotive News, Detroit 26. 





CADILLAC — Western 
Pennsylvania industrial community; 25,- 
000 trading area. Modern, low overhead 
operation. Dealer has other interests. 
Box 8004, c/o Automotive News, Detroit 
26. 

WELL ESTABLISHED, smal! dealership 
handling Lincoln, Mercury, Edsel 
English Ford cars, Excellent, large terri- 
tory—Ohio county seat, Modern building, 
good lease. Will help finance depending 
on ability and integrity. Box 8005, c/o 
Automotive News, Detroit 26. 


HANDLING CADILLAC, PONTIAC, GMC 


TRUCKS. Located in southwest town 
30,000. Very progressive community. | 
Wonderful climate. Excellent service 


operation. Buy parts and equipment only. 


Box 8006, c/o Automotive News, Detroit 
26. 

LONG ESTABLISHED, 00d dealership 
handling two depression-proof lines in 


the best city in New York state. Thou- 
sand new car potential. Present owner 
made fortune in last 15 years—now in 
ill health, and needs good, strong man- 
ager who wants to buy-out with part of 
profit, Has fine service departments and 
body shop, fine facilities. Furnish about 
$30,000 working capital, manage it your- 
self and go from there, Firm has excel- 
lent local reputation. Any answer confi- 
dential. Wire Box 8007, c/o Automotive 
News, Detroit 26. 


FOREIGN CAR DEALERSHIP FOR SALE 
handling Renault, B.M.C., Jaguar, Rootes 
Group and Alfa, located in southeastern 
U. 8. Will take $22,000 for all parts, 
shop equipment, furniture, fixtures, signs 
and improvements. Will lease modern 
premises for $350 month, Write Box 8008, 
c/o Automotive News, Detroit 26. 


ESTABLISHED DEALERSHIP handling 
Lincoln-Mercury for sale. Owner must 
devote time to other business interests. 
Equipment and parts available at inven- 
tory. Present building rents $265 monthly. 
Lease available. Contact: Richards- 
Wallace, Inc., Medina, Ohio. 


FOR SALE: Agency handling Pontiac, 75 
units a year—in Bucyrus, Ohio, Popula- 
tion 12,000, county seat, 25 miles west of 
Mansfield, Ohio. No real estate to buy. 
Minimum capital required. Davis Pon- 
tiac, Bucyrus, Ohio. 


SOUTHEAST FLORIDA dealership in the 
fastest growing section of the Northern 
Gold Coast. Handling one of the “Big 
Three’’ lines. Very modern facilities, 250 
car deal, will increase to 500 car deal 
within five years. For sale or lease, State 
qualifications and net worth in first let- 
ter. Box 7992 c/o Automotive News, De- 
troit 26. 

HANDLING BUICK-GMC-OPEL, Estab- 
lished over fourteen years; town of 36,000 
in lower Rio Grande Valley of Texas. 
72% fixed coverage year 1957. Average 
past three years, 68%. Hotel storage ga- 
rage adjoining leading hotel. No used 
cars or receivables to buy. Take approxi- 
mately $30,000. Box 7996, c/o Automo- 
tive News, Detroit 26. 


150 potential. Will sell | 


and | 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING PON TIAG 
Cadillac and Vauxhall. Fringe deal i, 
metropolitan area in midwest. Fine fq. 
cilities, excellent potential—No blue sky, 
accounts receivable, real estate or 
cars, Anxious to sell due to health, I, 
your reply state net worth and experj. 
ence. Box 7986, c/o Automotive News 
Detroit 26. ; 


IDEALLY LOCATED DEALERSHIP op 
Auto Row handling more popular of “Big 
Three’ medium priced cars. In upper 
midwest city of over 4% million popula. 
tion, Well lighted adjacent lot holds @ 
cars, Excellent shop and body shop facijj. 
ties under one roof on one floor. Potentig 
up to 600 new and 900 used, but me 
quirement much less, Reasonable rent, 
Owner wishes to retire from automobile 





business. State finances and experience, 
- 8003, c/o Automotive News, Detroit 
DISTRIBUTORSHIPS 
AVAILABLE 


Old established manufacturer of Funeral 
Coaches and Ambulances mounted on 
Cadillac Commercial Chassis has open. 
ings for Distributorships for men of high 
calibre who are capable of conducting 
their own business, Territories available 
are: 

No. | North Carolina and Virginia 

No. 2 Oklahoma and Kansas 

No. 3 Upper New York state 

No. 4 Ohio with exception of 15 south. 

eastern counties. 

No. 5 Washington, Oregon, Idaho, and 

Utah 
Excellent 


repeat business handling new 


and used equipment. 


GMAC Financing Available 
For details write x No. 7985 
C/O Automotive News, Detroit 26, Mich, 


CENTRAL NEW ENGLAND dealership 
handling Buick and Opel, Educate your 
family away from big city crowded con- 
ditions. No bumper-to-bumper driving. 
Take your place as respected member of 
the community. Hunt, fish, ski, golf 
within 15 minutes. Dealership over 2% 

| years old—potential 100 to 200 new units, 
Complete service operation, cemented 
used car lot. Business in full operation. 
Can be continued with present organiza- 
tion if desired, including records of 
present new and used car and service 
customers. No receivables or liabilities to 
take over. $35,000 to $50,000 needed. Buy 
now at start of spring and summer selj- 
ing season. Box 7971, c/o Automotive 

| News, Detroit 26. 








| HANDLING CHEVROLET. Large Detroit 
dealer located in well established neigh- 
| borhood, selling in excess of 1,200 new 
| units annually. Complete, modern facili- 
| ties with adjoining used car lot. Buy 
only shop and office equipment, etc., plus 
moderate parts and accessories inven- 
tories. Good lease on facilities. You or 


| your agent write to Box 7959. c/o Auto- 


motive News, Detroit 26. 


VESPA 


World's Largest Selling 
Motor Scooter 


Italian Motors Limited 


25 E. Germantown Pike 
Norristown, Pa. BR 9-1184 


Distributors for: 
Pennsylvania, Delaware, Maryland, South 
New Jersey, District of Columbia. 


FOR SALE: Chicago dealership handling 
General Motors. 600 car potential. Rea- 
sonable rent. Only necessary to buy 


equipment and parts. State qualifications 
and available capital. John W. Stokes 
& Co., 1775 Broadway, New York 19, 
N.Y 


DEALERSHIP WANTED 


WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7923, c/o Automotive 
News, Detroit 26. 


WANTED: 300-600 Chevrolet or Ford deal 
east af Mississippi. No real estate. Cash. 
All replies confidential. Box 7997, c/o 
Automotive News, Detroit 26. 


DEALER SERVICES — 


NAASCO 


The National 
Auto Guide 


“Standard of the Industry" 


No guess-work appraisals. You 
must know—each day of the week— 
current wholesale prices. 

Play it safe! The trade-in is the 
difference between profit and loss. 

1. Have on your desk each week 
current wholesale prices on every 
car. 

2. Values based on a compilation 
and analysis of your regional Auction 
Sales—up to the minute! 

The cost of this weekly service is 
reasonable—less than seventy cents 
per week! 

All this invaluable assistance to 
your business can be yours, just as it 
is for thousands of other dealers, for 
less than seventy cents a week! 

Simply mail in your check for $35.00 
for a year's subscription—and we will 
put you on our mailing list for imme- 
diate service. 


NATIONAL AUTOMOBILE 
APPRAISAL SERVICE CORP. 


P. O. Box 91, Dept. Kingsbridge Sta. 
“New York 63, N. Y. 

































used | 








M 


Military 
Finar 
Regi 
Take 
Get 


Take 
a} — 
ified, 
Phicers 
sonnel. 
Milit 











































































sy 
C 


TIAG 
ceal in 
ine fa. 
ue Sky, 
or Used 
1th, In 
© Xperj- 
News, 
IP on 
“Big 

Upper 
popula. 
ids 40 
facili. 
tential 
but re 
e Trent, 
P mobile 
perience, 
Detroit 


——— 


ineral 
c On 
open. 

high 
icting 
lable 


ia 


south. 
, and 


new 


e 
5 
Mich, 


lership 


Detroit 
neigh- 
“ new 
facili- 
. Buy 
. plus 
inven- 
fou or 
Auto- 


ndling 
Rea- 
» buy 
ations 
Stokes 
k 19, 


) Military people will want to: 











DEALER SERVICES DEALER SERVICES 


r MILITARY BUSINESS 


— Got Your Share? — 





INVENTORY SERVICE 


Parts and Accessories 
& CERTIFIED REPORTS 


@ Obsolescence Disclosed 


Finance for 30 to 36 months. . 

Register and Title car out of state. @ Shortage or Overage Established 

Take car overseas without refinancing. @ Inventory Investment Evaluated 

Get low, money saving, financing rates.| @ Analysis of Methods and 

Take immediate delivery. — , Full time experts. No pick-up part time help. 
We specialize in such transactions on a sim- Sen er evite fer corvies datele 


plified, no trouble, without recourse basis for 
officers and first three grades enlisted per-| Automotive Inventory Service Co. 











military Military 10040 Freeland Detroit 27, Mich, WE 3-6445 
ee et 
$02 Tioga g., . oO, 
2020 Milvia : San Antonio, Texas DECAL TRANSFERS 
Sorte  Saz3 CApitol 6-268! | rRUCK DECALS; no charge for sketeh; 
durable, brilliant colors. rite for sam- 
See ~~ fod Military ples. Allied Decals, Inc., 8456 Hough, 


Cleveland 3, Ohio. 


| 


CLASSIFIED WANT ADS 
BRING RESULTS 


“SALES RESUME" 


Wouldn't it be nice if someone would 
lay a resume on your desk once each 
month of what other dealers all over 


the country are doing to promote sales? 


WELL THIS IS NOW POSSIBLE, and at 
a cost of less than 6c per day. No need 





ATT.: OLDSMOBILE DEALERS, U.S.A.— 
Watch for skip: 1957 Oldsmobile Super 


to rack your brain for sales ideas, just 
88 convertible, Motor No. A 153485— 


write in on your letterhead and say 
“start sending it." We will bill you 
with the first issue, with cancellation 
privileges at that time. Dealers only, 
please. 


Tri-City Finance 


green stripe. Notify: 
Miami, Fia. 


Co., 1720 N. E, 2nd Ave., 
Phone~ FR 4-434. 

$100 REWARD ATTENTION PONTIAC 
DEALERS! Have you seen or serviced 
this car? 1956 Star Chief Custom 4-dr. 
Hardtop, blue and white upholstery, was 
blue and white outside. Serial number 
P856H27083, Skip, man known as Wil- 
liam Inman Martin or Martin Inman 
William. Call collect 377 day or 523 
night. Mr. Dyer, Dyer Pontiac, Hampton, 
Iowa. 


Automotive Enterprises 
Jaikins Building Birmingham, Mich. 





MR. DEALER 


Do You Want Relief and Protection? 


HERE IS YOUR 
OPPORTUNITY 


A responsible and experienced 
management company has two 
qualified and proven General 
Managers available — READY 
TO GO. 

We will assume your burdens 
and take full responsibility. 
You can take it easy and have 


$150 Reward 

ATTENTION NORTH AND SOUTH CAROLINA 
DEALERS, AND ALL OLDSMOBILE DEALERS 
Have you seen or serviced this car? 1957 
Oldsmobile 88 Fiesta station wagon, serial 
No. 578A08617, white, air conditioned, loaded. 
| Skip from Florida, man known as Martin M. 
|Savage, Mike Savage or Robert Charles 
| Reenan. 1957 Florida license No. 24W-3786. 
Phone collect day or night: Ft. Pierce 2702 
|or 651. General Finance Corp., 610 Orange 
Ave., Ft. Pierce, Fla. 





CARS FOR SALE 


Fleet Leased Cars 





an annuity. 
This program limited to two 1955-1956-1957 
dealers at this time. At Wholesale 


Inquiries and interviews held in 
strictest confidence. 


DON'T DELAY 
See—Ceall er Write Today 


All Makes & Models - Factory Equipped 
Available in All Major Cities 


HERTZ CAR LEASING DIVISION 


Address: 
Dealer Management l. E. SPATIG 
Services, Inc. S08 So, Ute Quem 
206 Midland Bidg. Chicage 4, Hlinois 


PHONE: WAbash 2-1608 


Konses City, Mo. Vi. 2-6151 








SHOP EQUIPMENT FOR SALE 


At Public Auction 


CONTENTS OF HANEY BUICK, INC. 
17500 Grand River Detroit, Michigan 
VErmont 8-6400 





One of America's Largest Buick Dealers 


Sale March 13th-14th, 1958 
THURSDAY 


Beginning at 10:00 A.M. 


FRIDAY 


Office furniture and fixtures—office mechanical equip- 
ment—machinery—shop furniture and equipment, service 
equipment—tools and neon signs—two % ton service 
pickups—one wrecker—one service motorcycle—parts— 
and other articles too numerous to mention. 


Sale conducted by Montpelier Auto Auction Co. of 
Montpelier, Ohio. Phone: Montpelier 5-9535. 


Seria! No. 578A 05500. Light green, dark | 


t 


CARS FOR SALE 


DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 
Shipped by the 
World's Largest Independent 
Volkswagen Operation 
All Cars Selected, Serviced, Cleaned 
and Expertly Shipped Directly to 
All U. S. Ports. Contact ovr Ameri- 
can Representatives for Details. 
Expincorp, 
Lyndhurst, New Jersey 


Phone: GEneva 8-7070 
er Call N.Y.C. Lines: Wisconsin 7-8221 
(Benk References Furnished 
Know Your Supplier) 

Also Supplying Station Wagons, 
Panels, Pick-ups, Buses, Etc. 
Export Industrial Corp., m A, 
Hamburg |, Germany 





400 1958 MODELS 
WILL WHOLESALE IN MIAMI 
FORD-CHEVROLET-OLDS 
BUICK-CADILLAC 
Hardtops and Convertibles 


Driven only 2,000 to 3,000 miles. 


Fully Equipped—including Whitewall Tires 
—Heaters—Power. 
Delivery Arranged. 


Merse Auto Rentals, Inc., 
7726 N. E. 2nd Avenue 





MIAMI, FLORIDA 
TELE: PLAZA 7-2425 





|N LATE MODEL USED CABS 


= 
i 
4 %56and 1957 sg 


'g DODGES, PLYMOUTHS, 


g_ FORDS, CHEVROLETS, 
: CHECKERS = 


All in excellent condition. | 

Stendard & Automatic Transmission. 

i Heater, defroster, directional sig- ff 
| nals. Some with Power Steering. 


Write, wire or call Tex! Manoger 


King Ford “ne 


351 Grand Concourse 
Bowron 5i,u.Y. cy 2-9400 §f 


1956 
FORDS 


PLYMOUTHS 


Four-door ex-toxis with heoter and 
defroster. Very good tires. Some with 
Automatic Transmission and Power 
Steering. 








Den't wait... 


CURRY 
CHEVROLET 


3300 Breadway New York City 
Call Bill Curry — ADirondack 4630! 


coll, wire or write 





ATTENTION 
USED CAR DEALERS 


1955 — 1956 — 1957 


Clean, one owner cars 
FORDS @ CHEVROLETS 
All body styles 
PLYMOUTHS 
6 and 8 cylinders 
including station wagons 


Stenderd & Automatic Transmissions 
Heaters, and some with radies 


WRITE, CALL OR COME IN TO SEE US: 


. 
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CARS FOR SALE MISCELLANEOUS 





VOLKSWAGENS AND 
GHIAS 


Wholesale — to dealers 
"57s & ‘58s — New or Used 


Write or call 
DETROIT CAR CO. 


2614 N. Woodward, Royal Oak, Mich. 
JOrdan 68787 


2800 Main St., Dallas, Texas 
Riverside 7-1198 
4620 Trumbull, S. E.. Albuquerque, 
New Mexico. AMherst 8-2333 


(Will ship to all ports) 


BLUE @ CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


DEALERS' SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel Action 








CARS WANTED 


WANTED: °'55 to '57 Corvettes. Will pay 
top prices. Call Wink Chevrolet Co., 8209 
Michigan, Detroit, Mich. LUzon 2-5400 
or 2-3644. 


Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.0.8, Factory Net) 
$44.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canadian Distribvtors 
FIVE WHEELS, LTD. 
599 Y St. 

Torento, 





WANTED—SCRIPPS BOOTH CAR, Sports 
model or roadster. Any condition if 
priced right. D. M. Hart, P. O. Box 
1556, Bakersfield, California. 





CARS WANTED 

Any Year Any Kind 
We have the largest wholesale outlet in a 
high market. Air conditioned cars a specialty. 


Write or 
Clark Smith 
PHOENIX AUTO AUCTION 
2201 Westward Bivd. Phoenix, Arizona 
Phone: Alpine 85768 








- PARTS FOR SALE 








FOR SALE—EDSEL SIGN, catalogue num- 
ber FH-120. Still in shipping crate—cost 
$785. Will deliver to any point for $450. 
Driggers Motor Co., Selma, Alabama. 
TR 2-2371. 


MERCEDES-BENZ 
STUDEBAKER - PACKARD 


| 

| 

| 

PARTS end CARS ; 
Toels-—Signs—Ertc. | 
| 

! 

! 

I 

! 





FORD DEALERS have over 100,000 loyal 
Model A and T restorers advertising for 
them every day. If you do not have A 
and T restoration manuals, write Poly- 
prints, Dept. L. 88 First St., San Fran- 
cisco 5, Calif. for list. 


SUBSTANTIAL DISCOUNT 


te someone buying complete stock. If 


BIG THREE MOTORS 


2001 State St. E. St. Lewis, 1. 


Automatic Braking 


THE ONLY BAR TODAY 





PARTS WANTED 

WANTED: Chevrolet and Ford obsolete 

parts for export, 1928 and up. Passenger 

cars and trucks. Send lists for immedi- 

ate orders to: Jack's Auto Parts, 492 
Main St., Fort Lee, New Jersey. 





WITH UNIVERSAL 
WRIST ACTION $§|* 
AND BRAKE HOOK-UP ee 
TRAIL-KING for Fast 

roe ____ ACCESSORIES: FOR SALE . 4 Point $ 
LUGGAGE CARRIERS || POWKING ,.c., °45 

For Station Wagons 7S CARED Cer Cue Coes 


Only full length (72" platform), all aluminum 
permanent carrier, selling for 


$62.30 Net 


CANELL CO. 
LITTLE FERRY, WN. J. 
We also sell weed grain decals 








$20 Value for $3.95 
Special introductory Offer 


GET A TAILOR-MADE 


SHOP EQUIPMENT FOR SALE 
SPRAY BOOTH—DE VILBISS, with 





ex- 


haust fan, regulators, power tools. Sell 

Chevrolet, Albion, Michigan "°***| | EX HVY Seg with Shidr Strap.......$3.50 
HONEYCUTT AUTOMATIC TIRE RE-|{ SA7ETY CHAINS, sot of 2, only...$2.75 

GROOVER, on panel truck: jacks, ait WE STOCK ALL MAKES 

3-1616. : : » * * |) TOWING EQUIPMENT and PARTS 


FOR AUTOMOBILES end TRUCKS 
Tow Bar Sales Co. 


Exclusive Factory Distribvters 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect ."3,22,.°2%", 


40 Se. Clinton St., Dept. 183, 
Chicage 6, ti. 





DE VILBISS SPRAY BOOTH 
Equipped with exhaust system, eight lights 
and inside pressure gauge. chased new 
last year for $2,400. Closed our body shop. 
Sale price $1,400. 

FITZGERALD, INC. 
Linceoln—Mercury 
3345 Washtenaw Ann Arbor, Michigan 
Phone: NOrmandy 3-4197 











New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [J 
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TRADE CONNECTION: 
Truck Dealer [] 
Insurance (_] Financial [] 


Car Dealer [] 
Jobber [] 


Make of Car...... 


eee eee eee eee eee eee eee ee. Seer eee eee ee eee 








DEALER? MAKE MORE MONEY WITH 


eC ft 


OW 


ISABELLA SEDAN. 

beeutiful, economical. detail-perfect 
with 65 HP OHV Milemaster engine 
Available with sunroof 


STATION WAGON: 

ruggedly practical yet luxurious with 
economical 65 HP OHV Milemaster 
engine. 


SPORT COUPE: 

The newest thrill on wheels for the 
sports car enthusiast, with 82 HP 
OHV Thunderjet engine. 


BORGWARD 


DEALERS: For 


aa tlm ye) tit ed Conte 


1717 Broadway (at $4th St 


19ome 


JOIN 
THE 


of distributor in your territory 


EASY SELLING Why has America 


taken the Borgward to its heart? Simply be- 
cause it has what today’s buyer wants. Here 
are just a few of the features... 


cl ae A) dae 


LOW INITIAL COST .... You sell luxury, comfort 
and dependability for $1,000 less. 


LOW OPERATING COST ... The 4-cyl. OHV 
motor delivers 90 MPH and up to 34 MPG. Serv- 
ice, parts and repairs are correspondingly low. 


HIGH RE-SALE VALUE ... The amazingly dur- 


able finish on sound, heavy-gauge, real steel quality 
construction keeps the classic lines clean forever. 


ROOMY SPACIOUSNESS ... Seats 6 in com- 


fort; plenty of leg room in the back seat. 


RIDING COMFORT .... Airfoam cushions, coil 


spring suspension front and rear, split rear axles, 
telescopic shock absorbers. 


SAFETY FACTORS .. . ONE-piece, welded body, 
3-to-1 steering ratio, skidproof roadability, over- 
sized hydraulic brakes with 2 wheel cylinders on 
front wheels, exceptional visibility. 

HANDSOME DESIGN ... Choice of 11 beautiful 
colors with luxurious leatherette upholstery corre- 
lated. 

IDEAL WINTER DRIVING ... Heater and de- 


froster work individually or together; 1 side or both. 


IDEAL COMMUTING ... . Low operating cost. 
easy parking and tight turning make commuting a 
pleasure. 

DOUBLE-TESTED .. . Each car is exhaustively 
tested at the West German factory . . . thoroughly 
checked and inspected before delivery to you. 


450 PROFIT-MAKING DEALERS WHO NOW FORM THE 


BORGWARD SALES, SERVICE & PARTS ORGANIZATION 


yaa hi eee hia ct moorter 


- COlumbus $-6494 


I MAGES 


ted States in the Medium Price Field of All Imported German 


GOOD MARKUP You don’t sell 


a “deal”... you sell a car — with dealers 
reporting washouts up to $1050... . solid, sus- 
tained markups on every transaction. 


CUSTOMER SATISFACTION -— New 


owners are thrilled with the Borgward . . . 
pass the word along to their friends . .. become 
your best salesmen! And you're never bothered 
with those irritating ““‘come-backs” for minor 
repairs and adjustments. 


SERVICE AND PARTS -— You become 


part of a nationwide network catering to the 
profitable service and parts requirements of 
the ever-widening Bergward family! 


Ts SWEEPING. THE N, 


WRITE FOR YOUR 


FRANCHISE APPLICATION 
RIGHT NOW! 


We've only been able to give you the high- 
lights of the advantages that go with Borg- 
ward representation. Write, wire or phone 
your nearest importer for complete details. 


But do it now...Don’t lose a day of profitable 
selling! 
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1000 South Hope Street Los Angeles 15, Calif. « Richmond 9-4044 
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